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“Unexcelled Segwice To Agents and To Policyholders Alike” 





ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY . Organized 1853 


NEW YORK 


Cash Capital, $6,000,000.00 


AS A LEADER among Fire Insurance Companies 
“THE HOME OF NEW YORK” has con- 
stantly sought to anticipate the needs of all branches of 
business insurancewise and then to promptly supply 
them by enlarging its own underwriting facilities. The 
results of its efforts in this direction are well-known to 
its thousands of loyal Agents and must be as encourag- 
ing to them as to the Company. It will continue to 
endeavor to keep in advance of the needs of American 
business—both at home and abroad. 








Fire and Allied Branches of Insurance 


Fire, Lightning, Automobile (Complete Cover in Combination Policy), xplosion, Hail, Marine (Inland and Ocean) 
Parcel Post, Profits and Commissions, Registered Mail, Rents, Rental Values, I.iot and Civil Commotion, Sprinkler 
Leakage, Tourists’ Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION ~ SERVICE 





THE NATIONAL UNDERWRITER 


July 10, 1919 
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FIRE AND 


A. W. DAMON, President 


” GEO. W. DORNIN, Manager 





HE SPRINGFIELD’S Riot, Civil Commotion 
and Explosion Policies cover property losses 
resulting from strikes, mob violence or explo- 
sion (on or off the premises) from malicious 
causes (as per policy conditions). 


XPLOSION losses due to hazardous processes 
may be covered by endorsement. 


N addition to many other strong selling points, 
this indemnity covers leakage loss caused by 
explosion or mob violence—a hazard that is 
excluded from the regular sprinkler leakage 
policy. 


"THESE policies may be written for three years 
at two and one-half annual premiums—poli- 
cies to be written at this office and forwarded 
immediately. 


MAS Y of our agents do not appear to realize 
that when a general or individual strike is 
impending the rates are advanced to three 
times the normal basis, and it is due to your 
patrons that they should be advised of this 
fact. 


"THE recent explosion at Cedar Rapids, Iowa, 
not only destroyed the starch works, but oc- 
casioned loss to other property owners in ex- 
cess of $60,000, to say nothing of the losses 
sustained by those who did not carry plate 
glass and explosion insurance. A similar dis- 
aster may occur at any time in any town or 
city. 


Send for Information and Sample Policy 


Home Office: Springfield, Massachusetts 


G. G. BULKLEY, Vice President F. H. WILLIAMS, Treasurer 
Western Department, Chicago, Illinois 


Pacific Coast Department, San Francisco, Cal. 


SPRINGFIELD 


MARINE INSURANCE COMPANY 


E.H. HILDRETH. sapreal 


- A.F.DEAN, Manager J.C. HARDING, Assistant Manager W.H.LININGER, Assistant Manager E.G CARLISLE, 2nd Assistant Manager 


JOHN C. DORNIN, Assistant Manager 


Agencies in All Prominent Localities Throughout the United States and Canada 
General Marine Managers: TALBOT, BIRD & Co., Inc., 63-65 Beaver Street, New York 
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CHICAGO, CINCINNATI AND 


TWENTY- THIRD YEAR No. 28 
$3.00 per Year, 15 Cents a Copy 





C. J. DOYLE SOUNDS 
A NOTE OF WARNING 





Says Notwithstanding Contribution 
Insurance Made to the War, 
Public Is Still Hostile 





ATTACKS BY LEGISLATURES 





Illinois Has Passed Bill to Extract 
Extra Million Dollars From 
the Companies 





At the annual meeting of the Illinois 
Insurance Federation, C. J. Doyle of 
Springfield, Ill., associate general coun- 
sel of the National Board of Fire Un- 
derwriters, gave those present as well 
as the insurance fraternity at large 
something serious to think about. Mr. 
Doyle took the position that notwith- 
standing the big contribution that in- 
surance in all. its classes made to the 
war, the public at large is unmindful 
of what has been done and is just as 
much prejudiced against the business 
as ever. 

Insurance Came to the Rescue 


Mr. Doyle called attention to the 
helplessness of the nation when it en- 
tered into war as regards physical con- 
dition of property throughout the coun- 
try that would have to be utilized in 
making munitions and war supplies of 
different kinds. The insurance compa- 
nies and the various bureaus had this 
information at hand and placed it all 
at the disposal of the government. 
This was a mighty contribution in it- 
self. The fire companies in addition 
contributed many of their experts to 
advise as to proper fire safeguards in 
cantonments and cathps against fire. 
Furthermore, through the conservation 
movement all elevators, flour mills and 
food repositories were carefully in- 
spected and fire hazards kept at a min- 
imum. The casualty companies were 
alert in accident prevention. Life in- 
surance officials gave freely of their 
time in assisting the War Risk Bureau. 


Large Contributions Made 


Insurance men took a leading part in 
the war activities of all kinds. Hun- 
dreds of thousands were contributed 
by insurance companies to the war 
campaigns. At great sacrifice in inter- 
est earnings, Liberty bonds were pur- 
chased in enormous quantities. Not- 
withstanding all these great contribu- 
tions toward the winning of the war 
and the important part insurance took 
Mr. Doyle said that the attitude of the 
people at large, which is reflected in 
the legislatures, is still hostile. 


Insurance Used for Revenue 


Mr. Doyle reverted to the early his- 
tory of imsurance departments show- 
ing that the various states desired to 
have some supervision over insurance 
and felt that revenue should be derived 
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IS STRIKE, RIOT AND CIVIL COMMOTIO 
INSURANCE NEEDED ON HOMES? 


Note that these are not the pretentious mansions of the plutocrats who are 
usually the objects of bombs. These are the homes of the middle class, the 
people you know, the people you get most of your business from and the people 
you can get more from if you'll embrace this riot and civil commotion insurance 
opportunity. 











Don’t say, “Oh, there’s no riot or civil commotion insurance written in this 


town.” There never would have been any fire insurance written if your pre- 
decessors hadn’t done some creative selling. 

Strike, riot and civil commotion insurance is needed on manufacturing estab- 
lishments, of course, but how about the homes of the owners and managers of 
those same plants? And how about homes near the homes of those managers 
and owners, and how about homes near the plants themselves? 











The top photo shows the home of F. C. Lincoln at 5437 Aylesboro Avenue, 
in the Squirrel Hill section of Pittsburgh, wrecked by a terrorist’s bomb June 3. 
The bottom photo shows the home of Herbert E. Joseph at 2633 Glasgow Ave- 
nue, in the Sheradon section of Pittsburgh, wrecked by a bomb placed by plot- 
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ters in nation-wide terrorist plot. 
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IN TWO 


arte. Part One 





LICENSES ANNULLED 


Treasury Department Takes Ac- 
tion as to Salamandra and 
Second Russian 
GERMAN INTEREST SEEN 
Meinel & Wemple, United States Man- 


agers, Deny That Mutzenbecker 
Has Any Participation in Firm 


NEW YORK, July 9—Under date 


‘June 30 the Treasury Department is- 
/sues a notice of cancellation of the 


Federal licenses of the Salamandra and 
of the Second Russian, poth formerly 


i}, of Petrograd, but now of Copenhagen, 


Denmark, the cancellation to be effec- 
tive in 30 days. 

The reason assigned for the drastic 
action is the reported refusal of Meinel 
& Wemple, United States managers 
for the companies, to segregate the in- 
terest of H. Mutzenbacker, Jr., of Ham- 


burg, in the firm and pay the proceeds 
to the alien property custodian. Meinel 
& Wempel deny any attempt at wrong 
doing or evasion of the letter or spirit 
of the law. For months representatives 
of the alien property custodian have 
had free access to all letters, docu- 
ments and records in their office and 
have been fully advised as to the op- 
erations of both companies. When 
Russia issued an edict forbidding trad- 
ing with the enemy, H. Munzenbacker 
was dropped from the Meinel & Wem- 
ple office and new managerial contracts 
were made direct with the Salamandra 
and Second Russian. 


Terms of Contract 


Under its terms, the old rate of com- 
mission was to be paid plus an added 
allowance for expenses, the firm being 
ordered in return to map all risks, the 
work formerly being done abroad. As the 
cost of such labor would be heavy, Mei- 
nel & Wemple were unwilling to make 
the expenditure for maps, clerk hire and 
enlarged office space until the extra sum 
granted them would permit. The addi- 
tional allowance was set aside and 
amounted close to $100,000. As they were 
about to spend it, the alien property 
custodian made demand for the money, 
claiming it was being reserved for Mun- 
zenbecker. Meinel & Wemple refused to 
turn it over under advice of counsel and 
instead deposited it with the Salaman- 
dra’s United States trustees. Suit was 
then brought by the alien property cus- 
todian, and in neither instance were 
Meinel & Wemple made to comply with 
the demand of the custodian. 


Commended by the Court 


Judge Foster, of the federal court, went 
cut of his way to commend the integ- 
rity and the Americanism of Messrs. 
Meinel, Wemple and W. G. Wilcox, mem- 
bers of the firm. Vice-President Savage, 
of the Second Russian, who had been 
in this country for some weeks prior to 
!June 30, spent several days in Washing- 
ton explaining all features in conneetion 
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MR. REDFIELD RESIGNS 


LEAVING PENNSYLVANIA FIRE 





Is One of the Most Faithful, Consci- 
entious and Industrious Man- 
agers in Chicago 





D. W. Redfield of Chicago of Red- 
field & Batchelder, western managers 
of the Pennsylvania, has tendered his 
resignation to take effect at the pleas- 
ure of the company. Mr. Redfield has 
been with the Pennsylvania almost 25 
years. He is one of the most faithful, 
conscientious and industrious men in 
the business. Mr. Redfield seldom 
misses fire, he is on the job all the 
time, attending to his duties carefully 
and assidiously. For many years he 
was assistant manager when the late 
Charles H. Barry was manager. When 
Mr. Barry was elected president of 
the company Mr. Redfield together with 
George H. Batchelder took charge of 
the western department. He has paid 
particular attention to the losses and 
office detail. Mr. Redfield has not 
sought the footlights, but has done his 
part along more quiet and less spec- 
tacular lines. 


Traveled in the Field 


Mr. Redfield traveled for the Penn- 
sylvania in Wisconsin and Michigan 
before being called to the Chicago of- 
fice. Years ago Mr. Redfield was spe- 
cial agent for the London Assurance 
in Wisconsin, Minnesota and Iowa. He 
started his insurance career with the 
old agency of George C. Clarke in 
Chicago. Mr. Clarke was western gen- 


eral agent of the Boylston of Boston. 


in addition to conducting a _ local 
agency. Later on Mr. Redfield became 
general agent for the company after 
having traveled for it throughout the 
west. He is a member of the Life 
Members Society of the Fire Under- 
writers Association of the Northwest 
and also the Min-Dako-Wis Club. Mr. 
Redfield has made no plans for the 
future. 


C. J. DOYLE SOUNDS 
A NOTE OF WARNING 


(CONTINUED FROM PAGE 1) © 
from insurance companies in sufficient 
amount to pay for tnis supervision. 
Then came the revelation that insur- 
ance companies might be taxed for gen- 
eral revenue purposes. The result is, 
that in Illinois, for example, some $80,- 
000 is appropriated by the legislature 
for the supervision of the insurance de- 
partment while some $800,000 or more 
is contributed by companies in the way 
of taxes, fees, licenses, and so on go 
into the general fund. Notwithstand- 
ing this enormous amount that is taken 
from the companies, the last _legisla- 
ture passed a 2 percent premium tax 
bill which will take from the companies 
in addition to the $800,000, one million 
dollars more. This makes almost $2,- 
000,000 which the insurance companies 
of various kinds are called upon to 
contribute to Illinois. Mr. Doyle said 
that the companies were not even al- 
lowed a hearing on this tax bill. It 
became an administration measure and 
was railroaded through without regard 
to justice or merit. He contrasted this 
with the treatment accorded the rail- 
roads, saying that they have been saved 
almost $1,000,000 by legislative action. 


Must Come from Policyholders 


Mr. Doyle said that the administra- 
tion as a political measure had reduced 
the tax rate in order to appeal to the 
voters and then found it necessary to 
regain the lost sources of revenue in 
other directions. The insurance com- 
panies were the hardest hit. Mr. Doyle 
said that naturally this extra million 
dollars must come indirectly from the 
policyholders of the state. The com- 
panies cannot afford to be taxed fur- 

















D. W. 


REDFIELD 


Resigning as Western Manager of the 
Pennsylvania 











ther. He showed how all costs had 
materially increased and in a convinc- 
ing manner showed how the insurance 
commissioner of the country are en- 
deavoring to remove the 10 percent 
surcharge tax from fire insurance while 
other activities have increased their 
prices ranging all the way from 25 to 
200 percent. ‘ 


Insurance Is Misunderstood 


Mr. Doyle said that insurance is mis- 
understood and that the people feel 
no more kindly toward it than they 
did before the war. He stated that 
some steps must be taken to bring 
the people to a better understanding 
of the elements that make up the pre- 
mium. They feel that insurance com- 
panies through some legerdemain make 
arbitrary rate charges, gouge the pu- 
lic as far as they can, and take every 
advantage possible. Hence the desire 
on part of the people and the legisla- 
tures is to retaliate and get back at 
the companies. Mr. Doyle said that 
insurance has passed through a critical 
time and is confronted with one even 
more critical. He believes that the 
Insurance Federation and all other or- 
ganizations are particularly needed at 
this time. Unless insurance stands to- 
gether unitedly the whole organization 
may be impaired to a breaking point. 

The total taxes paid for fire insur- 
ance alone last year amounted to $16,- 
939,242 or 24.32 percent of the net in- 
come. Or putting it again 24% times 
the underwriting profit. 


RUSSIAN COMPANIES 
LICENSES ANNULLED 
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with his company. It is understood that 
Munzenbecker never had a dollar from 
Meinel & Wemple, either before the war 
or since. The New York insurance de- 
partment has just completed an exami- 
nation of the Salamandra. While the 
report has not been made public, the 
company is expected to make a strong 
financial showing. 








Salamandra Officer to Arrive 


NEW YORK, July 9.—An executive 
from the home office of the Salamandra 
of Copenhagen, Denmark, is expected to 
arrive in New York within a week or 
ten days, bringing with him data regard- 
ing the ownership of the corporation, 
which will be submitted to a representa- 
tive of the Treasury department. 


Sinclair Sails July 11 


NEW YCRK, July 8.—After a stay of 
several months in this country, Laughlin 
Sinclair, foreign manager of the North 
British and Mercantile, will sail for 
London July 11. 


CONSERVATION MUSTER 


FOR STATE REPRESENTATIVES 





Chicago Advisory Committee Sends 
Out Call for Important Confer- 
ence to Be Held Thursday 





The Chicago advisory committee in 
charge of the conservation work of the 
National Board will hold a meeting of 
state representatives at the Morrison 
hotel in Chicago, Thursday of next 
week. Ways and means will be con- 
sidered for carrying on the work dur- 
ing the rest of this year. The com- 
mittee requests that two members of 
the field men’s associations from each 
state be sent to the Chicago meeting. 
It is requested that one member repre- 
sent a union company and the other a 
bureau company. The following are 
the questions to be considered at the 
meeting: 


Association Merger Proposed 


Merger of Conservation and Fire Pre- 
vention associations so that both activi- 
ties will be regulated by one state 
association. 

The classes of risks for inspection dur- 
ing 1919 and what risks, if any, in each 
class should be eliminated? Shall they 
be from the viewpoint of size or value? 

In what direction should the activities 
of the new association be directed with 
reference to fire prevention inspections 
embracing towns and cities and/or classes 
of a special character that would seem 
to require particular consideration. 

Method of distributing state-wide in- 
spections; the handling thereof in each 
state, and the method of reporting them 
to the Chicago advisory committee. 

The issuing of bulletins by the Chi- 
cago advisory committee to each com- 
nany department having jurisdiction, 
showing the name and location of prop- 
erty inspected, the date of inspection and 
the recommendations made by the in- 
spector. Shall the name of the inspector 
be noted on such bulletin advices? 


Would Organize Citizens 


The establishment in each municipality 
of associate units composed of citizens 
for cooneratine in conservation and fire 
prevention work. 

Shall the membership in such asso- 
ciated units embrace all the citizens. 
including local agents, or would it be 
ndvisable to have two units. one com- 
yrising local agents and others directlv 
‘interested in the business, and the other 
unit of the other citizens in the commu- 
nitv? 

The cooperation of Boy Scouts, munici- 
nal executives, fire department chiefs. 
. 
village watchmen where no organized 
nolice force is in evidence, chiefs of po- 
lice, chambers of commerce, Rotary clubs 
and any other organizations whose inter- 
ests we could secure. 

The strengthening of the cooperating 
work with the state fire marshals. 

Continuing the appointment of each 
inspector as a deputy state fire marshal. 





Has Twenty Subsidiaries 


The allied companies of the London 
& Lancashire now number twenty. They 
are the Marine Insurance Company, 
Standard Marine, Law Union & Rock, 
Law Accident, Orient, London & Lanca- 
shire Indemnity, Quebec Fire, Mercantile 
of Toronto, Queen City Fire, Fire In- 
surance Exchange Corporation, Hand-in- 
Hand Insurance Company (not to be con- 
founded with the Hand-in-Hand Under- 
writers), Millers & Manufacturers of 
Toronto, Federal of South Africa, London 
& Lancashire Compania Anglo-Oriental 
De Seguros, Monte Video, Australian 
Alliance of Melbourne, Australasian 
Mutual of Melbourne, Melbourne Fire, 
Derwent & Tamar of Hobart, City Mutual 
Fire of Sydney and Sydney Fire. 


Niagara Men Advanced 


elected James G.- Maconachy and J. BR. 
Macfarlane assistant secretaries. Mr. 


Steele in the western department. 








given recognition by their companies. 





The directors of the Niagara Fire have 


Maconachy is in charge of the company’s 
middle department, while.Mr. Macfarlane 
is associated with Vice-President W. L. 
Both 
are men of fine experience and are thus 





NEED OF BETTER MEN 


HIGHER GRADE OF EMPLOYES 








Offices Begin to See that Some Pre- 
liminary Training Is Very Valu- 
able to All 





NEW YORK, July s—It has been 
forcefully borne in upon managing un- 
derwriters during the past year that if 
they are to secure proper talent for re- 
sponsible posts in the future, a higher 
standard of boys and young men must 
be obtained than those taken hereto- 
fore. While there are exceptions to this 
as to all other rules of general appli- 
cation, it holds true in the main that 
the boys entering insurance offices of 
late have had no particular training or 
aptitude for the work, and are fre- 
quently without adequate schooling. 

he fire insurance business is grow- 
ing rapidly in size and complexity, a 
condition that is sure to intensify in the 
future, hence the eagerness of present 
managers to have the men of the on- 
coming veneration so trained that they 
can worthily fill responsible posts in 
the future. 

One leading office has decided that it 
will seek its employes from among col- 
lege or university men and particu- 
larly from institutions that furnish en- 
gineering courses. It will pay initial 
salaries that will attract the ambitious. 
From the ranks thus recruited, in time 
will come the examiners, special agents, 
chief accountants, department men and, 
eventually, the executives. 

Occasionally a man, through sheer 
native talent and energy, can force his 
way to the front without holding a 
college diploma, but, other things be- 
ing equal, the man_ intellectually 
trained has a big advantage over his 
less fortunate brother, and it is ap- 
preciation of this fact that is inducing 
company managers to turn more and 
more to the man whose general knowl- 
edge is such as to furnish a proper 
basis of special training. 


Losing on Marine Business 


The smaller companies that wrote ma- 
rine insurance during the war are now 
reaping a harvest of losses. The first 
year’s reports show that these companies 
made on paper a splendid profit. How- 
ever, losses began coming in and are still 
arriving. Cargoes were lost or damaged 
during the war and the assured are just 
now getting facts to substantiate their 
claims. Most of the smaller companies, 
therefore, that apparently made good 
money during the war period are now 
greatly disturbed lest the profits be en- 
tirely wiped out and a deficit be created. 
Most of these companies entered a marine 
syndicate during the war, but have pulled 
away entirely from the marine business, 
feeling it is not a class in which they 
should be interested. 





Atlas Manager in U. S. 


General Manager Falloon, of the Atlas, 
arrived in New York from London sev- 
eral days ago upon his first visit to the 
United States. He plans to travel about 


the country, going as far as the Pacific 
Coast. 


Whiteford Located in Chicago 


W. S. Whitford, special agent of the 
Springfield in Kansas, has been made 
manager of the farm and subagency de- 
partment in the western office at.Chicago. 


Barrett Goes to Cleveland 


John W. Barrett, special agent in the 
Cook county department of the Spring- 
field at Chicago, has been appointed 
manager of the fire insurance depart- 
ment of Crowell, Laurenson & Co. at 
Cleveland. 





Marion, Ohio, has been advanced from 
the fourth to the third class by the 
National Board of Fire Underwriters. 
Fire Chief Thomas declares this gives 
Marion the best fire insurance rates of 
any other city of its size in the state. 
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FAMOUS for FAIR DEALING! 








Cash Capital 


$2,500,000 


Canadian Department 





‘SAMERICA FORE’’ 


* x x 
An Open Covenant— 








—openly arrived at, is every agreement 
of the FIDELITY -PHENIX, whether it 1s 
a policy or an agency contract. 


A FIDELITY-PHENIX, policy is a Treaty 
of Peace with the American property- 
owner who wants the assurance of good 
American indemnity in the event of a loss. 


A FIDELITY-PHENIX agency contract is 
a Covenant of Alliance with the Amer- 
ican Agent who wants to represent a 
strong American company with an en- 
viable record for fair dealing. 


x x * 


FIDELITY-PHENIX 


Fire Insurance Company 


Home Office: 80 Maiden Lane, New York 
Pacific Coast Department 


HENRY EVANS 
President 





Western Department 











W. E. Baldwin, Manager 
17 St. John St. 
MONTREAL 








C. E. Allan, Secretary 
Insurance Exchange Building 
SAN FRANCISCO 


C. R. Street, Vice-President 
137 South La Salle St. 
CHICAGO 
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Automobile 


Tue plan whereby the automobile writ- 
ing companies are conducting a nation 
wide hunt for automobile thieves seems 
to be successful. As the system is more 
efficiently developed, the results will be 
even more satisfactory. So long as cities, 
states or sectionsxof the country worked 
independently of the other, many stolen 
cars were not recovered. The various theft 
bureaus that have been established are 
working in close co-operation and inter- 
state transportation of stolen cars has 
been checked to a considerable extent. 

The FiremMan’s Funp, in commenting 
on the situation, calls attention to the fact 
that the extent of theft is indicated by the 
fact that at present the damage to recov- 


Strike Insurance Writing Standards 


Durinc the recent general strike at 
Winnipeg, Canada, thousands of dol- 
lars in riot and civil commotion in- 
surance premiums were collected. The 
business was put on the books indis- 
criminately. The fire companies re- 
garded this form of indemnity as choice 
business and few attempted to estab- 
lish any limits or restrictions of any 
kind. In the congested districts of 
Winnipeg, companies assumed enor- 
mous liabilities. Fortunately no seri- 
ous loss occurred and the companies 
show a favorable experience upon the 
business written. 

However, the fact that fortune 
favored the companies should not allow 
the fact to pass unnoticed that the riot 
and civil commotion business offered 
by Winnipeg agents was handled in a 
most unscientific manner. Large lines 
were accepted readily without much 
consideration as to whether the par- 
ticular districts in which the proffered 


Educating the Firemen 


LocaL agents organizations in a number 
of the larger cities in the country have 
taken definite action to show a greater 
interest in local fire departments. Re- 
cently the Goop Practice CLus, composed 
of men connected with the fire insurance 
business in Newark, N. J., the Houston 
Fire Insurance ExcHanceE of Houston, 
Tex., composed of the local agents in 
that city have ordered “Fire Protection,” 
sent to every engine house in their cities. 
This magazine which contains articles on 
every phase of fire control, including ar- 
ticles on building construction, fire fight- 
ing, care of motor apparatus and im- 
proved methods of fire prevention is thus 
brought before every fireman in these 
cities. 

In some of the cities where “Fire Pro- 


, ceptance standards to observe. 


Loss Ratio 


ered machines alone amounts to $5,000,000 
a year and the loss on unrecovered cars 
is four times that figure. Under the plan 
of bureau co-operation, information re- 
garding stolen machines is being quickly 
disseminated all over the country. These 
bureaus attempt to work with the local 
authorities in a harmonious, effective way. 

It is to be hoped that this nation-wide 
plan will materially reduce theft losses. 
Not only is the method one that will re- 
sult in saving to the companies, but is of 
large public benefit. If the NationaL 
AUTOMOBILE UNDERWRITERS’ CONFERENCE 


can bring about better conditions and re- ] 


duce the theft ratio, it will have contrib- 
uted much to the public benefit. 


risk was located were already heavily 
insured. The fire insurance conflagra- 
tion district became the riot and civil 
commotion conflagration area, without 
the restrictions observed in the writ- 
ing of fire business. At several times 
while the strike was in progress as 
many as 10,000 strikers were on the 
rampage and might have caused serious 
damage. While strike and riot insur- 
ance is a new form of indemnity, it is 
quite evident that some writing limits 
and rules must be established. When 
a community becomes panic stricken 
and this form of insurance protection 
is sought, the companies writing the 
business must have some definite ac- 
All of 
the business offered cannot be written. 
Some sort of a line sheet for riot and 
strike insurance will have to be 
worked out, or sooner or later some of 
the big writing companies will 
caught for heavy claims. 


tection” goes into every engine house, the 
municipal officials base some of their civil 
service examination questions upon ar- 
ticles which have appeared in the paper, 
as they know that every man in their 
department has had access to the journal. 


The insurance organizations which have 
been placing this good reading matter 
before the firemen of their city are un- 
questionably doing a bit of constructive 
work for fire protection and fire pre- 
vention. 


Money talks, but you never find it out 
until you are broke. 


A CHEAP sport is always an expensive 


ee Mr. McCain is a’deacon in the First 
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Shirley E. Moisant, the well known 
local agent at Kankakee, Ill., is one 
of the big men in his town this week 
as the Kankakee Country Club pulled 
off match games at the golf links 
Wednesday afternoon of this week be- 
tween Chick Evans, Jock Hutchinson 
and two other players of national repu- 
tation. Mr. Moisant is secretary of 
the country club and takes an active 
interest in its affairs. 


George W. Loop, formerly state 
agent of the Continental in Oklahoma, 
has entered the life insurance field, 
entering as a partner with C. C.. Chris- 
tiansen under the firm name of Chris- 
tiansen & Loop, and has become state 
manager of the Farmers & Bankers 
Life of Wichita for Oklahoma. Mr. 
Loop traveled for the Continental in 
Minnesota for two years and was also 
connected with the western depart- 
ment office in Chicago as examiner. 


W. Ross McCain, Arkansas state 
agent of the Aetna who has been 
chosen assistant secretary will go to 
the home office, July 15. He will be 
associated with the southern depart- 
ment. 

Mr. McCain was born at Monticello, 
Ark., in 1879, a son of the late Judge 
W. S. McCain. His parents moved to 
Little Rock in 1886. After attending 
the Little Rock public schools, he at- 
tended college at Washington & Lee 
University, Lexington, Va., and later 
at the University of Arkansas, where 
he graduated in 1898, taking an A. B. 
and A. M. degree in one year. After 
graduation at the University of Ar- 
kansas, he spent two years of travel in 
Europe, one year studying in Germany 
and a year in France. While in France 
he was secretary to the commissioner 
of Massachusetts at the world’s fair. 
After his return from Europe, he 
studied law and was admitted to prac- 
tice, but only a few weeks after his 
admission to practice his eyes failed 
as a result of overwork, so he was 
forced to give up permanently the prac- 
tice of law. 

After working for a short time in the 
retail furniture business, he became 
connected with the insurance firm of 
A. B. Banks & Co. of Fordyce, Ark., 
and was sent to Texas as their repre- 
sentative in that state. After a success- 
ful experience with them and as a re- 
sult of this, he was made assistant 
special agent in Texas and Arkansas 
for the Phoenix of Hartford. After 
remaining with it for several vears, he 
was made state agent for the Aetna 
for Arkansas, with which company he 
has been connected for the last seven 
years. 


Presbyterian Church of .Little Rock. 
Mrs. McCain has been prominent in 
social and charitable movements in the 
city, and was one of the organizers of 
the Junior League, of which she was 
president for several years. 


P. P. Tucker, state agent of the Aetna 
in Texas, is one of the outstanding 
figures in the fire insurance business in 
the southwest. Mr. Tucker is the 
oldest field man in the state, although 
T. L. Monagan of the Phoenix of 


England is the oldest Texas field man 
in point of service, having been on the 
job since 1892. 

Mr. Tucker has taken an important 
place in the fire insurance history of 
Texas. He has been actively identified 
with every movement looking toward 
the improvement of conditions in the 
Lone Star State. On committees, in 
appearing before company organiza- 
tions, and the state fire insurance com- 
mission, Mr. Tucker has always ex- 
hibited the ability to see both sides of 
any question. His judgment is sound 
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P. P. TUCKER 
Aetna’s Texas State Agent 


he always gives full consideration to 
what the future may bring as affecting 
the question in hand. 

Mr. Tucker is one of the stalwarts 
of Texas. It is an open secret that a 
number of years ago he could have 
gone to Hartford to fill an executive 
position in the home office of the Aetna 
had he cared to pull up stakes in Texas. 
He choose to remain in Dallas, and his 
decision resulted in the Aetna becom- 
ing one of the big. premium collectors 
in Texas. 


Gilbert Truitt Offenhauser, son of 
Mr. and Mrs F. W. Offenhauser of 
Texarkana, Tex., was married the other 
day to Miss Marjorie Lombard of that 
= in St. James Episcopal church. 

W. Offenhauser is head of the well 
Mand local agency of F. W. Offen- 
hauser & Co. and is also former presi- 
dent of the National Association of 
Insurance Agents. Young Mr. Offen- 
hauser served in the army in France 
and was commissioned lieutenant. His 
attendants at the wedding were all se- 
lected from some branch of the army. 


Harry E. Maybee, state agent of the 
National Liberty in Iowa, Montana, 
South Dakota and Utah, died suddenly 
last Friday night at Missoula, Mont. 
at the age of 43. He formerly traveled 
for the company in Nebraska. Mr. 
Maybee at one time was special agent 
of the National-Ben Franklin in Mis- 
souri, 


E. C. Kosmak, secretary and manag- 
ing underwriter of the Guardian Fire 
of Salt Lake City, who has been on an 
eastern trip for a couple of months, 
was in Chicago this week on the way 
home. Rickert, Mellinger & Prince of 
Lancaster, Pa., have been appointe 
general agents for Pennsylvania, Ohio, 
Maryland and New Jersey. The com- 
pany in addition to these states will 
operate in New York, Massaehusetts 
and Connecticut. - It is already licensed 
in Michigan and Wisconsin. 


There was an upstanding young Sioux 
Who was taken down sick with the flioux. 
He doctored his ills 
With all sorts of pills, 
But in less than a week he was thrioux. 





and in passing upon any proposition, 





—H. Verne Myers, Iowa. 
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ONE MORE VACATION WEEK 


Three weeks vacation, instead of two, 
will be enjoyed this year by officials 
and employes in the western depart- 
ment of the Liverpool & London & 
Globe at Chicago. The extra week 
was granted by a head office official 
who recently visited the department. 
He said the staff had patriotically put 
in long hours taking care of the work 
of those who went to war and the com- 
pany wanted to give them an extra 
week in recognition of their loyalty and 
in celebration of the winning of the 
war. 


* *K 
STRIKE INSURANCE 


Question——During the labor trouble 
in Winnipeg two of the largest depart- 
ment stores found it necessary to close 
their stores, not on account of the fact 
that their properties had sustained any 
physical loss or damage, but on ac- 
count of lack of transportation and on 
account of the fact that the citizens 
of Winnipeg were so intimidated that 
they were afraid to go downtown, and 
also on account of the employes of 
their stores volunteering for public 
service they found it necessary to close 
their stores. In other words, there 
was no business transacted for a period 
of about two weeks. 

A large store in this city has ap- 
proached us for coverage of such a 
contingency, and we have been advised 
to communicate with you. Please 
advise us whether or not you have 
such a form and the approximate cost. 

Answer.—Regarding strike insurance, 
will say that the only form of strike 
insurance being written by the standard 
companies is riot and civil commotion 
insurance in connection with explosion 
insurance, that form of course, merely 
paying for actual physical damage done 
by strikers. Then of course, in con- 


nection with this form of insurance is 
use and occupancy, which pays for loss 
of profits and fixed expense during the 
interruption period if there has been 
any physical damage. There is a re- 
ciprocal at Aurora, Ill., known as the 
Industrial Reciprocal Underwriters, 
which writes strike insurance, covering 
loss of profits when there is no physical 
damage. There is a mutual company 
being organized at Baltimore to write 
this form of insurance. However, there 
is no regular company, writing the 
class of indemnity concerning which 
you inquire at the present time. 
* 


* x 
ELECTED UNION MEMBERS 


C. W. Barnes, president of the Ma- 
jestic Fire of Topeka, Kan., has been 
elected a member of the Western 
Union. A. A. McKinley, president of 
the Western Alliance has been elected 
a member and Assistant Secretary E. 
S. Allen of the Aetna becomes a mem- 
ber for CORA . 


ROCKEY LEAVES COMPANY 


Managing Underwriter I. W. Rockey 
is retiring from the employ of the 
Merchants National of Chicago, now 
known as the Western Alliance fol- 
lowing the merger of the Bankers & 
Merchants of Minneapolis, the Great 
Northern of St. Paul and Merchants 
National. Mr. Rockey took charge of 
the underwriting of the Merchants Na- 
tional in the fall of 1916 when its loss 
ratio was abnormal and its expense 
ratio very high. He used the cleaver, 
the meat axe, and all other sharp in- 





struments in trimming down the busi- 
ness and getting the company on a 
solid foundation. The premiums in- 
creased from $70,000 in 1916 to $476,000 
last year with normal loss and expense 
ratios. Mr. Rockey has had a wide 
experience in underwriting and pos- 
sesses splendid ability in his line. 


* *K * 
ANOTHER SISAL LOSS 


The $375,000 loss on baled sisal at 
Indianapolis last week served to re- 
mind the companies that six weeks ago 
a similar loss for a smaller amount 
occurred at Indianapolis. Until re- 
cently, sisal in its raw state was not 
regarded as hazardous. Sisal is a 
vegetable fibre that is imported from 
Mexico and other southern countries 
and is used as binder twine. In its 
raw state it has been readily accepted 
by the companies. Sisal is shipped in 
closely packed bales and is subject to 
spontaneous combustion if it becomes 
wet. That is, the pressure from ex- 
pansion that results from water causes 
spontaneous combustion. In the past 
it has been felt that unless sisal in 
bales became wet fire damage was un- 
likely. 

It is known that when the finished 
product is in storage it is highly com- 
bustible. Sisal twine in piles very 
often bursts into flames. The com- 
pleted product is the hot end of the 
risk of the business, but it now appears 
that there is more of a hazard to raw 
sisal than has heretofore been thought 
to be the case. 
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Resources Exceed $4,000,000 
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MORE INCOME GOTTEN 





HAIL IN CENTRAL WEST BELT 





Local Agents Become Interested in 
This Line in States where 
Little Has Been Sold 





Companies writing hail business are 
now getting in a number of losses. 
There have been storms throughout the 
west and northwest and claims are 
coming in with every mail. This year 
has witnessed a material growth in 
hail premiums in states that hereto- 
fore have not been regarded as con- 
tributing anything to the hail ‘income. 
Illinois, Indiana, and Michigan local 
agents have gathered in several hun- 
dred dollars in premiums. There has 
been quite a growth in the hail busi- 
ness in Missouri. Wisconsin has not 
shown much interest in this class. 


Heavy Storm in Ohio 


In Ohio there was a severe hail 
storm early in the season extending for 
about 100 miles in length and having a 
width of 25 miles which was very 
destructive. The southwestern part of 
Ohio grows considerable tobacco and 
there is a tobacco belt along the Ohio 
river. There is more demand for hail 
insurance in these sections than in any 
other. As time goes on and _ local 
agents become more accustomed to 
selling hail insurance it is predicted 
that the states outside of the big hail 
belt will become far greater factors 
in hail income. Some hail under- 
writers feel that a plan should be de- 
vised that will meet the needs of the 
fruit growers in the central west. There 
is some hail insurance written on apples 
in Idaho and Montana, but outside of 
that there has been little hail cover- 














Inspections 





18 year: in this field. —Dixit et Fecit— 
ice with Knight, Smith & Co. 
Room 1568 Ins. Exchange, CHICAGO, ILL. Phone Wabash 3033 


in Chicago, Cook County and the Greater Metropolitan District. 
{This inspectorate very properly gauges the expectancy of fire risks 
and intelligently anticipates events before they occur. {The under- 
signed sells this talent to companies, agents, brokers and the busi- 
ness public, herewith tendering counsel to all State Insurance Officials, Legislative and Municipal 
Committees and all those who formulate insurance laws designed for the public weal. 


C. W. PIERCE 


Independent Inspector P Fire Prevention Counselor 
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- CHANGES IN THE FIELD 

















NEW MEN FOR GLENS FALLS 





H. K. Dickinson Takes the Michigan 
Field and S. T. Gordon Tennessee 
and Kentucky Territory 





H. K. Dickinson has been appointed 
special agent for the Glens Falls in 
Michigan. Michigan and Illinois have 
been handled together by Special 
Agent W. J. Nolan of Chicago. Owing 
to the increase in business it was found 
best to divide the field, having one man 
to look after each state. Mr. Dickin- 
son was formerly in a local agency in 
Detroit. About seven years ago he 
started on the road for the North Brit- 
ish and later was made Michigan state 
agent of the Mercantile. He is one of 
the aggressive field men in the state. 
He is secretary and treasurer of the 
Michigan Underwriters Association. 
He will retain his headquarters in De- 
troit. 

Samuel T. Gordon has been ap- 
pointed special agent of the Glens Falls 
in Kentucky and Tefttnessee with head- 
quarters in Louisville. Mr. Gordon is 
special agent of the Caledonian in Mis- 
souri, Kentucky and Tennessee. He 
started his career at the head office of 
the Equitable of Rhode Island, and 
later traveled for that company in a 


number of western states. He is a 
very popular man in the field. 
Clarence A. Moore has been ap- 


pointed special agent of the Glens Falls 
in New York suburban territory. This 
field was formerly looked after by H. 
W. Knight, who was recently called to 
the home office in the capacity of as- 
sistant secretary. Mr. Moore formerly 
traveled in New York State, Pennsyl- 


‘vania, and New Jersey for the York- 





' shire. 


J. R. McLaughlin 


J. R. McLaughlin has been appointed 
state agent for the Commonwealth and 
Mercantile in Nebraska. He has been 
special agent of the North British in 
that state and thus is given a promo- 
tion. He succeeds W. K. Smith, who 
has been appointed state agent of the 
Pennsylvania Fire in Ohio. 


D. L. McCoy 


D. L. McCoy, state agent of the 
American Eagle in Nebraska and South 
Dakota, has resigned to become state 
agent of the North America in South 
Dakota. He will make his headquar- 
ters at Sioux Falls. 








Esmond Ewing 


Esmond Ewing, Tennessee special 
agent for the Royal and Newark has 
been transferred to the Arkansas field 
by these companies. 


Chester Williams 


Chester Williams has resigned as 
special agent of the Standard of Hart- 
ford for Michigan and Indiana to be- 
come special agent of the Colonial Un- 
derwriters for Indiana, succeeding 
James A. Bawden, who recently went 
with the American of Newark as asso- 
ciate state agent. Mr. Williams be- 
fore taking up field work was con- 
nected with the business at Madison, 
Ind. 


Horace W. Boyd | 


Horace W. Boyd, whose field educa- 
tion was acquired during some fifteen 
years with the western department of 
the Royal as state agent in Indiana 
and later as executive state agent, with 
headquarters in Detroit, has returned 
to the Royal after an absence of about 


ia half year, having engaged with the 
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.Caledonian in January last. Mr. Boyd’s 
re-engagement with the Royal as a 
member of its field staff will become 
effective as soon as he can be released 
by the Caledonian. Mr. Boyd’s title 
will be state agent for Indiana and 
executive special agent, operating in 
such territory as Manager Law may 
wish to employ his services. Mr. 
Boyd’s headquarters will be at In- 
dianapolis. 


H. J. Wind 


The National of Connecticut has ap- 
pointed H. J. Wind as assistant special 
agent in New York. He will make his 
headquarters Syracuse. He has recently 
been with the New England Insurance 
Exchange. 





W. D. Swearingen 


W. D. Swearingen, one of the fire 
adjusters of the General Adjustment 
Bureau at Charleston, W. Va., has re- 
signed to become special agent of the 
National Union in West Virginia. He 
has had a number of years’ experience 
as a local agent and has done some 
per diem work as a special agent. He 
is regarded as a very competent man. 





Ray W. Allen 


Ray W. Allen has been appointed 
special agent of the Central National of 
Des Moines for Nebraska. 





R. D. Voss 


R. D. Voss, Kansas special agent for 
the Continental has been promoted to the 
Nebraska to assist State Agent T. E. 
Griffith. 





James Dreher 


James Dreher, special agent of the 
Royal Exchange for Iowa, Nebraska, 








Kansas and Missouri with headquarters 


at Kansas City., has resigned. 
enter some other business. 


GO WITH WASHINGTON MARINE 


He. will 





A. E. White Leaves Northern Assur- 
ance and J. O. McGowan the 
United States Fidelity & 
Guaranty 





NEW YORK, July 8—To assume 
the management of the automobile de- 
partment of the Washington Marine, 
of New York, A. E. White will on Aug. 
1, resign a like position with the North- 


‘ern Assurance, which he has held for 


the past two years. At the same time 
J. O. McGowan will retire from the 
New York office of the United States 
Fidelity & Guaranty to go with Mr. 


White as assistant manager. 


Mr. White is one of the best known 
of the automobile underwriters, having 
had charge of the automobile loss de- 
partment of the Royal Indemnity for 
six years, prior to going with the 
Northern Assurance. He has a wide 
acquaintance among field men, and 


‘should be able to establish desirable 


agency connections for the Washington 
Marine, as he has for the Northern As- 
surance. Mr. McGowan was associated 
with Mr. White at the Northern office 
until a short time ago, and the two 


make an excellent team. 


Primarily a marine writing company, 
the charter of the Washington Marine 
was amended some months ago to per- 
mit the insuring of automobiles as well. 


‘It will charge conference rates and pay 


conference commissions upon the busi- 
ness. 
Governor Norbeck of South Dakota has 


reappointed W. N. Van Camp as insur- 
ance commissioner. 
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ILLINOIS MISSOURI 
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BIG FISHING PARTY IS ON 
Buerkle & Lerman of Sandusky, Give 
Their Annual Outing to the 
Field Men 





The annual B. & L. Fishing Club 
outing took place this week, July 10, 
at Sandusky, Ohio. The B. & L. Fish- 
ing Club was started by the well-known 
Sandusky agents, Buerkle & Lerman 
about 18 years ago. It was originally 
established as an outing for customers 
of Buerkle & Lerman but in recent 
years has been ‘an annual outing for 
several of the Ohio field men and a few 
invited guests. Some men in the Ohio 
field have missed very few outings of 
the B. & L. Fishing Club in the 18 
years since it was first organized 

Some idea of the admirable arrange- 
ments which have been made to make 
this year’s outing a success may be 
gathered from the official invitation 
sent out to members which says: 

To preclude, beyond a possibility of a 
doubt, not getting the largest catch ever 
made, the following perfected appliances 
will be a part of the equipment, viz.: 

The Zangaphone—Patented by Admiral 
Buerkle. An instrument of superhuman 
sensitiveness, so delicately adjusted that 
the number, size and accurate location 
of fish schools may be detected. 

The Perchigot—Patented by Rear Ad- 
miral Lermann. This is magnetic hook 
with the peculiar proclivity of hooking 
the fish—if said fish refuses to bite. 

The Sercherhund—The worthy captain 
of the good ship “Florence” will have 
aboard, in sufficient number, his private 
Sercherhunds. Should, for any reason, 
the Perchigot fail, the trained bait will 





be let loose and failure is erased from 
the program. 





Adjustment Bureau Men Resign 


Nelson Reid, manager of the General 
Adjustment Bureau branch office of 
Charleston, W. Va., has resigned to take 
up the organization and operation of a 
coal operators’ mutual company. Mr. 
Reid has had an extensive insurance ex- 
sperience not only in loss lines, but in 
underwriting. He traveled in the field 
for the Continental and was an examiner 
at its home office in New York. 

J. Fred Neill, staff adjuster of the 
bureau located at Clarksburg, has re- 
signed to take the position as manager 
for Alexander & Alexander, the well- 
Known local agency in that city. 

W. D. Swearingen, staff adjuster of the 
General Adjustment at Charleston, has 
resigned to become special agent for 
the National Union in West Virginia. 

L. C. Owrey has been appointed man- 
ager of the West Virginia department, 
succeeding Mr. Reid. He has been with 
the bureau for eight years, and for some 
itime has been incharge of the Harrisburg 
department. 


G:lsdorf’s New Connection 


W. J. Gilsdorf. who recently resigned 
as state agent of the Scottish Union in 
Ohio to join the forces of E. P. Lenihan & 
Co., Cleveland, began his insurance career 
as electrical inspector in the Kentucky In- 
spection Bureau, with which he became 
connected in 1906. In this organization 
his duties were extended, however, until 
he became acquainted with every phase of 





the work. In 1911 he entered the field as 
special agent of the State of Pennsylvania 
in Kentucky and Tennessee. When Presi- 
dent Porter of that company went to the 
Commercial Union, Mr. Gilsdorf alsu 
transferred to the same company. Later 
he traveled the same territory for the 
Scottish Union and then followed a period 
with the Western Factory Association. 
On the resignation of Paul B. Sommers 
as state agent of the Scottish Union in 
Ohio to join the Lenihan agency, Mr. Gils- 
dorf succeeded him. With a broad knowl- 
edge of the Dean schedule, sprinkler and 
special hazard work gained through these 
connections, he will be a most valuable 
addition to the engineering ability of the 
Lenihan agency, of which he will be office 
manager as well. This is one of the most 
progressive agencies of Cleveland and it 
is constantly taking in men of ability to 
fomplete its organization. 


Not Under Compensation Law 


Attorney-General Price of Ohio has 
held that general and special agents of 
insurance companies are not employes 
under the provisions of workmen’s com- 
pensation law of the state. 


Niagara's Cleveland Change 


The Niagara Fire, which retired from 
the office of the Neale-Phyphers Company 
at Cleveland, Ohio, has gone to E. P. 
Lenihan & Co. 





Warning on Spark Fires 


COLUMBUS, O., July 8.—Owing to the 
numerous fires along the railway rights 
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of way and the consequent danger to 
wheat now being harvested, State Fire 
Marshal Fleming has sent out a cau- 
tionary bulletin to farmers, and also to 
the railways, urging the installation of 
adequate spark arresters on locomotives. 
Several grain fires due to sparks from 
engines have already been reported. 





Hesselgren Starts in Ohio 


O. G. Hesselgren, who has just gone 
te Ohio to travel for the New Brunswick, 
New Jersey and the United British, will 
locate in Columbus. He formerly trav- 
eled for the Security, and therefore is 
acquainted with the state. Mr. Hessel- 
gren has been traveling in Illinois and 
Indiana for a group of Pittsburgh com- 
panies. 


Ohio Notes 


E. P. Lenihan & Co. have been appointed 
exclusive agents of the Niagara at Cleve- 
land. 

A. H. McCodden of the McCodden 
Agency at Canal Fulton, is dead, and the 
business will be continued by W. C. 
Shafer. 

Columbus insurance men are not slow 
to take advantage of a big building boom. 
The county recorder’s office shows an in- 
crease of 108 per cent for the first six 
months of 1919 over a corresponding pe- 
riod last year. There were also 6,739 
realty deeds filed. < 

The state fire marshal reports 223 hres 
with a loss of $504,471 for May, against 
295 fires and a loss of $582,312 for the 
same month last year. There were two 
incendiary fires, the loss being $1,437, and 
five fires were due to lightning, the loss 
being $3,585. All the buildings “strucx: 
were unrodded. 
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Michigan Agents Meeting 


President John P. Old of the Michigan 
Association of Insurance Agents an- 
nounces that in add..ion to the speakers 
already arranged for at the annual meet- 
ing to be held at Sault Ste. Marie July 
22-23, George W. Carter, of the Detroit 
Insurance Agency, will talk on “Agency 
Qualification”; George W. Cleveland, 
manager of the Michigan Inspection Bu- 
reau, will speak on “Fire Prevention,” 
and James S. Crosby of Grand Rapids 
will discuss riot and civil commotion 
insurance. The officers of the Michigan 
association desire to have it understood 
that all Michigan agents members: of 
the association or not are cordially in- 
vited to be present at the Sault Ste. 
Marie meeting to exchange ideas with 
their fellows. The program for the meet- 
ing as now arranged is a strong one. 


New Trial Is Granted 


NEW YORK, July 9.—A new trial has 
been granted the Thomas Canning Com- 
pany, a Michigan corporation, in its 
claim against the Canners Exchange, 
subscribers to the Warner Interinsurance 
Bureau of Chicago. The initial action 
tried before a jury some months ago 
resulted in a verdict of $16,777. The court 
held that if the defendants are liable, 
the award should have been $26,579. 


Demands Surcharge Refund 


SPRINGFIELD, ILL., July 9.—William 
H. Boys, director of trade and commerce, 
having jurisdiction over the Illinois In- 
surance department, has announced that 
‘fire companies which collected the 10 
percent surcharge in the state during 
the period of the war will be instructed 
to refund the amount of the surcharge. 
Notices to this effect will be sent out 


shortly, and companies failing to respond ° 


within a reasonable length of time are to 
lose their licenses in Illinois, according 
to Mr. Boys. 

This action was taken in compliance 
with a resolution adopted by the Illinois 
general assembly offered by Representa- 





tive Lee O’Neill Browne of Ottawa, and 
is probably an outgrowth of the agita- 
tion resulting from the Belleville, IIL, 


‘antitrust suit. 


This announcement comes like a bolt 
out of the clear sky to the companies. 
There has been no intimation of such 
action. Fire companies in Illinois have 
probably collected $2,000,000 in surcharge 


‘premiums since the beginning of the war. 


Indianapolis Agents Meet 


INDIANAPOLIS, IND., July 8.—The In- 
dianapolis Association of Fire Insurance 
Agents held its quarterly meeting on 
Tuesday evening of this week at Page’s 
country home, just east of the city. 
About fifty members were present and 
a number of hot horseshoe contests fur- 
nished the diversion until the chicken 
dinner, the main feature of the occasion, 
was announced. President Sol Kiser cut 
short a trip in the northwest in order 
to be present, and he and Secretary Colin 
King, with A. L. Rigsbee, chairman of 
the committee on arrangements, saw to 
it that everybody had a good time. At 
the business meeting it was decided that 
Indianapolis be as largely represented 
as possible at the annual meeting of the 
National Association of Insurance Agents, 
to be held in Louisville Oct. 15-17. Two 
delegates are to be appointed and at least 
twenty members are expected to attend. 
A private car may be secured for the 
trip. The next quarterly meeting of the 
local association will be held in October. 
President William F. Wocher, of the 
Indiana Association of Insurance Agents, 
and a member of the Indianapolis asso- 
ciation, expressed the belief that the 
Louisville convention will be the biggest 
in the history of the National Associa- 
tion. 


No Information on Sisal Loss 


NEW YORK, July 9.—Smyth, Sanfort 
& Gerard, brokers of New York City, 
who handle insurance for the Commission 

2eguladora del Mercado de Hene- 
quen on sisal recently burned in a ware- 
-house at Indianapolis, have no informa- 
tion as to how the fire started, but are 
inclined to attribute it to defective elec- 
tric wiring. The risk was rated at a 
lower figure than any other owned by the 
Same assured in this country. 
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CONCERNED ABOUT HAIL LAW 


Many Farmers Are Filing Claims— 
Olsness Warns Against Reck- 
less Reporting of Losses 


FARGO, N. D., July 8—The working out 
of the North Dakota semi-compulsory hail 
insurance law is still attracting consider- 
able attention, and with the advent of the 
hail season not a little concern is being 
manifested by the farmers in the working 
out of the system. 

Up to the morning of July 5, 1,945 
claims for hail damage had been filed with 
the state department at Bismarck. Of 
this number 187 were reported on two 
days from northwest North Dakota, where 
a heavy storm occurred, and from Beach. 
Under the state plan, the payment of the 
losses is to be made out of the general 
funds of the state, such general fund to be 
reimbursed when the collection of the 
special hail tax takes place beginning Dec. 
1 next. 

Commissioner Olsness is quoted as say- 
ing that “Some of the early losses re- 
ported have been reconsidered by the 
farmers and their claims withdrawn.” 
Olsness is reported to have issued a warn- 
ing against the reckless reporting of 
claims, citing the fact that in many in- 
stances the indemnity finally awarded will 
not equal the cost of adjustment, and call- 
ing the farmers’ attention to the further 
fact that each penny of cost under the hail 
insurance plan will be pro-rated back to 
him. The commissioner states that it is 
impossible at this season to determine 
with any certainty the extent of damage 
and asks the farmers to withhold reports 
until they are reasonably confident that 
they have a legitimate claim. 





Dakota Storm Losses Heavy 


FARGO, N. D., July 8—Insurance losses 
in western North Dakota and eastern 
Montana, as a result of the big storm 
early. this month, are placed at approxi- 
mately $300,000, on the face of claims 
already filed. The area covered was very 








large, extending from Whitetail, Mont., 
to Bottineau, N. D., about 250 miles. 
Another branch of the storm dropped 
southward across the main line of the 
Great Northern to Parshal, N. D., and 
worked considerable havoc. 

The St. Paul Fire and Marine has re- 
ceived about 100 claims for a total of 
$50,000, while the Hanover company has 
10 claims, averaging $700 each. C. S. 
Wittlesey of Fargo, adjuster, estimates 
that insurance losses will be around the 
$300,000 mark. 


First Hail Losses Adjusted 


WATERTOWN, S. D., July 8.—The first 
losses adjusted under the new state hail 
insurance law occurred in Custer and 
Pennington counties, in the Black Hills. 
The adjustment season is over Sept. 15, 
and at that time emergency warrants 
will be issued for the amount due and 
payments made on the losses. 


Minnesota Notes 


The New York National has withdrawn 
from Minnesota. 

The Bankers & Shippers of New York 
has been licensed in Minnesota. 


W. R. Dickerson has purchased the 
agency of Harold Behrens at Farmington, 
Minn. 

The Lake Superior Underwriters of Du- 
luth, Minn., a new interinsurance ex- 
change, has been organized and licensed 
by its home department. 


North Dakota Notes 


David J. Hull, vice-president of the 
Thomas B. Hull agency of Fargo, recently 
returned from France, will not return to 
the insurance business, but will, instead, 
devote his attention to farming interests. 

The Thomas’ Baker, Jr., insurance 
agency, the headquarters of numerous spe- 
cial agents covering North Dakota, which 
has for years been located at the corner 
of Broadway and First avenue, Fargo, has 
been removed to 113 Broadway. 





South Dakota Notes 

The Western Alliance of Chicago has 
been admitted to South Dakota. 

Cc. O. Reed, Sr., of Los Angeles, Calif., 
father of C. O. Reed, Jr., a prominent in- 
surance man of Aberdeen, died on June 15. 

Arlington has organized a volunteer fire 
department of 24 members, the city to 
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provide it with a chemical engine with a 
50-gallon tank and other modern equip- 
ment. 

Through prompt and effective use of the 
neighbor’s garden hose, the new home of 
E. Pepper, a well-known agent at 
Aberdeen, was saved before the fire de- 
partment arrived. 


The Narregang Investment Company of 
Aberdeen is making an especial record on 
automobile insurance. F. W. Hatter- 
scheidt, vice-president, and R. C. Rhodes, 
secretary, have both been recently dis- 
charged from the army. 


At the South Dakota Firemen’s associa- 
tion annual convention, held in Redfield, 
Charles B. Freney of Yankton was elected 
president; J. W. Pittson of ee 
vice-president; E. I. Iiding of Redfiel 
secretary, and W. S. O’Brien of Pierre, 
treasurer. The next meeting will be at 
Hot Springs. 
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MANY SUITS OVER COLLAPSE 





More Than _ $1,100,000 Involved - in 
Ninety-seven Actions Brought at 
Sioux City, Ia. 





SIOUX CITY, IA., July 8.—Ninety- 
seven lawsuits, in nearly all of which 
the subject of insurance is involved, 
have already been instituted as a re- 
sult of the building collapse which oc- 
curred in Sioux City a year ago last 
Sunday. The total amount involved 
is more than $1,100,000. The Western 
Iowa Company, owner of the building 
which fell, causing the death of thirty- 
nine persons and a vast amount of 
property damage, has been sued fifty- 
three times and has already settled out 
of court thirty-one of the suits, pay- 
ing therefor close to $75,000 and in ad- 
dition has had a judgment rendered 
against it and in favor of the Oscar 
Ruff Drug Company, occupant of the 
building, for $71,532.74. 

Besides the suits already filed, it is 
known that several more will be started 
and one at least was settled without 
suit being instituted. This latter was 
the case of the Chain Grocery & Meat 
Company, whose store was carried 
down by the falling structure and in 
whose premises most of the fatalities 
occurred. Attorneys for the store com- 
pany decline to give the exact terms 
of the settlement but say that a con- 
siderable cash payment was made by 
the Western Iowa Company, a ground 
lease given and a promise made by the 
ground owners to erect a new build- 
ing on the site for use by the Chain 
store. 


Insurance Questions in Muddle 


The insurance questions are in about 
as much of a muddle as ever. In set- 
tling with claimants, the Western Iowa 
Company has ignored the subrogation 
claims of companies carrying workmen’s 
compensation, with the result that these 


out their money under the terms of the 
law, will institute suits against the 
Western Iowa Company for money so 
disbursed. 

The Oscar Ruff Drug Company has 
brought thirty-one suits against as many 
different insurance companies to recover 
$55,000 of insurance under fire policies. 
These suits, however, were started 
merely to protect Mr. Ruff’s interest in 
case the supreme court, to which his 
judgment against the Western Iowa 
Company has been appealed, should re- 
verse his claim. 

The Western Iowa Company has 
brought six actions against six insur- 
ance companies for $32,000, claiming cov- 
erage under fire insurance policies. These 
policies, however, by their own terms, 
become void when a building collapses 
for any cause excepting fire. Up to the 
present time the. accepted theory is that 
the building collapsed because of weak- 
ness due to structural repairs then in 
progress. The Patterson heirs, owners of 
the building in which the Beaumont- 
Braunger market was located and which 
was carried down by the collapse, has 
instituted four suits against insurance 
companies amounting to $3,500 in an ef- 
fort to recover under fire policies. 


Other Suits Still Pending 
Interesting insurance suits are still to 
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pany carried $10,000 public liability in 
the Hartford, and the policy excluded 


* e coverage during alterations or structural 
repairs unless a permit was granted. No 
e e such permit was ever secured. 


No suit has yet been started to recover 






























YOUNGSTOWN, OHIO because of the death of Joseph Awe, 

’ foreman of the Western Iowa Company, 

It ie the Age of the Specialist. Our Specialty is Automobile Insurance. in charge of the repair work. The com- 
Organized under and supervised by the Ohio Insurance Department pany. carried compensation in the Trav~- 

: wr ° : elers, but the policy was endorsed to 

To Ohio Agents: Give us your Automobile business! enclude “employes engaged in structural 

Agents wanted where not represented work and material alterations.” This 





involves a question of coverage under the 
Iowa act, not yet decided, as to whether 















































gO = any hazards of a risk may be excluded 
when an employer buys workman’s com- 
STRICTLY FIREPROOF W H E E L I N - F IRE pensation insurance. 
CE OMPAN Te . 
NEW HOTEL INSURANCE COMPANY Gets the Western Alliance 
OF WHEELING, W. VA The Edd G. Doerfler Company of Cedar 
Organized in 1867 
Cash Capit.! $200.0 
Assets $624,786 Net Surctus $ 5'.769 : 
Chicago, Ilbinois WM.F.STIFEL Pres : Agency for Sale : 
On Madison St., near LaSalle sig: gaia ee First Class Union Agency in 
@ne minute from the WM. V. FISCHER, Supt. of Agencies . . - 1: 
Insurance District aa KEELER ae eo big town in Michigan. Address 
714 Hi rome Bldv. Cleveland, Ohio . s 
The Patre of In- Spaniel Ranet ol Otic, fadinnn and Peuna. | 54-R, care The National Under 
surance Is a. & san mer Managers writer. 
= estern Department 
= Side Solicited & Insurance Exchange Bidg., Chicago, IIL 
ee © Laurence R. Adams , Sec’y and Mgr. | 
EXAMINER 





Experienced Field Man and Ex- 
aminer wants position in General 
Office, Chicago. 


Address 69-G 


Care The National Underwriter 


The North River Insurance Company 


Capital $ 600,000 en 
satiate 5,322,165 WANTED “sion 


position 

as state or special agent, engineer 

. ‘ or inspector by young man now 
Net Surplus 407,482 employed in responsible capacity. 

Eleven years’ experience; twoyears special 








Western Department Home Office Pacific Coast Dept. agent and 9 years Bureau. Reason for 
pe desiring change: Want more outside 
° ° eet, ° WOrk. reter 110 OF ndiana. Ow- 
95 William Street, SAN FRANCISCO, CAL. k. Prefer Ohi Indi H 
ever, will consider other territory. Services not 
NEW YORK available before August Ist. Address 66-D, care 


The National Underwriter. 




















STATEMENT JANUARY 1, 1919 
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GLOBE NATIONAL FIRE INSURANCE Co. 


SIOUX CITY, IOWA 
Paid Up Capital, $1,000,000.00 
EDD G. DOERFLER, Secretary and General Manager 



































Rapids, Iowa, has been appointed general 
agent of the Western Alliance of Chicago 
for Iowa. This general agency has built 
up a good business and has the Globe 
& Rutgers and United States Casualty for 
the state. Gus A. Doerfler is manager of 
the agency. 





BIG OUTING FOR IOWA MEN 


Program for Session at Lake Okoboji, 
in Charge of Iowa Blue 
Goose, Announced 


DES MOINES, July 8.—Iowa fire 
insurance, field men are going to have a 
big outing at Lake Okoboji, July 17, 
18 and 19. The program, which is in 
charge of the Iowa Blue Goose, has 
just been prepared. This is the way 
it reads: : 


Thursday 
Conservation Meeting ......... 10:00 A. M. 
Fire Prevention Meeting....... 11:00 A. M. 
Blue Goose Initiation ......... 2:00 P. M. 
UNM sooo gee ooo giere eit woe Meals ae 9:00 P. M. 
Friday 


Morning, fishing contest; leave Inn 7:00 
a. m. via Manhattan. 
Shore dinner, Egralharve Grove, 1:00 


a 

Address by E. Sterling I*'reeman, state 
agent, Agricultural; subject, “Things in 
General.” 
Afternoon, 2:30 p. m. Sports: Quoits, 
archery, rifle shoot, clock golf; valuable 
prizes. 
Night, moonlight cruise, 8:00 p. m. 

Saturday 
morning, ball game, Arnold’s park, 9:00 
a, m. 
Afternoon, aquatic sports, Manhattan 
Beach, 2:30 p. m. 
Committees 

Shore Dinner—Mrs. J. C. Bauch, Mrs. H. 
V. Myers, Mrs. J. C. Stuart, Mrs. J. W. 
Holton, Mrs, J. C. Bogart. 
‘ishing—H. V. Myers. 
Reservations—G. W. Holton. 
” Finance—J. S. McHugh, Frank B. Phil- 
ips. 
Quoits—O. W. Follett. 
; — Shoot—C. W. Borrett, C. T. Mil- 
ard, 

Archery—H. M. Rose. 

Clock Golf—E. S. Phelps, C. R. Bogart. 

Prizes—J. C. Bauch. 

Boat Ride—G. W. Holton. 

Ball Game—Walter Harvey, A. C. Daley. 

Note: Those entering fishing contest 
please make prior arrangements with fish- 
ing committee. 





Kansas Hail Business Profitable 


TOPEKA, KAN., July 8—The heaviest 
profits the hail insurance companies have 
ever made in Kansas will be shown this 
year when the balance sheets are made up. 
According to the estimates of local and 
general agents the hail business this year 
was the largest ever written. This was 
true not only of dollars but of acreage 
and the losses are the smallest. The big 
wheat acreage promised the largest crop 
the state had ever produced and nearly 
every farmer had almost full coverage 
written on his crop. The hail storms 
were very few in the state during tne 
spring and early summer, so that the 
losses claimed are said to be the smallest 
ever recorded. 


Agent Must Pay Loss 


TOPEKA, KAN., July 8—A fire insur- 
ance agent who fails to follow the instruc- 
tions of his company may be held for 
whatever losses the company sustains by 
reason of his neglect. This was the de- 
cision of the Kansas supreme court in the 
suit brought by the St. Paul Fire & 
Marine against Thomas A. Bigger, one of 
the big insurance agencies in Kansas City, 
Kan. 

Instructions were issued to Bigger to 
cancel a policy on a Kansas City industrial 
plant. He failed to do this at once and 
in the meantime there was a fire. The 
court held that the company must pay the 
loss. 

Then the company brought suit against 
Bigger and the supreme court upheld the 
company’s claim. 


Omaha Men Would Enter Iowa 


DES MOINES, IA., July 8—Commis- 
sioner Savage of Iowa has been asked by 
Omaha insurance men to reverse the 
holding of other commissioners and per- 
mit out of state insurance agents to write 
in Iowa. While it is considered un- 
likely that the commissioner will yield, 
ii is pointed out by Iowa agents in bor- 
der towns that they might not object if 
they should in turn go into other states 
on similar missions. The recent legis- 
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Our Policy Holders Know Why 


™%, The Great American 


has grown so rapidly. We give them the kind 
of insurance they want and can afford to have. 
Full protection at cost. Agents find it easy to 





< ENT AME, 


< write our 
Rs Automobile and Health 
and Accident Insurance 


Write us for terms 


F. B. BLACK, Pres. H. R. ENDLY, Sec’y. 


MANSFIELD,OHIO. 





SCOTT RUTLEDGE, President 





THE LARGER. AND LOWEST PRICED HAIL INSURANCE ASSOCIATION 
IN THE WORLD. INSURES GROWING CROPS 


HOME OFFICE ~ . = - DES MOINES, IOWA 





















GRAND RAPIDS MERCHANTS MUTUAL FIRE INSURANCE COMPANY 


325-28 HOUSEMAN BUILDING, GRAND RAPIDS, MICH. 
A Clean Company Opereting in Michigan Only 


ANTHONY KLAASEN, Pres. WM. A. HAAN, Secy. PAUL HOEKSTRA, Treas. 











AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 
J. W. McGINETY, Secretary. Indiana Pythian Bidy., moeniniend 











Northwestern Mutual 
Fire Association 


F. J. MARTIN, Pres. H. K. DENT, V. Pres. M. D. L. RHODES, Secy. 
Chicago Representative, JAMES S. KEMPER, Lumber Exchange Building 


MAIN OFFICES, CENTRAL BUILDING, SEATTLE, WASH. 





— 


The Leading Mutual Fire Insurance Company on the Pacific Coast | 








\| 





—The Original ee he pewmanes Company— 
ncorporat 
THE RETAIL DRUGGISTS’ MUTUAL FIRE INSURANCE COMPANY 
Cincinnati, Ohio, 81 Atlas Bank Bldg. 
Total Assets $282,855.70. Operating only in Ohio and Indiana 
PHILIP LEHR, Pres. ROBT. GROENLAND, Treas. C. L. McINTIRE, Secy. 
Special Agent: C. C. FELTS, Ft. Wayne, Ind. 














LIVE AGENTS WANTED 


TO WRITE HAIL AND CYCLONE INSURANCE. 


| TERRITORY OPEN IN ALL NORTHWEST STATES 


TWENTY PER CENT COMMISSION. 


805-6 Pioneer Bldg., St. Paul, Minn. 


— eee sere ee eee 








“aa 


| WRITE ST. PAUL MUTUAL HAIL & CYCLONE INS. CO. | 
' TODAY 





Indiana Mutual Automobile Insurance Company 
LA PORTE, INDIANA 
We specialize on Automobile Insurance (full coverage). 
agents. 








l ; It means service to our 
If you are not getting this Home Office service let us tell you more. 


F. C. BREWER, Sec. and Treas. 





} ~ A. C. CUMMINS, President 


Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 
TOTAL ASSETS - - - - - - $2,486,445.48 
BUSINESS CONFINED TO OHIO 











R. SMITH, Secretary { 








OHIO UNDERWRITERS MUTUAL FIRE INS. CO. Y“S2i68" 
Organized 1903 Cash Surplus Over $50,000.00 
Conservatively Managed C. M. PURMORT, Secretary 








KNOX MUTUAL INSURANCE CO. 


Incorporated 1838 MT. VERNON, OHIO 


SURPLUS OVER $200,000.00 
Business Confined to Ohio 


B. M. ALLEN, President 








H. S. JENNINGS, Secretary 
ea 











** Fire Insurance as You Would Write It”’ 


The Merchants —_ Insurance Co. of Indiana 
A Stock Company) 
The Indiana Retail Merchants Mutual Fire Ins. Co. 
(A Mutual Company) 
Both Companies under same management in the same office, 
Home Offices: Suite 804 Merchants Bank Ralph B. Clark, 
Indianapolis Secretary & Mgr. 








Nearly Fifty Years of success under same managemen} 


INCORPORATED 1876 


THE OHIO MUTUAL FIRE INSURANCE CO. 


Total Cash Assets $300,319.63 SALEM, OHIO Net Cash Surplus $221,123.76 
Losses Paid Since Organization, $1,252,848.24 


J.R. VERNON, President J. AMBLER, Secretary 








Dayton Mutual Fire 


DAYTON 
Insurance Co., “ouio 


B. C. COLEMAN, Secy. 


Incorporated 1911 
J. T. NELSON, President 


Retail Merchants Association Mutual Fire Insurance Co. 





Columbiana County 
FARGO, N. D. Mutual Fire Ins. Co. 
W. D. AUSTIN, Secretary Lisbon, 0, 





Wm. Hostetter, Sec. and Treas. 





Conservative and Careful 


Managemeut 
AGENTS WANTED INSURANCE CO. 
Address Home Office. J. B. RATERMAN, President 











MINSTER MUTUAL FIRE 


Inc. 1849 


VERNON B. ARNOLD, Special Agent, Lima, Ohio { 


Ohio’s oldest company doing a 
general business. 

Our contracts have been good for 
three fourths of a century and are 


still good. 





MINSTER, OHIO 
JOS. E. SCHMIEDER, Secretary 

















Rentschler Building 





Low Rates on Automobile Insurance 


While Manufacturers of Automobiles are increasing 
their prices, our rates remain the same. , 


Standard fire and theft floaters 
Broad Policy and Liberal Commissions : 
An Attractive Proposition for Indiana and Ohio Agents 


UNION MUTUAL INSURANCE COMPANY 





E. J. Forney, Pres. 
Incorporated 1873 


Mansfield Mutual 


‘Fire Insurance Company 
OF MANSFIELD, OHIO 





Insurance = $8,918.528.00 
Total Assets 472,284.09 


HAMILTON, OHIO 








s | An Agency Company 


J. M. Cook, Sec’y | 
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FRED. S. JAMES 


FRED. 


Chicago 


CARROLL L. De WITT 


S. JAMES & CO. — 


United tes Managers 


General Fire Assurance Co.—Paris. Organized 1819 
Urbaine Fire Insurance Co.—Paris. Organized 1838 
Eagle, Star & British Dominions Ins. Co.—London. 1807 


Agency Superintendents 


123 William Street 
New York 


P. A. COSGROVE 



















F.C. VAN DUSEN, President 


sentation. 


es 
JOHN D. McMILLAN, Vice-President WALTER C. LEACH, Secy. 


FIRE AND 


Minneapolis warixe Insurance Company 


MINNEAPOLIS, MINNESOTA 


This company will be glad to receive agency applications and will take up with union offices the question of its repre- 


The underwriters are former field men who had had long experience in agency operations. 
There are many striking features in the Minneapolis F. & M. whieh make it attractive. We can tell them to you. 
oe 


— 



























F. H. Hawley, President W. E. Haines, Secretary 


71ST ANNUAL STATEMENT OF THE 
Ohio Farmers Insurance Co. 


LE ROY, OHIO 
nr rrr rrr 
Oe eee £6 06 6456466 500 e ces. ee 
Reserve for Reinsurance ..........eeceee+0+ 2,845,381 
ere s6ecseaoceceecsccece., Home 
PRCT SRREONID 55. 0:o0-0:055:56 0.0 05.60:0610060.060:060000 AGRI TOS 
Increase ..... SWisbwicsseccaeeasauisenoswcins 26,280 








mitting out of state agents to enter Iowa 
for soliciting purposes. 





Iowa Notes 


The new Hawkeye Securities Fire of Des 
Moines is branching out. R. S. Howell, 
president, has gone to Philadelphia and 
other eastern points to establish agencies. 
and seek entrance into Pennsylvania and 
other eastern states later. 


Iowa is making up in elevator and food 
storage fires for what she managed to 
avoid during the war period, when fire in- 
surance men were on their mettle against 
food destruction and elevator proprietors 
were anxious to help. The latest fire of 
several of this kind was at Sheldon, where 
two food storage plants of Scott & Logan 
Milling Company were destroyed with a 
loss of $20,000. 

L. S. Gambs, a banker at Smithland, 
finds time to set what is declared to be a 
new record in the sale of fire and tornado 
insurance in the Hawkeye state. In three 
days he wrote premiums of $492.42 and to 
top it off in four days the following week 
he sold thirty-six fire and tornado ap- 
plications with premiums of $2,231.86. 
Smithland is a town of some 336 people 
peg tong banker fought the rain and roads 
at that. 





Miscellaneous Notes 


The firm of Schmid & Smith at Indian- 
apolis recently took a long-time lease 
on the property at 132 North Delaware 
street and have had it remodeled for 
their purposes and moved in. The agency 
is understood to be gaining in volume 
of business written. 

The thirtieth anniversary of the R. B. 
Jones & Sons insurance agency in Kansas 
City was celebrated at the Mission Hills 
Country Club July 2. All the employees 
were guests of the agency. A term bonus 
plan was announced at the dinner as ef- 
fective July 1. Insurance company rep- 
resentatives present included Elwin W. 
Law of Chicago, underwriting supervisor 
of the Royal, and Edwin C. Fox of New 
York, general agent of the North British 
and Mercantile. State agents of com- 
panies represented by the agency were 
also present as guesis. 

‘The Kansas state fire marshal has done 
unusually effective work in the state in 
heading off the I. W. W. raid that was ex- 
pected when the big wheat harvest opened. 
That the raid failed to materialize was 
due, in no small part, to the activities of 
L. T. Hussey, state fire marshal, and his 
deputies. Ten agitators and organizers 
were arrested in the state as the harvest 
opened and that seemed to stop all organ- 
ization work. 








SOUTHWESTERN FIELD 




















NORTH BRANCH FIRE company” SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 












CITY company” 


OF PENNA.. PITTSBURGH 































Incorporated 1870 Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 

PITTSBURGH FIRE. company” PITTSBURGH, PA. 

Incorporated 1851 Capital $200,600 Net Surplus $116,057.35 Assets $644,677.62 
(Established in 1782) Head Office: 


PHOENIX ASSURANCE COMPANY, Ltd. "zor 


Marine and Automobile Dept: 
OF LONDON 27 William St., New York 


The Company has special facilities for handling Use and Occupancy, Explosion, Profits, Traction, : 
Sprinkier Leakage, Street Car, Power Plants, Inter-urban Properties, Gas and Electric Light Plants, Sprinklered ey nero a 
Risks and soon. This service is furnished agents by experts. nsome wt., ed 





















ASSETS 
$1,662,212.57 




















CASH CAPITAL $839,580.00 
E. KIMBALL 


CLEVELAND NATIONAL — retu w 


CRETARY- TREASURER 
T MANAGING UNDER- 


FIRE INSURANCE COMPANY wc 


POLICY HOLDERS 


CLEVELAND, OHIO Tae 


APPLICATIONS FOR AGENCIES DESIRED 





CONDITIONS AT GALVESTON 





City Presents Many Undesirable Fire 
Insurance Features Although Loss 
Experience Has Been Excellent 





GALVESTON, TEX., July 9—One 
of the mysteries to Texas underwriters 
is the continuously good loss record of 
Galveston. To one unfamiliar with 
actual conditions Galveston presents 
every appearance of undesirability from 
a fire insurance standpoint. The city 
which is located on an island in the 
gulf is perfectly flat. There are only 
a very limited number of brick dwell- 
ings in the town. The residences and 
many of the mercantile structures are 
all of light frame construction. Many 
of the dwellings are built close together 
and in certain sections of the city a 
sweeping fire would wipe out block 
after block. There are few vacant 
spaces between buildings and sections 
of buildings. 

Galveston was visited by floods in 
1900 and in 1915. As a_ safeguard 
against future floods, many property 
owners have built their dwellings upon 
eight and ten-foot wooden foundations. 
The earth underneath the house is not 
excavated, but the structure stands 
upon a high wooden foundation, a pro- 
tection against water, but an added 
danger from a fire insurance viewpoint. 

Of greater importance is the situa- 
tion of the mercantile district. There 
is only one modern office building in 
Galveston, that of the American Na- 
tional Life. Builders hesitate to con- 
struct lofty structures in the city be- 























cause of the sand foundations. Few 
new buildings of any character have 
been put up in Galveston in several 
years. The city is a great shipping 
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point and in the early days warehouses 
were built near the wharf. These are 
now occupied for various business pur- 
poses. A number of the insurance 
offices of Galveston are in the oldest 
buildings in the city. 

Galveston quite apparently lacks 
business enterprise. On the main 
street every other business location 
seems to be occupied as a pool room, 
ice cream parlor, souvenir establish- 
ment, shooting gallery or something of 
this nature. The tourist trade is 
catered to. 

It would seem that if tourists failed 
to visit the attractive beach in Gal- 
veston, there would be created a serious 
moral hazard, but all signs have failed 
so far as Galveston is concerned. No 
city in the state can present a better 
fire insurance experience. The town 
is composed of people who have the 
proper moral sense with every indi- 
cation of being undesirable. Galveston 
again proves the contention that the 
moral hazard is the chief underwriting 
feature in fire insurance. 





Oil Association Branch 


DALLAS, TEX., July 9—A branch office 
of the Oil Insurance Association has been 
established at 410 Insurance building, 
Dallas, with Frank A. Clarke in charge. 
Mr. Clarke was formerly with the Roulet 
Inspection Bureau of Texas and more re- 
cently has been with the Texas State 
Fire Insurance Commission. The location 
of a branch office in the center of the 
oil fields will enable the association to 
render better service to local agents. The 
inspection activities of the oil associa- 
tion will be supervised from the new 
Dallas office. 


Arkansas Notes 


G. D. Hughes has sold his fire insur- 
ance business in Waldron to J. L. Center. 

The Helena fire department has added to 
its equipment a new motor driven pump 
and fire truck. 

Hal L. Peel & Co. are opening a branch 
office of their insurance agency in Har- 
risburg, with A. D. Wright in charge. 

The Fort Smith fire department will 
purchase of $12,500 aerial truck, increase 
the force from 33 to 49 men, and install 
the two-platoon system. 





Texas Notes 


James Luther Mims, actuary in the 
Texas department, was married last week 
to Miss Evelyn Hornsby, daughter of a 
well known Travis county planter. The 
marriage occurred in Austin and was quite 
a society event. Mr. Mims served during 
the war as an officer in the navy and won 
commendation, , 

Because of the marvelous rapid growth 
of the city of Wichita Falls, as result of 
activities in the new oil fields of north- 
west Texas, the fire department, both in 
the number of men and pieces of appa- 
ratus, has become inadequate, according 
to State Fire Marshal Inglish. Since dis- 
covery of oil in the northwest Texas field, 
Wichita Falls has more than doubled in 
population, and, in addition, there is a 
floating population estimated at between 
10,000 and 15,000. 
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KENTUCKY BUSINESS SLUMPS 


Big Decrease in Tobacco and Whisky 
Premiums Felt by Underwriters 
of South 


LOUISVILLE, KY., July 8—The 
conservative underwriters handling 
Kentucky business have been rather 
badly hurt during the past few weeks 
due to the big slump in tobacco and 
whisky premiums. Whisky _ stocks 
moved out rapidly prior to June 30, and 
tobacco has been moving out much 
more rapidly than usual due to peculiar 
tax laws now in effect, under which 
Taw tobacco in storage is heavily 
taxed. 

Companies writing grain insurance 
are doing well, as a big crop of wheat 
1s now being harvested. Wheat started 
moving to the mills during the past 
week. These concerns for the past few 
weeks had been carrying very small 
8rain insurance as their stocks of grain 


were cleaned out. They are now be- 
ginning to place good business. 

There has been a considerable slump 
in lumber premiums in the South dur- 
ing the past few weeks, due to a 
tremendous demand at high prices and 
small production of hardwoods. 


Allemannia in Tennessee 


The Allemannia Fire of Pittsburgh has 
entered Tennessee and will be operated 
in that state through the general agency 
of William L. Timmerman of Memphis. 





Plans for National Association 


LOUISVILLE, KY., July 8—A. G. Chap- 
man of Louisville is working hard on 
plans for the annual meeting of the Na- 
tional Association of Insurance Agents at 
Seelbach Hotel, Louisville, Oct. 15 to 17. 
Mr. Chapman reports that things are 
working out nicely, with prospects for a 
great convention and big attendance. 





Tobacco Fire Cause in Doubt 


RICHMOND VA., July 8.—A thorough 
investigation has failed to reveal the 
cause of the fire which destroyed the 
six-story warehouse of the Imperial To- 
kacco Company at Norfolk, June 30, en- 
tailing a loss estimated at several million 
dollars. There was practically no salvage 
from either stock or building. Full cover 
was carried on the entire stock, the in- 
surance totaling $3,000,000, placed in a 
number of stock companies through 
Johnson & Higgins, it was said. Besides, 
there was $220,000 on the building, a re- 
inforced concrete structure, supposed to 
be fireproof. 


Illinois Company Cuts Rates 


Insurance men are considerably dis- 
turbed in Louisiana because one of the 
younger Illinois companies is writing 
tornado insurance on dwellings at less 
than the tariff. The company is writing 
at 1 per cent for three years plus the 
war charge while the tariff is $1.87% for 
three years plus the war charge. The 
Illinois company is reaping quite a harv- 
est because of the difference in rate. 


— 


Joint Meeting at Chattanooga 


NASHVILLE, TENN., July 8—A joint 
meeting of the Field Club and Fire Pre: 
vention Association was held at Signal 
Mountain Inn, Chattanooga, June 26 and 
27. The retiring presidents, Messrs. Kirk- 
land of the Field Club and Warren of the 
Fire Prevention Association, were each 
presented with handsome traveling bags. 
Special Agent Esmond Ewing, who leaves 
the field, having been transferred by his 
company to Arkansas, received a hand- 
some scarf pin as a token of the esteem 
and friendship of the associations. 





Virginia Notes 

Effective August 1, Courtney W. Harris, 
special agent for the Virginia Inspection 
and Rating Bureau, connects with the 
local agency of Dobie and Bell in Norfolk. 
Mr. Harris served as stamping clerk for 
some time in the Virginia bureau at Rich- 
mond before being put in the field a month 
or so ago. 


Kentucky Notes 


The Kentucky Fire Underwriters’ As- 
sociation will meet in Louisville this week 
for the regular July meeting, which will 
be the last held until September, due to 
vacations and hot weather. 

Mrs. T. Carter Tiller, wife of the special 
agent for the Fidelity & Casualty, die at 
Louisville Infirmary July 6, following a 
short illness and operation. Mrs. Tiller 
is survived by her husband, two brothers 
and a sister. 

W. Q. Slaughter, assistant manager of 
the Royal Insurance Co., Atlanta, Ga., was 
in Louisville for several days last week, 
following a visit to his old home in Hardin 
county, near Nolin. Milton Miller, of the 
Louisville office, is back from a trip to the 
home office. 


Fire Marshals’ Dates 


August 26 to 29 has been selected as 
the meeting date for the fourteenth 
annual convention of the Fire Marshals 
Association of North America, which this 
year will assemble at Toronto, Ontario, 
Canada. The announcement of the con- 
vention is now being sent out by State 
Fire Marshal Gamber of Illinois, who is 
secretary of the international associa- 
tion. 


Mr. and Mrs. James T. Coen of Olney, 
Tll., are bereaved in the death of an 
infant daughter, born last week. 














Great American 
Insurance Company 


New Dork 


ORGANIZED IN 1872 


STATEMENT JANUARY 1, 1919 
CAPITAL 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


$15,231,512.92 


NET SURPLUS 


$10,619,509.09 


ASSETS 


$30,851,022.01° 


“Includes $134,574.96 excess deposit in Canada. 


Western Department, Chicago 
WALTER H. SAGE. General Manager INGRAM & LERCH, Managers 
GEORGE B. SEDGWICK, Assistant Manager 











EDWARD MILLIGAN, President 
GEORGE M. LOVEJOY, Vice-President N K 
THOMAS C. TEMPLE, Secretary GEORGE C. LONG, JR., Secretary 
HENRY P. WHITMAN, Ass’t Secretary FRED C. GUSTETTER, Ass’t Secretary 
EDWARD V. CHAPLIN, Ass’t Secretary F. MINOT BLAKE, Ass’t Secretary 


- $10,506,412 
- - 91,623,036 


Cash Capital - Three Million Dollars 


Surplus to Policyholders ..... 
Total Losses Paid ...... 


N 


CEN 


PH 
! 


X 


Reinsurance Reserves ..... . . . $7,601,014 
Reserve for Outstanding Losses and all 
oN other Liabilities . . .... =... 1,598,770 
: Net Surglas. 1... sss see cvs « 5 
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Total Assets . . . . . $19,706,197 
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ORGANIZED 1853 


The Girard F. & M. ‘company. Of Philadelphia 


JANUARY 1, 1918 


Cash Capital $500,000 Net Surplus $452,411.23 
Surplus to Policyholders, $952,411.23 


EASTERN DEPARTMENT HoME OFFICE WESTERN DEPARTMENT 


D. H. DUNHAM, V.-PRES, H. M. GRATZ, PRES. NEAL BASSETT, V.-PRES. AND MGR. 

JOHN KAY, TREASURER E. J. THOMASON, SEC’Y 

A. H. HASSINGER, SEC’Y PHILADELPHIA, 
NEWARK, NEW JERSEY PEN 


FIREMEN’S "Comeany OF NEWARK 


Cash Capital $1,250,000 Net Suplus $2,384,971.20 
Surplus to Policyholders, $3,634,971.20 


EASTERN. DEPARTMENT WESTERN DEPARTMENT 


D. H. DUNHAM, PRESIDENT NEAL BASSETT, V.-PRES. AND MGR, 
JOHN KAY, VICE-PRES. 
W. T. Bassetr, 


A. H. HASSINGER, SE! ASS’T MANAGER 
CHICAGO, ILLINOIS 


W. T. BASSETT, ASS’T MGR. 
A. CHICAGO, ILL. 





‘CRETARY 
NEWARK, NEW JERSEY 











THE NATIONAL UNDERWRITER 


Insurance Office Supplies 





1362 Insurance Exchange CHICAGO 
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[FIRE] 


Great Lakes 


Insurance Company 
Home Office, Insurance Exchange 


CHICAGO, ILL. 


N. L. Piotrowski, President 
A.C. Mack, Managing Underwriter 


CASH CAPITAL - - = - $200,000.00 
SURPLUS TO POLICY HOLDERS $323,174.71 

















410 TONS OF GOLD2s-— 


Insurance Company’. o 


@ 
NORTH AMERICA 
PHILADELPHIA 
THE OLDEST AMERICAN STOCK FIRE INSURANCE COMPANY 


WE MAINTAIN A DEPARTMENT TO ASSIST AGENTS IN SECURING 

LOCAL RISKS CONTROLLED OUTSIDE. IF THERE ARE ANY _ SUCH RISKS 

IN YOUR FIELD, WRITE US ABOUT THEM. WE MAY BEABLE TO HELP YOU, 
IT IS WORTH TRYING 

























—""308-310 WALNUT 


GUSTAVUS REMAK, Jr., Pres. 
WAITE BLIVEN , Vice-Pres. 
H. W. STEPHENSON, Vice-Pres, 


JOHN J. P. RODGERS, Sec’y and Treas, 
SAM’L P. RODGERS, Asst. Sec’y 


CASH CAPITAL $1,000,000 
TOTAL ASSETS "SURPLUS TO POLICY HOLDERS 
$4,737,532.76 $1,310,917. 
FIRE, TORNADO, AUTOMOBILE, LIGHTNING, RENT, EXPLOSION AND BOMBARDM 
INSURANCE. AGENTS WANTED WHERE NOT REPRESENTED. eae 











PIONEER 


Fire Insurance Company 


of America 


29 South LaSalle Street 
CHICAGO 





Oe e087 CLamscen 


AN ILLINOIS 
COMPANY 























ARIZONA 


CENTRAL DEPARTMENT 


FIRE INSURANCE COMPANY couadiie 
PHOENIX, ARIZONA 
== ILLINOIS—OHIO—INDIANA 
CAPITAL WISCONSIN — MICHIGAN 
$200,000.00 CHAS. P. HALL 
Se SPECIAL AGENT 


EDGAR M. DAVIS 2019 INSURANCE EXCHANGE 























RRB 
VICE-PRESIDENT AND CHICAGO 
; GENERAL MANAGER 
WM. L. DICKELMAN HENRY J. WOESSNER HAROLD J. BARBOUR 


DICKELMAN, WOESSNER AND BARBOUR 


Successor to Wm. L. Dickelman & Co. 


tncurgnce Rasiange General Agents (U.S. ond Canada) Excess Lines 


Telephone Wabash 
cago 5509 














‘fornia at a special meeting, 





‘R. Roper, 


, compensation to agents and brokers in 











PACIFIC COAST FIELD 

















CALDER UP FOR COMMISSIONER 





Vancouver Local Agent Seeks to 
Head State Insurance Depart- 
ment in Washington 





SPOKANE, WASH., July 8—A ver- 
itable firebrand will be thrown into fu- 
ture conventions of insurance commis- 
sioners if A. W. Calder of Vancouver, 
Wash., is successful in his ambition to 
be elected insurance commissioner of 
this state in 1920. 

When Calder lifts his hat a flaming 
thatch is revealed—the hair of the Van- 
couver insurance men being the reddest 
red possessed on the Pacific Coast. 
Calder is incidentally proud of this red- 
ness, albeit he is flint-hearted against 
the “Internationale” and all other 
moves that would in any way impair 
Americanism. 

Calder was recently elected vice- 
president of the Insurance Agents as- 
sociation of ths state during the visit 
of Chauncey S. S. Miller. Calder has 
been president of the “Bolo” club, a 
statewide political organization of Span- 
ish-American war veterans. At the re- 
cent legislature session while assistant 
clerk of the House Calder resurrected 
the bill increasing the salary of insur- 
ance commissioner and had sufficient 
influence to get the bill through. 

Calder wrote a lot of fire insurance 
covering ships that were constructed 
at the Columbia River shipyards. He 
has a substantial local agency built up. 
Calder and Commissioner Fishback ap- 
parently will be the contestants next 
year for the republican nomination for 
insurance commissioner. 





Coast Field Changes 


SAN FRANCISCO, CAL., July 9.—J. L. 
M. Waggamann, former special agent for 
the Marsh & McLennan general agency 
in the northwest, and who enlisted in 
the Marines two years ago, has returned 
from service and resumed his work for 
the agency. He will cover Montana, with 
headquarters at Helena. 

c. J. Sullivan, who was with the Pa- 
cific Board before he entered the army, 
has been appointed special agent for the 
Seeley & Co. general agency in northern 
California and Utah, with headquarters 
at San Francisco, and succeeding N. J. 
Birkholm. 

H. F. Heinkel, special agent for the 
Seeley & Co. agency in the San Fran- 
cisco Bay counties, has been transferred 
to central California field, succeeding R. 
who resigned to enter the 
‘local agency business. 

Cc. F. Berringer, who has been resident 
special agent for the Metropolitan de- 
partment of the Netherlands at San Fran- 
cisco, has resigned to become special 
agent for the new Central Fire Office 
general agency. 

George A. Kingman, special agent for 
Aetna in central California, has had his 
headquarters removed from Fresno to 
Los Angeles, and will assist Special 
Agent H. E. QO’Brien in covering south- 
ern California, besides taking care of 
his old field. 

George L. 
state agent 
the American Eagle, 
Fidelity-Phenix. 


McIntire has resigned as 
in southern California for 
Continental and 





Coast Commissions Changed 


SAN FRANCISCO, CAL., July 9.—The 
rate of commissions to be paid by mem- 
bers of the Casualty Underwriters Board 
of California on all public liability, 
property damage and collision lines in 
the state, effective on and after Aug. 1, 
will be 15 percent. These commissions 
apply alike to all local and _ special 
agents and brokers and supplant the 
rresent rate, which is 12% percent on 
liability and 15 percent on property dam- 
age and collision lines. 

The resolution providing for the new 
and inereased rate of commissions on 
business, effective on and after Aug. 1, 
was adopted by the members of the 
Casualty Underwriters Board of Cali- 
Thursday 
morning, and settled the extended dis- 
cussion over the matter of increasing 





Apply to your Agent for Insurance covers on 


EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 
Domestic and Worldwide 


‘ SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America 
Marine Department 


GEORGE L. McCURDY 
MANAGER 


1101-209 W. Jackson Blvd., CHICAGO, ILLINOIS 
Telephones: Wabash 1543—1027 




















London & Lancashire 


FIRE 


Insurance Company 
Limited 


of Liverpool, England 





CHARLES E. DOX, Manager 
Western Department 


39 S. La Salle St., Chicago, Illinois 





A. G. McILWAINE, JR., Manager 
Hartford, Conn. 





SAM B. STOY, Manager 
San. Francisco 























The Concordia Fire 
Insurance Company 


of Milwaukee, Wis. 


Total Assets, 

Jan. 1, 1919... . $3,404,843.08 
Capital Stock .... 750,000.00 
Reserve ....... 1,904,913.89 


Surplus to Policy- 
holders. ... 





. « 1,253,367.64 





" — Writing— 
Fire Tornado 
Sprinkler Leakage 


Rents Use and Occupancy 

















LOST POLICY 
CERTIFICATES 


Save work of cancelling and rewriting lost pol- 
icies, and trouble of calculating earned ore 
miums. No troublesome signatures to be 
obtained. Safer than putting out a second 
policy. q Designed by Carey & Zimmerman. 
local agents at Cincinnati, Ohio. Thousands 
have been used. 


12 50 . 100 200 500 1000 2 
$-75 $1.80 $3 $4.50 $7.25 $12 $20 ry 


— Sold by — 
THE NATIONAL UNDERWRITER 
Rough Notes 
Chicago Indianapolis NewYork Cincinnati 
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THE COMPANY WITH THE PYRAMID 
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1506 816 66 | 
“1,659,157 79 











NEW HAMPSHIRE 


PONT CO 
Sasraseve [tes bee 06- ft 


FIRE eT 
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TOTAL LIABILITIES $4,374,107.74 
POLICY HOLDERS SURPLUS $3,637, 302.08 




















WESTERN SPECIAL agg | S. Moore, Exec- 
Special Agent, Terre Ind. ; Wa. = 
‘mewen James, ilisdale, 
mbus, Ohio; F. . Chase, 
J. H. Gosnell, 1126 McKnight Bldg., 
lo § Yeaton, 217 West Water 
Wis.; BR. W. Miller, Webster City, 
~~ W. G. Shipe, Sharp Bidg., Kansas City, Me.; 
Cc. | aie State Agent, Gas and Electric Bldg., Den- 
% Colo. 


Mich.; A. W. J 
Bloomington, AE 














Prevents 
Lightning 
Losses 


Shinn-Flat is the only 
Lightning Conductor 
made in the form of a 
woven flat cable, which 
electrical authorities say 
is more efficient. 


Shinn-Flat has 36 per- 
cent more conducting 
surface than any round 
rod or cable containing 
the same amount of 
material, and it is con- 
sequently more effec- 
tive in controlling an 
electrical discharge. 


Shinn-Felt is woven 
in a continuous ribbon- 
like form without joints, 
and the machines used in 
its construction are pat- 
ented. 


Ask for agency infor- 
mation. 


W. C. SHINN MFG. CO. 
W. C. SHINN, President 
General Offices: 1648 Monadnock Block, CHICAGO 











Cincinnati Underwriters | 
121 East 3rd St., CINCINNATI, O. 


Eureka F. & 7 ie Ins. Co. 


Security Ins. Co. 
Organized 1864 


Organized 1881 





COMBINED STATEMENT 


Capital - - - $250, 000.00 
Assets - 959,818.90 
Surplus to Policy Holders 631,728.12 





FA, ities Prest. 
ENUS, Secy 
ws | ror RTON”’ 
R - HEATON, y= Agt. 








ROSSIA INSURANCE CO. 


HARTFORD, CONN. 
FIRE and MARINE INSURANCE 

















the state. In addition to the full mem- 
bers of the board, the resolution was 
approved by the Massachusetts Bonding, 
Preferred Accident and Standard Acci- 
dent, which, while members of the Na- 
tional Bureau, have never acknowledged 
membership in the local board. 

The Travelers and Travelers Indemnity, 
which have never been members of the 
local board, and also resigned some 


{months ago from the National Bureau, 


did not sign the agreement, and pre- 
sumably will continue to pay from 15 to 
20 percent to so-called special brokers 
and exclusive agents. It is hoped, how- 
ever, that some form of readjustment 
will later be arranged with the Trav- 
elers companies. In adopting the new 
commission rule, it had been expected 
that some of the members would hold out 
for the same rate of compensation on 
collision and property damage lines as is 
paid by the fire companies—20 percent— 
but a readjustment of this matter with 
the fire concerns was also left for the 
future. 


Yocum With Marsh & McLennan 


George A. Yocum, former secretary and 
underwriting manager for the Guardian 
Fire of Utah, has been appointed chief 
examiner for the Marsh & McLennan 
General Agency at San Francisco. 


Shows Folly of State Insurance 


SPOKANE, WASH., July 8.—The folly 
of the state carrying its insurance on 
its own buildings was again emphasized 
by the $50,000 fire of the Holmes school 
in Spokane. This fire, with the $200,000 
loss a few years ago of the Cheney nor- 
mal school, has cost more than the in- 
surance premiums of several decades on 
school properties. 


D. L. Raymond has resigned as office 
ote gd for Day & Rothrock at Spokane, 

Wash., and will go into the insurance busi- 
ness with his brother, H. L. Raymond, at 
Yakima, 








NEWS FROM THE EAST 




















Piatt Firm Incorporated 


NEW YORK, July 8.—Cecil Piatt of 
New York City has incorporated his 
insurance brokerage business, which will 
be conducted by himself and W. H. Mc- 
Pherson, formerly with the American 
Fidelity of Montpelier, Vt. Mr. Piatt also 
becomes ar executive of the Anglo-South 
American Bank, Ltd., one of the big 
British banking institutions. It pos- 
sesses assets of nearly $250,000,000, and 
maintains numerous branches throughout 
South America. The expansion of Ameri- 
can business interests in the southern 
republics creates new problems, many of 
which relate to bonding and suretyship, 
and it is with these that Mr. Piatt will 
deal chiefly. After some years’ experi- 
ence in the fidelity department of the 
Fidelity & Casualty, Mr. Piatt was for a 
time secretary of the International Fidel- 
ity of Jersey City. Since 1915 he has 
been conducting a growing brokerage 
business in the metropolis. 


Excelsior Is Licensed 

The Excelsior of Syracuse, N. Y., has 
started writing business, with its home 
office in the City Bank building. It has 
capital of $100,000 and surplus of $100,- 
000. The directors are prominent busi- 
ness and professional men in the central 
section of New York. Ray B. Smith is 
president. 





Boston Employes’ Outing 

BOSTON, MASS., July 8.—More than 200 
employes of the Boston were given an 
outing by the company at Norumbega 
Park on the Charles river, in charge of 
Cc. E. Brier and I. L. Green. The marine 
department defeated the fire department 
10 to 9 at baseball, and there was a long 
program of field and track events. Presi- 
cent William R. Hedge presented the 
prizes. 


Sprinkler Leakage Meeting 
A meeting of the executive committees 
of the eastern and western sprinkler 
leakage conferences will be held at Buf- 
falo, N. Y., on Thursday and Friday of 
this week. Uniform practices and rules 
will be discussed and an effort will be 

made to frame a new policy form. 


Eastern Notes 
The Hawkeye Securities Fire of Des 











New Jersey Insurance Company 


CAPITAL ONE MILLION DOLLARS 
Head Office: 
40 Clinton Street, 


Newark, N. J. 


C. P. Stewart, President. 


Insurance Exchange Bldg., Chicago, Ill. 


F. L. Brokaw, Treasurer. 





WESTERN DEPARTMENT: 
140 Sansome St., 
H. H_ Ingalls, Manager. 


Gresham Ennis, Vice-President. 
J. B. Guthrie, Secretary 


PACIFIC COAST DEPARTMENT: 
San Francisco, Cal. 
Seeley & Co., Managers. 

















PITTSBURG UNDERWRITERS 


GEO. R. DAVIES, Manager 
L. M. STEPHENS, Asst. Manager 





Allemannia Fire Insurance Company 
National-Ben Franklin Insurance Company 


Combined Capital, $1,800,000 


Commonwealth Bldg., Pittsburgh, Pa. 





UNDERWRITTEN BY 


ALL OF PITTSBURGH, PA. 


Surplus to Policyholders, $3,899,135 


FRANK D. YOUNG, Columbus, Ohio, State fon for Ohio 
H. 


C. UPHAM, Mgr., Indianapolis, I 


nd. 


Superior Fire Insurance Company 
Republic Fire Insurance Company 


Assets, $9,911,358 


ELIEL & LOEB COMPANY, Generel Agents for Illinois and Indiana 
FISH & SCHULKAMP, Madison, Wis., General Agents for Wisconsin 


NEW AGENTS SOLICITED 











ation! Liberty 


Insurance Gompany 
of Amerira. 


INCORPORATED UNDER THE LAWS OF \WS OF THE STATE OF NEW YORK IN 1859 


STATEMENT JANUARY 1, 1919 


Cash Capital 4 $1,000,000.00 
Assets . . 9,609, 646: 00 Net Surplus - 
Liabilities, including Capital -  7,214,228.11 Surplus to Policy Holders 


HEAD OFFICE: 62 WILLIAM STREET, NEW YORK 


$2,395,417.89 
3,395,417.89 








Royal EXCHANGE ASSURANCE 


UNITED STATES BRANCH 
92 WILLIAM STREET, NEW YORK 


INCORPORATED 1720 


LONDON, ENGLAND 


RICHARD D. HARVEY 
UNITED STATES MANAGER 








*S ECURIT Yx 


Fire Insurance Company, of Davenport, Ia. 


This Company has had 36 years of successful business experience, and is now doing business in 


Towa, Iilineis, Wisconsin, Ohio and Indiana. Itis a good company fer — agent, because in addition to 


CASH CAPITAL $200,000 


writing a general business, it accepts practically all classes of farm: tis. 
We wane agents in the above states, and wenn appreciate 
desiring to 


JAMES W. BOLLINGER, Pres. 


hearing from agents represent us. 


E, E. SOENKE, Secy. 











Moines and the Importers & Exporters of 
‘New York City have been elected mem- 





A 


° FIRE, MARINE, WINDSTORM, 
AUTOMOBILE, SPRINKLER 


of Watertown. up u 


STUART et State Agent, Michigan, ner! Lansing 
noe ie AN & EVANS, General Agents, Colarado, Denver 





co State Agent, Ohio and West Virginia, pea gg 


HERM N, State Agent, Indiana and Kentucky, Indianapolis, Ind. 


O. T. PRICE, State Agent, Missouri, Kansas and Oklahoma, Kansas 
F 


E.S. 


F.G. 
P.P. WIPPELL, State Agent, Illinois and Wisconsin, P.O. Box 225, Cig 
P y. 
REEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Neb: 


LEAKAGE, RIOT AND 
EXPLOSION INSURANCE 








THE NATIONAL 


UNDERWRITER 


July 10, 1919 











Asurance (0. 


OF NEW HAVEN. CONNECTICUT. 


CASH CAPITAL, $ 1,000,000 
Western Department, 
WALTER D. WILLIAMS, Mgr. 


Roc «ford, Illinois 














WRITE HA 








IL* INSURANCE 





Establish your connections now for 1919 with 


A. J. Shaw General Agency 


HAIL INSURANCE BUILDING, 
Five high class steck companies covering the states of 


Kansas, Oklahoma, Nebraska, Colorado, New 


Mexico and Wyoming. 


McPHERSON KANS. 





Many of our agerits made from $1000 to $2000 in commissions in 45 days in 1918 

















THE LIVERPOOL & LONDON & GLOBE 


Insurance Company, Limited 


Its United States assets are $17,083,985.30, every 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policyholders and subject to strict 
supervision of State Insurance Department. 


WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI DEPT., 401 Fourth Nat. Bank Bldg., Cincinnati, O. 








It does one thing and does it well. 
It furnishes only automobile indemnity: 
LIABILITY FOR PERSONAL INJURY, 


PROPERTY DAMAGE, 
FIRE, THEFT and COLLISION. 


It sells it at a reasonable price. 
It backs up its policies with all reserves required by law, and a substantial surplus besides. 
1 attention to the matter of giving real service in all cases involving liability of 


Prompt settlement and adjustment of fire, theft and collision elaims. 


THE WESTERN AUTOMOBILE INDEMNITY ASSOCIATION 


FORT SCOTT 


OSCAR RICE, Sec'y and Gen'l Mgr. 











AUTO-OWNERS INSURANCE COMPANY 


LANSING - - MICHIGAN 


Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 


V.V. MOULTON, Sec’y., F. P. WRIGHT and F. A. WALL, Field Siut’s, 








SURPLUS 
L j hy E S AND YOUR BUSINESS SOLICITED; 
FLOATERS 


F, R. THOMPSON 


Insurance Exchange, 


Exceptional facilities for handling Surplus and difficult 
lines_and unusual forms of insurance in best American 
and Foreign companies and at Lloyds, London. 


RE-INSURANCE CONTRACTS DRAWN AND PLACED, 


PROMPT ATTENTION 

















THE INTER-STATE FIRE INSURANCE CO. 


CAPITAL, $259,150 
SURPLUS TO POLICYHOLDERS, 


ASSETS, $616,934.38 
$317,696.71 
Address after July 1, 1919 


110 Fort St. West, Detroit, Michigan 

















bers of the Philadelphia Fire Underwrit- 
ers Association. 


The Underwriters Association of New 
York State held its midsummer meeting 
at Saranac Lake this week. 


Heymann, Arnold & Co. have been ap- 
pointed Philadelphia representatives of 
the Orient of Hartford and the United 
British of London. 


The Bankers & Shippers of New York 
City announces the appointment of 
Mather & Co. and Stokes, Packard, 
Haughton & Smith as its representatives 
in Philadelphia territory. 

H. J. Wind, recently supervisor of tte 
Boston stamping office, has been ap- 
pointed assistant special agent of the 
National of Hartford to act with L. C. 
Breed and W. E. Boyd, Jr., in the New 
York field staff, having headquarters at 
Syracuse. 


To protect its present property, the 
Fire Companies Building Corporation, 
controlled by the Continental, has pur- 
chased the building at 92-94 Maiden 
Lane, running through to 9-11 Cedar 
street, which adjoins the present Conti- 
nental structure. 

Shepherd M. Crain, for thirty-five years 
prominently identified with the insurance 
interests of Boston, died at his home in 
Newtonville after a year’s illness. He 





was vice-president of William A. Muller 
& Co., and also vice-president of the Dor- 
chester Mutual Fire. 

The Massachusetts Bonding & Insur- 
ance has acquired a valuable piece of 
property at the corner of Arlington and 
Newbury streets, where it expects soon 
te erect a magnificent home office build- 
ing. The company will continue to main- 
tain general offices in the downtown in- 
surance district. 

The Spanish-American of Havana, 
Cuba, has been admitted to do a fire 
reinsurance business in Massachusetts 
and has appointed Field & Cowles as its 
agents. The company made a capital de- 
posit of $200,000 to secure its license. 

Under the title of King, Alley & War- 
ren, Inc, the agencies of the John E. 
King Company and E. J. Alley have been 
merged and offices established at 96 
Maiden Ldne, New York City. 


Announcement is made of the conson- 
dation of the business of Burnham 
Brothers and the Bailey-Barnes Company 
of Worcester, Mass., which will do busi- 
ness under the agency name of Bailey- 
Barnes-Burnham Company. Lester V. 
Bailey will be the president and manager 
of the life department; Charles E. Barnes, 
treasurer and manager of the fire depart- 
ment, and Wright E. Burnham, secretary 
and manager of the casualty department. 











MOTOR INSURANCE NEWS 

















TAKES OVER ALL WISCONSIN 





Boland-Karn Company of Green Bay 
to ‘Handle Entire State for 
American Automobile 





GREEN BAY, WIS., July 8.—The 
Boland-Karn Company, a consolidation 
of the Boland insurance agency of 
Green Bay and the W. J. Karn insur- 
ance agency of Madison, which con- 
solidation took place March 1, 1918, 
has taken over the management of the 
branch office in Milwaukee of the 
American Automobile of St. Louis. The 
territory of the branch office comprises 
all of Wisconsin south of Milwaukee, 
including Racine, Kenosha, Madison, 
Janesville and Beloit. The firm has 
been general agents for the company 
for the balance af Wisconsin and 
Northern Michigan. This now gives 
it control of all Wisconsin and North- 
ern Michigan. W. J. Karn, secretary 
and treasurer of the company, will 
be in charge of the Milwaukee office, 
whose quarters are in the New Insur- 
ance Building on Broadway. H. J. 
Boland will be in charge of the Green 
Bay office, general agency connections 
and territory continuing as in the past. 
The American Automobile is doing a 
splendid business in Wisconsin as the 
results of the firm’s efforts. 


LOSS PAYMENTS CUT POLICY 








Each Fire or Theft Claim Under 
Nonvalued Contract Reduces 
Amount of Insurance 





There has been considerable con- 
troversy among automobile insurance 
men as to whether the nonvalued fire 
and theft policy should be reduced in 
the amount of each loss. The policy 
does not provide specifically for such 
reduction, while the valued form pro- 
vides specifically for automatic rein- 
statement to the original amount of 
the contract after the payment of loss. 

The new nonvalued fire and theft 
policy reads in the insuring clause 
pretty much-the same as previously. 


It says: “In consideration of the pre- 
miums hereinafter stated the ......... 
mstirance company Of 6..4.66.sc0.00 


does insure the assured as herein rep- 
resented for the term herein specified 
to the amount not exceeding the amount 
of insurance herein specified against 
direct loss or damage, etc.” 

This verbiage is very similar to the 
working of the standard fire policy. 

In explanation of the phrase, “To an 
amount not exceeding $........... cr 
Guilford Deitch in his book, “Stand- 
ard Fire Policy,” says: 

“The effect of this clause is to limit 


recovery under the policy to the 
amount written in the policy, whether 
the damage is the result of one or 
more fires. 

“In Curry vs. Commonwealth In- 
surance Company (Massachusetts), 10 
Pick, 535, policy was for $1,000. The 
assured suffered a loss which was ad- 
justed at $142. Thereafter the prop- 
erty was damaged by a second fire. 
The court held that the amount paid 
should be deducted from the face of 
the policy, leaving a balance of $858 
applicable to the payment of the sec- 
ond loss. 

“To the same effect is Lattomus V. 
Farmers Mut. Co. 3 Houston, (Del.), 
404.” 

Much of the confusion regarding 
automobile insurance arises, of course, 
from the fact that the collision clause 
like the valued fire and theft policy 
provides for automatic reinstatement 
and that the liability and property dam- 
age policies of casualty companies pro- 
vide that the full face of the policy is 
payable for each accident that may oc- 
cur during the period of the policy and 
not the face of the policy on all acci- 
dents together that may occur during 
the period of the policy. 





UP-TO-DATE SERVICE GIVEN 





Underwriters Take Much Interest in 
Soliciting Letter Sent Out by 
Cleveland Agency 





CLEVELAND, O., July 8—Consid- 
erable interest has been shown over a 
circular letter which one of the well- 
known Cleveland agencies sent recently 
to a number of automopile prospects 
in which they called attention to their 
special service in handling losses and 
cited as evidence of the value of the 
service three cases in which they had 
waived policy conditions. In two of 
these cases the conditions were waived 
apparently on the statement of the 
assured that he had intended to trans- 
fer insurance to a newly purchased car, 
but had neglected to do so. The let- 
ter in full follows: 

Cur recent letter remains unanswered, 
but we presume that in the rush of 
other matters you have not been able to 
consider further the desirability of an 
unrestricted automobile policy. 

Perhaps we were a little modest in 
telling you of only one feature of our 
automobile service, and to thoroughly 
convince you that we have something 
different to offer in this line, we are cit- 
ing briefly three days from our service 
calendar. 

Feb. 26, $1,300 paid for new Buick 
touring car. Dr. E. V. Bishop. Assured 
had neglected to tell us of the purchase 
of this new car and carried only $650 





on his old machine. The assured un- 
doubtedly intended his new car to be 
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covered in the right amount. Therefore, 
settlement was made. 

March 7, $240 paid on collision loss, 
although records in office showed insur- 
ance on old car, assured having neglected 
to notify us of the purchase of new car. 
Technicalities waived and loss paid. 

March 28, $2,700 paid on Cadillac for 
loss by fire. Policy provided payment of 
loss sixty days after proof was filed. Our 
special automobile service provided pay- 
ment of draft in full on the same day 
proof was filed. 

These are just a few of the many op- 
portunities we have to serve our insur- 
ance clients in a different way. 





HIGHER LIMITS ON USED CARS 





Many Companies Feel that Present 
Rules Do Not Meet Conditions 
of the Day 





NEW YORK, July 9.—Underwriters 
are interested in the market for used 
cars inasmuch as the prices were never 
higher for such machines than now. 
Assured have made objections to the 
present limits on used cars claiming 
that. there are greater values in them 
than the insurance companies recognize 
so far as fire and theft is concerned. 
The National Automobile Underwriters 
Conference made one advance in in- 
surable limits on certain’ grades but 
this did not seem to cover the situation 
entirely. The New England and East- 
ern Automobile Underwriters Confer- 
ences held a joint meeting this week 
to consider a revision of the present 
rules regarding amounts of insurance 
for fire and theft. Many of the com- 
panies feel that the present limits do 
not meet the conditions of the time. 





NOT READY FOR THE BUREAU 





Committee Reports That Time Is Not 
Ripe for Separate Automobile 
Adjusting Service 





The committee on an adjustment bu- 
reau has reported to the Eastern Au- 
tomobile Underwriters Conference that 
the concensus of opinion of the com- 
panies is that the time is not yet ripe 
for establishing such a bureau. As an 
alternative there is a possibility of es- 
tablishing an automobile loss adjust- 
ment department within the General 
Adjustment Bureau if sufficient com- 
panies agree to use such a department 
when established. The committee was 
continued in force and will report fur- 
ther developments to tne conference. 

Suggestions and criticisms are being 
received by the automobile conference 
on the proposed form of standard pol- 
icy. In the main the new form has 
been received favorably, being by some 
described as the best draft that has 
as yet appeared. The insurance com- 
missioners have as yet not been heard 
from. - 

Conference companies have been no- 
tified that July 16 is the date for the 
meeting in Philadelphia at which Phila- 
delphia agents are to air their views 
on the question of whether company 
representation by one or two agents 
ils best. There will be no excuse now 
if agents are not notified in time of 
the meeting. 





Will Watch the Claims 


Insurance men are watching collision 


and property damage claims to see if the. 


shutting down on liquor will have an 
effect. Most adjusters figure that joyrid- 
Ing and dare-devil speed are due to in- 
toxicated drivers. The prediction is that 


there will be far ‘fewer claims in the 
future, 





Kansas Auto Business Heavy 


TOPEKA, KAN., July 8—Kansas people 
are spending a lot of money for motor 
cars and most of them are buying insur- 
ance on the cars as soon as they get them. 
As a result the motor car insurance busl- 
ness in this state is the heaviest the 
agents have ever known. “We have never 
had as large a motor car insurance bust- 
ness as it is this summer,” said W. W. 
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HOME OFFICE, PIERCE, BUILDING 


Sr.LOuIs 


CHAS. W. DISBROW, PRESIDENT 


Ne ea 





“All Kinds of Insurance on Automobiles” | 






































THE GENERAL AGENCY OF 


NEARE, GIBBS & LENT 


CINCINNATI 
“The Office with the Quick Service™ 
Handles eight companies for automobile, fire, theft and transportation 
insurance and has an agency organization, with first class special 
agents and adjusters’ service, in fourteen states. 
Prompt correspondence with agents, quick adjustments and settlements. Only 
high grade companies handled. 


Write Us for an Agency 


We also handle river hull, yacht, river cargo, ocean cargo, parcel post, registratered mail, tourist 
floater, transportation floater and traveling salesmen floater insurance. 


Automobile 





Agents, 





Attention J 











Peninsular Fire Insurance Company 


HOME OFFICE EXECUTIVE OFFICE 
SAGINAW, MICHIGAN GRAND RAPIDS, MICHIGAN 


Will write general classification with special service and something new for farm insurance. 
esmen who can present a high grade proposition convincingly will be inter- 
ested. . . . A Michigan company—organized, owned and managed by Michigan men. 


COLON C. LILLIE, President 
COMFORT A. TYLER, Vice-President J. FLOYD IRISH, Managing Underwriter 








American National Fire Insurance 
— 


Company “ou 
Capital $500,000 


JOHN W. ZUBER, President 





JOHN A. DODD, Secretary 


Its Name Indicates Its Character. Progressive, Yet Conservative. 
Operating Along Sound Lines. 














The Fireman’s Fund was established and started in the 
fire business in 1863, organized a marine department in 
1867 and originated the agency system for automobile 
business in 1904. Today the company stands in the 


front rank in all three lines throughout the country. 
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Webb, of Stephenson & Webb, one of the 
largest agencies in the state. “It is nov 
just the renewal business and the ordinary 
growth but a tremendous increase every- 
where. The increase is on new cars 
chiefly. Our local agents assert that they 
do not get time to go out to try to hunt 
up new business, but the car owners come 
in and demand the insurance.” 


Changes in Car Classes 


There has been a change made in the 
classification of cars for fire, theft and 
transportation insurance. Hereafter 
Class E will include all machines listed 
at $799 and under and Class D will read 
from $800 up to $1,799. 


Ohio Has New Speed Law 


COLUMBUS, O., July 8—The new Ohio 
automobile speed law became effective 
July 5. It provides that automobiles shall 
not maintain “a rate of speed greater than 
15 miles an hour on business and closely 
built-up portions of a municipality, or 
more than 20 miles in other portions,” and 
this law makes all municipal speed ordi- 
nances obsolete. 








LIVE STOCK INSURANCE 

















Big Policy Is Placed 


Marshall T. Jamison of Taylorville, IIL, 
agency manager of the Farmers & Breed- 
ers Live Stock of Danville, Ill., has just 
written a large blanket policy on a herd 
of registered cattle in his state. The 
policy covered 60 head at $1,000 per head 
for Hay Brown of Springfield with a pre- 
mium of $4,200. Hay Brown placed $20,- 
000 on the bull he purchased at the Chi- 
cago short horn sale the week previous. 


Make Changes in Blank 


Numerous changes in the annual state- 
ment blank required of stock fire com- 
panies is recommended by the commit- 
tee on blanks of the National Conven- 
tion of Insurance Commissioners. These 
will be acted upon at the annual con- 
vention of the commissioners at Hartford 
in September. Among other suggestions 
made by the committee is that calling 
for a showing in detail of income, dis- 
bursements, assets, liabilities, exhibit of 
risks and premiums and business in force 
of the various subsidiary lines now per- 
missible. Should the proposed blank be 
adopted it would not be effective until 
the annual returns for 1920 are called for. 


McCracken Succeeds Mathews 

T. G. McCracken, for the past ten years 
assistant secretary of the Retail Hard- 
ware Mutual Fire of Minneapolis, has 
been elected secretary of the company, 
succeeding the late M. S. Mathews. A 
report of the company’s condition just 
issued shows insurance in force of $46,- 
829,184 and cash assets of $1,148,146 a 
gain of $161,106 for the first five months 








LOSSES OF 








THE WEEK 














St. Paul, Minn., June 27.—Fire in three- 
story brick, 41-53 East Sixth street, 
owned by George E. Cabot and L. S. 
Cushing, trustees, caused 50 percent loss. 
Insurance: 

Asneor:, NN. 5... BB5000. Ne Ds c..02 ces $ 2,500 
Boston paket 40,000 Security ... 
Globe & Rut. 11,000 State of Pa. 
Hartford 500 

Occupied by St. Paul Gas Light Com- 
pany as office building. Insurance: 

Amer. Alli.. ad 5,000 Phoenix, Ct..$ 5,000 


Gt. Amer... 5,000 Phoen., cise 5,000 
Hanover .... 5,000 Royal .. 5,000 
lg Ele: eee 10,000 Security, Ct. 5,000 
Nema iwensss > 10,000 Sun awe ,000 


Chicago, Ill, July 5.—Fire in one-story 
frame, 2222-2228 Ogden avenue, owned 
and occupied by Edison Electric Appli- 
ance Company storage shed, caused 45 
percent loss. Insurance on building and 





contents: 

Automobile —_ 000 Norwich Un..$12,500 
Amer. Alli... 32,500 N. Y. Und... 15,000 
Brit. Amer... 36,500 N. B. & M. 12,500 
Connecticut . 12,500 Nat’l Un..... 30,000 
Fid.-Phen. .. 50,000 Nat’l, Ct.....100,600 
General ..... 17,500 Phoen., Eng. 35,000 
London ..... 12,500 Queen ..... . 35, 
Merchants .. 15,000 S.U.& N.... 20,000 
Mech. & Tr.. , Urbaine .... 21,000 
RE ern 5,000 | 


ial 

Indianapolis, Ind., July 1.—Fire in the 
warehouse of the Commission Reguladora 
del Mercado de Henequen caused a loss 
estimated at more than $300,000. The fire 
was caused by an electric cable connect- 
ing up the elevator which was used to 
handle the bales of sisal. An authentic 
list of the insurance companies interested 











panies endorse it. 
efficiency. 
Lightning Specialist. 


118 Eighth Street 





By PROF. DODD’S FAMOUS SYSTEM 


Most perfect lightning protection ever developed. Will ab- 
solutely prevent more than 99.9% 
250,000 users recommend it—2,000 successful insurance com- 
as a 25-year record of practically 100% 
Originated by Prof. 

Every job 
ding done by responsible, skilled men 
Investigate the Dodd System —- for full information 


DODD & STRUTHERS 


is not as yet available because of the na- 
ture of the coverage which was chiefly 
by binders. The following is a partial 


list: 

L. & L. & G..$50,000 St. Paul ....$25,000 
Westchester.. 25,000 Patriotic .... 5,000 
N. a 10, 000 Roch. Dept.. 15,060 
Continental. 20,000 North’n, — 10,000 
Nat., Ct... 35000 Sven. .«.. 5,00 
Phoenix, Eng. 15,000 Standard, “Ct! 10,000 
Phoenix, Ct.. 25,000 Fire. & Mech. 10,000 
Hanover .... 10,000 Niagara ..... 15,000 
Fire Asso.... 10,000 Concordia ... 5,000 
N. America... 45,000 Milw. Mech... 10,000 
pn ee 5,00 —_——_. 
Westchester. 5,000 Total . .$375,000 

*k 


Houston, fex., June 20.—There is an 


$8,000 loss to the building at 318-320 
. Bow- 
retail 


North Main street, owned by A 
ers, occupied by Sakontz Bros., 
clothing. Insurance on building: 
New Haven..$1,000 Hanover ... 





Springfield ... 6,000 he a stauere 500 
Phoenix, Ct... 5,000 &L. & é: "10° 250 
Ins. Co. N. A. 5,250 Saar = 3,000 
Nat’l Lib... 5,500 Home, N. Y.. 6,000 
Fid.-Phe. 5,000 Columbia ... 1,000 


Middletown, R. I., June 29.—Fire of un- 
known origin completely destroyed the 
mansion of Jordan L. Mott, just com- 
pleted and furnished with priceless tap- 


estries, furniture and bric-a-brac. The 
loss is estimated at $600,000. Insurance: 
L. & L. & G.$40,000 Queen ...... $ 5,000 
N.Y. Und... 5,000 royal ahaa 15,000 


Quincy, IlL—There is a $5,000 loss to 
the stock of the N. Kohl Wholesale Gro- 
cery Company of Quincy, IIL, 
216-218 North Fourth street. 


located at 
The fire 





of losses due to lightning. 


West. Dodd, America’s 
absolutely guaranteed—rod- 


DES MOINES, IOWA 











THE KASKASKIA LIVE 
Home Office: ~ ~ 





of this year. 





The Best Field in the Insurance Business 


Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 


Territory in Ohio, Indiana, Illinois, Michigan, Minnesota and Oklahoma 


INCORPORATED 


STOCK INSURANCE CO. 
* Shelbyville, Illinois 















originated in the third floor of the build- 
ing, and most of the damage is from 
water. 

Insurance covering upon the stock of 
the N. Kohl Wholesale Grocery Company 
of Quincy, which suffered a $30,000 loss 
on stock sess $5,000 loss on building: 


No., N. Y....$ 6,500 Nat’l Un..... $ 7,500 
R. L.......... 6,500 Nat'l Lib.... 7,500 
Albany ...-. 2,000 Allemannia . 2,500 
Buffalo ..... 5,000 Metropol. 00 


as 5,000 
Superior .... 2,500 Wh. Gr., Chi. 45, 000 

The Kohl people, who also owned the 
building, did not carry any insurance on 
building. 

ae * * 

Cambridge, Mass., June 27.—Fire in the 
plants of Wilson & Co., packers, and John 
Reardon & Sons, soap factory, caused a 
loss of $500,00@. The insurance loss is 
estimated at 70 percent on the following 
cover. Wilson & Co., on contents: 


oo eer $1,000 Merc. Und....$2,250 
Det. Nat’l..... 500 Nat’le, Paris.. 1,750 
Eng. Am. Und. 5,500 Nat’l Lib..... 2,500 
Frmns. Fd.... 1,250 Niagara ..... 2,750 
Ga. Home..... 1,000 Ohio Farmers. 1,250 
Glens Falls.. 500 Ohio Millers.. 1,500 
Globe & Rut.. 4,500 Orient ..... -. 3,500 
Hamilton .... 1,375 Pacific ..... ,500 


1 
Peop. Nat’l.... 3,000 


Law Un. & R.. 1,875 — re 
Lloyds Und... 5,000 Tokio ....... 500 


H. in H. Und.. 1,500 


Tokio ’ 
Mass. F. & M. 1,000 United States. 1,500 
Mechan., Pa.. 500. 
John Reardon & Sons, buildings and 
machinery, etc., written on blanket form: 


Aetna .......$9, Milw. Mech.. .$1,500 
Allemania .... 1,000 Minneapolis .. 1,000 
Alli., Pa...... 1,500 Nat’l, Ct. ,000 


‘Amer. N. J... 15500 Nat'l-B. Frk.. 2,500 
Amer. Alli.... 5,000 Nationale “1° 3,250 





Amer. Cent... 1,000 Nat'l F. & . 2,500 
Perr . 3,750 Nat’l Lib..... 2,500 
Automobile .. 3,500 Nat’l Un...... 2,500 
Baltimore — 1,000 Netherlands .. 2,500 
Boston ....... 6,750 New Bruns... 1,500 
Brit. Traders.. 5,000 New Hamp... 1,000 
Caledonian .. 5,500 New Jersey... 3,500 
Capital ..... . 2,500 N. Y. Und.... 2,500 
City of N. Y.. 5,000 Niagara ..... 500 
Columb. Nat’l. 5,000 Nia.-Det. Und. 4,500 
Commerce ... 1,000 No. Br. & Mer. 1,000 
Com’l Un..... 5,000. North., a 6,000 
Cmnwith .. 5,000 North., N. 8 eee 
Concordia ... 3,500 Norwich U 3,0 

Contin’tal .... 4,000 O. Mill. Mut: 115, 000 
County, Pa... 2,000 Old Colony... 1,5 

Det. Nat’l..... 1,000 Orient .. 6800 
Duques’e _— 1,250 Pacific .. 1,250 
Excess ....... 5,000 Palatine .. 2,500 
Farmers, Pa.. 1,000 Pennsylv. .. ,00 
Federal Un. 1,500 BR. OME sccos 4,000 
Fid.-Phen. ... 1,500 Peop. Nat’l 1,000 
Fire Ass’n.... 5,000 Phenix, Paris. 2,500 
Frmns. Fd.... 8,750 Phoen., Eng.. 2,500 
Frmns., N. J.. 1,000 Phoen. Und... 5,000 
Franklin .... 1,000 Prov.-Wash. . 6,500 
General ...... 1,500 Queen ....... 500 
Girard ...... 1,000 Reliance ..... 1,500 
Glens Falls... 6,750 Republic ..... 1,000 
Globe & Rut..23,750 Rh. Island.... 3,000 
Garnite State. 3,000 Royal .. . 7,500 
Great Amer...12,500 Scot. U. & N.. 4,500 
Hamilton .... 1,625 Security, Ct... 3,125 
Home, N. Y..15,000 Seneca ...... 2,500 
H. F. & M. Cal. 1,000 Springfield ... 2,500 
Home Und.... 5,000 Standard, Ct.. 1,000 
Hudson . 2,500 Stuyvesant 7,500 
Industrial ECO BGR ccccccucs 3,500 
Ins. Co. N. A. 5,000 Svea ......... 2,500 
Ins. Co. St. P. 7,000 Tokio M. & F. 3,125 
Law Un. . Mg 1,250 Union, Eng... 2,000 
L. & L. & G.. 3,000 United Amer. 1,000 
Lloyds Und. "58,625 United States. 1,000 
London ..... 2,500 Urbaine ..... 1,500 
Lon. & Lan.. 1,000 Va. F. & pon 500 
Marq. Nat’l... 1,000 Vulcan ..... ,000 
Mercantile ... 1,500 Wash. Und... 1,500 
Merchants ... 2,000 Westchester . 5,000 
Mich. F. & M. 1,000 Yorkshire ... 2,500 





Flynn Building 
Des Moines, Iowa 





National Live Stock Insurance Co. 


Cash Capital $100,000.00 


AGENTS WANTED IN IOWA 


We Are the ORIGI- 
NATORS of HOG 
Insurance 














PEORIA, ILL. 


Western Live Stock Insurance Company 
CLIFFORD IRELAND, Pres. 


BERT BUCKLEY, Secretary 











ON J. WELLS, 





Michigon Livestock Sena Co. 
SAGINAW, MICHIGAN 


ney C. LILLIE, President and Superintendent of Agencies 


Secretary and General Manager 


Organized. owned and managed by Michigan men. Backed by 
the substantial interests of Michigan. 


Insuring Michigan farmers 


and owners of livestock against death from any cause. 


AGENTS WANTED 
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FIELD FOR BOILER 
INSURANCE IS WIDE 


Agents Should Not Overlook Great 
Number of Uninsured Heating 


Plant Boilers 


ALWAYS HEAVY HAZARD 


— 
All Tanks and Containing Vessels Sub- 
ject to Internal Pressure Also 
May Be Written 


Some local agents will often com- 
plain that the field for steam boiler in- 
surance is very limited; that the num- 
ber of boilers to be insured in a town 
can be ascertained by merely looking 
out of a window and counting the num- 
ber of smokestacks in the community. 
Agents who think along these lines 
call to mind only power plant boilers 
when they think of steam boiler in- 
surance. They entirely forget that any 
tewn is full of uninsured heating plant 
boilers, in addition to which any steam 
boiler insurance company will write 
coverage on any tank, container, or 
vessel subject to internal pressure from 
air, gas, or steam. This includes cylin- 
ders, economizers, blow-off tanks, tanks 
or circular pipes used for transmitting 
gasses, parts of ammonia _ systems, 
parts of laundry machinery systems, 
oil tanks, milk drying ‘machines, etc. 
In other words, any tank or contain- 
ing vessel subject to internal air, 
steam, or gas pressure is an insurable 
property and one that is acceptable to 
the steam boiler companies. It will 
be found upon investigation that almost 
any manufacturing concern uses some- 
thing of this sort in its manufacturing 
process. 

Scope Really Very Broad 


Viewed in this light the scope of 
steam boiler insurance is greatly 
broadened. Apparatus of this kind is 
in constant use during the entire day 
while the producing process is carried 
on. There is the constant danger of 
an accident, or bursting, or an explo- 
sion. The hazard is always present 
and becomes more acute where the 
Property is inspected as is usually the 
case when boiler insurance is not car- 
tied. Many of these appliances are 
more or less complex or intricate, and 
beyond the real understanding of ‘most 
ordinary employes. 

The exceptional excellence of the in- 
Spection service rendered in connection 
with boiler insurance should be properly 
emphasized. By its thoroughness, there 
are frequently discovered defects in time 
to avoid dangerous and costly accidents, 
and also the inefficiency on the part of 
employes whose ignorance may ruin a 
valuable plant, even without causing an 
explosion, is brought to light. A few 
dollars Saved in premiums mean a less 
Scientific examination of boilers, by en- 
fineers less trained in the work than 
those employed by the steam boiler com- 
Panies. Vorv often equinment of this 


(CONTINUED ON PAGE 20) 





WATER DAMAGE POLICY 


BUSINESS IS NOW GROWING 





Only Two Casualty Companies Are 
Writing This Class of Indem- 
nity at the Present 





Although water damage insurance is 
written only by two companies, the 
Maryland Casualty and the Aetna Cas- 
ualty & Surety, these two companies 
did a business of approximately $125,- 
000 in premiums last year. The class 
is thus commencing to assume fair 
proportions and will probably be taken 
up by some of the multiple line com- 
panies, which will make a big drive for 
casualty side line business this year. 
The field for business is very broad, 
every type of risk with only a few ex- 
ceptions being written. This form of 
insurance developed very largely as a 
by-product of sprinkler leakage insur- 
ance. In soliciting sprinkler leakage 
business, it was found that a property 
Owner was often impressed with the 
dangers of damage from the sprinkler 
equipment, but was also impressed with 
the fact that there was a water dam- 
age hazard connected with the plumb- 
ing system, heating plant, elevator 
tanks and cylinders, etc., and inquiries 
for coverage of this kind were made. 


New Policy Was Desired 


The result was the framing of the 
present water damage policy which is 
really as broad as a fire insurance 
policy, providing indemities for loss or 
damage to property, caused by the leak- 
age of water or steam from the plumb- 
ing, sprinkler system, hot water or 
steam heating pipes, and radiators, 
elevator tanks and cylinders in hyd- 
raulic elevators, roofs, leaders and 
spouting, rain driven through broken 
or open windows and sky-lights and 
leaks in brine and ammonia pipe refri- 
gerating systems. In other words, the 
protection includes any water damage 
from any cause on or within the build- 
ing. 

Chief Selling Argument 


The chief selling argument is that the 
man with the sprinkler leakage policy 
is only protecting himself against one 
possible water damage contingency, 
whereas the possibilities are many and 
varied in a risk of any size. For in- 
stance, in a loft risk, an employee on 
one of the upper floors may turn on 
the water, only to discover that ten- 
ants on lower floor are using the pres- 
sure. The faucet is left turned on and 
the man goes away and forgets about 
it. When the pressure is great enough, 
the water commences to flow through 
the pipes to the upper floors, perhaps 
after hours, and a loss results. 


Many Good Prospects 


There is no alarm system for protec- 
tion against water damage except in 
connection with sprinkler equipment. 
Thus water may run or overflow for 
hours before being discovered, causing 
a heavy loss. 

All tenants of buildings with mixed 
occupancy are good prospects, as are 
hotels where the guests are often care- 
less, and risks where the manufactur- 
‘ing process requires the use of water 





tanks. Quite a little water damage 





“TRUSTED MEN” 


OLD EMPLOYEES NEED BONDS 


RISKY 





Experience Shows That They Are Fre- 
quently the Ones Who Cause 
Largest Fidelity Losses 





One of the difficulties in the path of 
the agent soliciting bank fidelity busi- 
ness is the attitude of the head of a 
bank whose employees have been long 
in the service. The president of a bank 
of this kind is not inclined to take out 
very large fidelity bonds and usually 
bonds for small amounts are carried 
not because they are felt necessary, 
but simply because it is a good busi- 
ness policy. 

Yet the “trusted employee” is the 
one who always causes the largest 
fidelity losses. He is the man who, 
because he enjoys the full confidence 
of his superiors, is able to get away 
with a large amount of money before 
he is detected. He has plenty of 
elbow room. He is not closely watched 
or supervised. He has every oppor- 
tunity to carry out his plan. 

The newspapers of last week carried 
some interesting accounts of trusted 
employees. In the Park Bank of Pitts- 
burgh, a loss of $276,000 occurred; in 
the Market Bank of Boston a defalca- 
tion of $175,000 was reported and the 
First National Bank of Bristol, Tenn., 
was the loser to the extent of $50,000. 
In each of these cases a trusted em- 
ployee was responsible for the loss. 
The banks that pinned their faith to 
the men who defaulted are now hold- 
ing the bag. 

It should also be remembered that 
the trusted employee, the man who has 
every chance to doctor the books and 
cover up his tracks, seldom has any- 
thing when caught. Oftentimes his 
work goes on for years before he is 
discovered and in the meantime he has 
spent what he has stolen. The em- 
pleyee who in a more or less spectacu- 
lar way gets away with $50,000 or 
$100,000 at one fell swoop is usually 
quickly caught and most of the stolen 
money recovered. But the man who 
has been systematically stealing for 
years has spent as he went along and 
when he is at last found out, he has 
little with which to pay back what he 
has stolen. The very fact that an em- 
ployee is implicitly trusted is one of 
the best reasons why a bank should 
throw some safeguards around him. 








insurance has been sold to the owners 
of fine homes who close up their city 
establishments and go south during 
the winter months. 


Fidelity & Deposit’s Business 


The Fidelity & Deposit reports that up 
to June 15 the premiums, less all re- 
turned premiums, showed an increase over 
the similar period of 1918 of $414,720. In- 
creases in reinsurance ceded to other com- 
panies reduced this amount to $312,111. 
The Fidelity & Deposit says that the con- 
tract business has made a rapid recovery 
and that department now is running 
ahead of its business of 1918. A con- 
tinuance of the present showing will bring 
the Fidelity & Deposit net business past 
the $4,500,000 mark for 1919, and will in- 
sure $5,000,000 in 1920. 





POLICYHOLDERS FOUND 
TO BE UNDERINSURED 


Opportunity at Hand for Accident 
Agents to Add Greatly to 
Insurance ' 


CARRY SMALL AMOUNTS 





Many Men Still Have Same Contracts 
They Secured When Earnings 
Were Much Less 


The Travelers declares that 75 per- 
cent of all accident policyholders are 
uninsured. It comments on the situa- 
tion as follows: 

There was a time when the accident 
insurance agent felt he was doing justice 
to himself and his client by placing a 
$5,000 accident policy with $25 weekly 
indemnity on the quarterly premium 
basis. The insured might be a promi- 
nent attorney or an equally prominent 
surgeon, with earnings of $25,000 a year 
and upwards, but it seemingly never 
occurred to the agent to take an appli- 
cation for an amount of indemnity which 
would approximate the loss suffered in 
event of disability. Times have changed 
and policies are being issued every day 
with weekly mdemnities of $100, $200 and 
$250. 

Typical Cases are Shown 


A case in point was recently called to 
our attention. The vice-president of a 
million dollar corporation received an 
injury and it developed that he was car- 
rying an accident policy which paid him 
only $12.50 a week in event of total dis- 
ability. His salary runs into five figures 
and he should have been carrying weekly 
indemnity commensurate with his earn- 
ings. Upon realizing the small amount 
of his accident protection he was dis- 
satisfied and criticised the agent for not 
providing him with the amount of insur- 
ance he should have had. 

The superintendent of a large company 
had been insured for many years under 
an accident policy of $1,000 principal sum 
and $5 weekly indemnity. When he first 
took out the insurance he was a clerk 
earning a small salary. This policy was 
continued without any attempt being 
made to conform it to his earning power. 
Recently, when the matter was called to 
his attention, he increased the line to 
$15,000 and $50 and the agent has an 
excellent prospect for a large amount of 
life insurance. 


Agent Should Know Prospect 


The agent who takes an application 
for $100 a week indemnity from an ap- 
plicant who never earned more than $25 
a week in his life, doesn’t know the 
business, but what should be said of the 
agent who accepts an application for $25 
a week from an applicant whose earnings 
are at least $200 a week and whose busi- 
ness or profession is such that in event 
of disability, his earnings cease, his fixed 
office expenses continue and he has to 
pay medical fees, nursing fees, the cost 
of drugs, medicines, ete, all of which 
he expects will be compensated by a pol- 
icy which pays $25 weekly indemnity. 
This reads like an extreme case, but 
there are many thousands of risks on 
our books where the indemnity cover is 
not more than 25 percent of the insured’s 
earnings. 

The agent’s responsibility lies in the 
fact that the average person insured 
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looks to him to supply all the coverage 
his position and requirements warrant 
and in order that agents may discharge 
their full obligations to their clients, we 
make the following suggestion: 

Make a list of your accident policy- 
holders who are under age 55 and who 
you have reason to know are standard 
risks physically and financially; enter op- 
posite each name the amount of accident 
weekly indemnity in force, and in an- 
other column the insured’s probable earn- 
ings. Take those cases where the in- 
demnity is not more than 25 percent of 
earnings and give the insured, preferably 
by personal interview, but in any event, 
in a well worded letter, an opportunity 
to increase his insurance to an amount 
which approximates his earnings. After 
you have approached this first class, go 
to the remainder who are not covered for 
more than 50 percent and approach them 
along similar lines. 


Can Increase the Amounts 


Continue this until you have insured, 
or offered to insure, every man on the 
list who is not covered for 80 per cent of 
his earnings. By following this advice 
you will forestall criticism and disap- 
pointment on the part of the insured if 
later on he meets with serious injury. 
This alone is a sufficient justification for 
doing what is suggested. You will be 
able to increase insurance in a great 
number of cases by well chosen argument 
which will justify the expenditure of 
time and labor, and your activity and in- 
terest in the insured’s affairs will please 
him and lead to other lines. 


FIELD FOR BOILER 
INSURANCE IS WIDE 


(CONTINUED FROM PAGE 19) 


‘kind is improperly installed in the first 
place and the owner never learns of the 
mistake unless a thorough inspection is 
made. It is not unusual for a steam 
boiler inspector to discover an error in 
installation that is likely to cause trou- 
ble at any time. 


More Heating Plant Boilers 


There are always many more heating 
plant boilers in a town, than power plant 





boilers. The heating plant boilers in any 
community are very largely underin- 
G S588 











Compensation Insurance in Wisconsin (1918) 


Losses and 
--Exp. Incur.—, --Loss. 7 c-Exp. Incur.—, 
Pe 











Pere. Perc. 
Net “oe Ear. as. Ear. 

Cos. Prems. ms. Amount Prem. Amount Prem. Amount Prem. 
Total all Cos...$3,858,967 $3. 679, 007 $2, or 458 77.2 $1,767,432 48.0 $1,071,026 29.2 
Wis. Mutuals.... 1,261,757 1 46,894 0,475 66.2 591,880 51.5 168,595 14.7 
Foreign Muts... 117,039 92,687 er ait 61.7 33,066 35.7 24,151 26.0 
Inter-Insurers .. 132,817 133,923 96,244 72.3 53,268 40.1 42,976 32.2 
i © ere 2,247,354 2,305,503 1,924,522 838.5 1,089,218 47.2 835,304 36.3 
PUN oo tons. se-5 0 218,343 217,229 175,443 80.7 102,843 47.3 72,600 338.4 
Amer, MUt..6.52% 38,428 28,39 13,036 45.9 9,323 32 3,713 13.1 
Asso. Emp. Rec 126,171 126,171 89,695 71.0 49,030 38.8 40,665 32.2 
Bldg. Cont., Mil. 15,702 16,202 10,079 62.2 6,010 37.2 4,069 25.0 
Bldrs. L. (Mad.) 33,856 28,361 23,993 84.5 18,160 64.0 5,833 20.5 
Cas. Recip. Ex.. 2,328 1434 4,033 117.5 3,43 97.5 685 20.0 
Conti. TAG. ...5. 75,206 61,869 59,84 96.7 28,240 45.6 31,603 51.1 
Emp. Ind. Corp.. 2,112 1,379 464 33.5 71 5.0 393 28.5 
Hmp, Mut... 901,288 810,234 500,131 61.6 393,889 48.5 106,242 13.1 
Emp. Liab. Ass’n_ 187,753 172,803 156,785 91.0 585 53.2 65,200 37.8 
iG. @ CAS...... T7458 116,672 89,215 76.4 45,826 39.2 43,389 37.2 
General .... 142,656 131,471 112,050 85.3 62,734 47.8 49,316 37.5 
Georgia . 13,044 23,013 25,853 112.2 22,884 99.5 2,969 12.8 
eC 10,011 12,947 14,492 112.0 9,979 77:1 4,513 34.9 
Hartford .. 61,187 9,711 52,844 88.5 29,394 49.2 23,450 39.3 
Integrity Mut. 13,151 10,195 5,521 54.1 2,376 23.2 3,145 30.8 
Lon. G. & Acci. 242,984 266, 722 202, 589 76.0 110, 390 41.6 91, 699 34.4 
Lbrmns. Mut. 65,460 54,097 38,660 71.4 21,367 39.5 17,293 31.9 
Md. Cas. : 158,443 158,331 120,827 76.3 67,126 42.4 53,701 33.9 
Master Plumb.. 15,518 15,518 4,489 28.9 1,831 11.8 2,658 17.1 
Nat’l Threshmns. 8,811 4,405 2,359 53.0 1,392 31.0 967 22.0 
New Amsterdam 8,013 9,162 6,822 74.5 3,405 37.2 3,417 37.3 
Ocean Acci...... 85,919 86,311 55,532 64.3 25,581 29.6 29,951 34.7 
Republic Cas.... 8,249 8,249 7,155 86.0 2,381 28.0 4,774 58.0 
Royal Indem.... 28,913 28,931 24,840 85.9 13,352 46.2 11,488 39.7 
Standard Acci... 128,984 120,357 101,201 84.1 49,296 41.0 51,905 43.1 
Travelers ...... 509,487 490,966 451,056 91.8 255,926 52.1 195,130 39.7 
Re SL oT ees 1,669 3,872 3,029 78.2 1,981 51.1 1,048 27.1 
Util. Ind. Ex.... 4,318 4,318 2,430 56.0 804 18.0 1,626 38.0 
Wis. Bro. of Th. 14,348 12,247 7,034 57.6 3,148 25.8 3,886 31.8 
Wis. Hdw. L.... 34,427 30,992 19,783 63.7 13,719 44.2 064 19.5 
W418, MIMt..i..ccs § SBA eee 228,935 192,607 84.5 153,731 67.5 38,876 17.0 
TAMIR 25i-beess 347,228 335,508 264,482 78.8 165,725 49.4 8,75 29.4 
sured. The dangers in connection with , charge of the plant, upon his arrival in 


operating a heating plant are not prop- 
erly understood by a majority of prop- 
erty owners. This class of business has 
been given only scant attention by local 
agents and as a result property owners 
are rather uneducated as to this particu- 
lar feature. 

One of the chief arguments given by 
property owners, as a reason for not 
taking out boiler insurance on their heat- 
ing plants, is the assertion that the boiler 
only carries eight or ten pounds pressure 
ordinarily, is never fired up to the dan- 
ger point and hence the possibility of an 
explosion is rather remote. This is to a 
large degree true, but the fact of the 
matter is that in most cases the man in 
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the morning, fires up and in getting a 
building heated up during the early 
hours of the morning, runs the pressure 
up to a high point. Then when things 
commence to warm up, the pressure drops 
back to a normal basis, and there is no 
further danger during the day. 

This, happening as it does, nearly every 
day during the winter, is a strain on a 
heating plant boiler, and a habit that 
is a dangerous one, as most firemen do 
not observe the steam gauge, feel per- 
fectly safe in the handling of the boiler 
and take no precautions of any kind. 


Greater Chance of Explosion 


Heating plant boilers are usually not 
made of such good material as those 
used for power purposes, which means 
that there is a greater possibility of ex- 
plosion with a heating plant outfit. An 
explosion in a heating plant boiler can 
do exactly as much damage as one occur- 
ring in a boiler used for power purposes, 
the property loss and loss to the assured 
may be just as large, and this means 
that there is as much reason for carry- 
ing boiler insurance on a heating plant 
boiler as there is for covering, as most 
property owners do in power plant boil- 
ers, by taking out steam boiler insur- 
ance. 
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CONNECTICUT REPORT 
COMPENSATION IN LEAD 


Forms Biggest Item in Premium In- 
come—Loss Ratios Materially 
Decreased Since 1913 


Compensation premiums were the 
biggest item in the income of compa- 
nies writing casualty lines in Connecti- 
cut in 1918, according to figures com- 
piled by the Connecticut department, 
totaling $99,767,960. Premiums received 
on other lines were as follows: Acci- 
dent and health, $38,688,070; liability, 
$58,547,780; fidelity and surety, $28,- 
037,644; plate glass, $6,737,765; auto and 
teams property damage, $11,574,298; 
burglary, $7,069,455; workmen’s collec- 
tive, $250,884; miscellaneous (including 
sprinkler, fly wheel, marine, live stock, 
steam boiler, credit, collision, phys- 
icans’ defense and altered check in- 
demnity), $10,136,380. 

Losses and claims paid during the 
year in the various lines included: Ac- 
cident and health, $18,191,937; liability, 
$19,794,847; compensation, $34,644,564; 
fidelity and surety, $6,703,469; plate 
glass, $3,263,373; auto and teams prop- 
erty damage, $5,002,737; burglary, $2,- 
339,642; workmen’s collective, $120,368; 
miscellaneous, $2,580,431. 

Net premiums received for 1918 
totaled $260,810,238. The percentage of 
losses paid to premium was 35,52; per- 
cent of losses incurred to premiums, 
50.95; percent of commissions to pre- 
miums, 19.17; percent of underwriting 
expenses paid to premiums, 41.11. The 
premiums earned last year were $250,- 
600,848; underwriting gain in surplus, 
$5,068,720; percent of losses incurred 
to premiums earned, 53.03; percent of 
expenses incurred -to premiums earned, 
43.99. 

A comparison of the actual loss ratio 
with the probable ultimate loss ratio 
in liability insurance by years from 
1913 to 1918 shows a decrease from 69.7 
to 19.5 on the actual and from 70.6 to 
30.2 on the probable loss ratio. A 
similar comparison on compensation 
for the same years shows a reduction 
from 56.4 to 26.0 on the actual and an 
increase from 58.8 to 61.1 on the prob- 
able loss ratio. 

The percentages by companies for 
1919 on liability are as follows: 


Name of Company Actual 
Companies of Connecticut % % 
Aetna Life (Acc. Dept.).... 21.7 26.9 
Aetna Casualty & Surety... 23.6 30.9 
Hartford Acc. & Indemnity. 16.2 22.5 
Travelers (Acc. Dept.)..... 18.3 
Travelers Indemnity ....... 9.9 14.8 


Companies of Other States 


American Mut. Liability.... 6.6 12.5 
Continental Casualty .. 22.9 35.8 
Contractors’ Mut. Liability. 14.2 21.9 
Employers Indemnity ...... 14.0 21.0 
Fidelity & Casualty........ 21.5 31.9 
Fidelity & Deposit......... 55.0 58.6 
Globe Indemnity ......... - 19.7 29.3 
Great Eastern ....... er ee. *59.0 
Biberty BHUtGal 2660.5 ctcees 6.9 9.3 
London & Lancash. Indem.. 27.2 56.7 
Manufacturers’ Liability ... 13.4 58.6 
Maryland Casualty ....... - 25.2 35.5 
Massachusetts Bonding..... 19.5 55.1 
New Amsterdam Casualty .. 14.0 39.4 
N. J. Fid. & Plate Glass.. 15.4 59.8 
Preferred Accident ........ 17.0 34.0 
Royal Indemnity .......... 22.1 35.6 
Standard Accident ......... 19.5 29.3 
United States Casualty..... 21.0 28.5 
United States Fid. & Guar.. 21.2 31.5 


Companies of Other Countries 
1 


Employers Liability ....... ‘ 26.5 
General Acc. Fire & Life... 20.9 31.6 
London Guar. & Accident... 16.0 29.7 
Ocean Acc. & Guarantee.... 17.5 26.0 
Zurich General Accident.... 18.8 31.2 

fi |: a Saks 19.5 30.2 


Figures by companies on compensation 
loss ratio for 1918 are: 

Prob- 

Name of Company Actual able 

Companies of Connecticut % - % 

Aetna Life (Acc. Dept.) .... 27.2 52.3 














Aetna Casualty & Surety... 18.8 62.0 
Hartford Acc. & Indemnity. 28.1 74.6 
Travelers (Acc. Dept.)...... 5.8 62.0 
| Travelers Indemnity ...... 17.6 60.4 


(CONTINUED FROM PAGE 23) 
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Need for Ample Surplus 


COMMISSIONER MANSFIELD of Connec- 
ticut in his annual report makes some 
observations on- the needs of ample 
surplus for life companies in view of 
the lesson taught by the influenza epi- 
demic. He holds that this dire scourge 
placed the severest test yet undergone 
in this country on companies writing 
health and life insurance. Heavy in- 
roads were mede on surplus. Com- 
panies writing health insurance in most 
parts have found it necessary to in- 
crease their rates. The commissioner 
commends this action saying that it is 
not a sign of weakness but a recogni- 
tion of the necessity of putting the 
business on a more secure foundation. 
Competition has reduced health rates to 


a point where there was little or no 
profit in that end of a company even 
during normal times. 

Commissioner MANsFieLp Said that 
undoubtedly one of the great lessons 
the epidemic has taught us is the need 
of ample surplus. The public has been 
known to criticize large surplus funds 
and to demand their distribution es- 
pecially by the mutual companies. The 
commissioner says that the experience 
of the epidemic shows that after all 
those companies which have created 
large funds in excess of normal de- 
mands have builded not perhaps better 
than they knew but certainly better 
than many of their critics knew. Com- 
panies need sufficient ballast these days. 


Steam Boiler Insurance 


In selling steam boiler insurance, the 
chief selling argument to be developed is 
the value of the inspection service ren- 
dered. That it is worth much to a prop- 
erty owner is attested by the fact that 
once steam boiler insurance is taken out 
and the assured commences to get the 
benefits of the inspections, the business 
will seldom go off the books. Some of 
the companies are now carrying policies 
that have been in force for over twenty 
years. 

The inspection service of boiler insur- 
ance is probably more important than any 
other form of indemnity on the market 
today. Regular inspections are made by 
trained experts, who not only see that the 
boilers are in good running order, but 
give advice to the engineer or firemen as 
to the care of the heating or power plant, 
make suggestions as to the best type of 
boilers to be used where additions are 
planned, analyze the feed water in order 
to see that no harmful ingredients are 
damaging the boiler, and give other help- 
ful advice concerning the handling of the 
power or heating system. As a matter 
of fact, boiler insurance is more accu- 
rately the means of preventing boiler 
losses, rather than a mere promise to pay 
in the event an explosion occurs. 

This feeling of security on the part of 
a property owner contfasts sharply with 
the anxious moments spent by the man 
whose boilers are uninsured. He is forced 
to depend upon inspections made by his 
local engineers or fireman. In most cases 
this half-hearted overhauling of the boiler 


could not possibly be called an inspection. 
The man in charge of the equipment sim- 
ply scrapes the scale out of the boiler, 
but does not make a comprehensive in- 
spection. In the smaller risks, it is neces- 
sary to keep the boilers going on all oc- 
casions and very little time can be given 
to a thorough inspection. In the larger 
risks, the engineer, who is really the only 
one competent to make _ inspections, 
usually acts only in a supervisory ca- 
pacity, and the firemen under his direc- 
tion do the overhauling and examining. 
They, however, decline to assume any 
responsibility, and in case of damage say 
that they were acting under the engi- 
neer’s orders. This is little consolation 
to the owner of the building who has sus- 
tained a severe loss and considerable in- 
convenience. 

The isolated risks, such as brick-yards, 
quarries and the like, seem to be the most 
hazardous and yet are very often without 
boiler insurance. The power plants of 
these properties are ordinarily taken care 
of by foreigners or others who have no 
real understanding of the functions of 
steam boiler equipment. If more pressure 
is called for, the plant is fired up with 
little regard for the reading on the steam 
gauge. Yet the steam boiler companies 
will render the highest type of service 
with such risks. Inspections will be made 
at 3 o’clock in the morning, and often are 
on creamery risks where the heating and 
power plant must be kept going all dur- 
ing the day. Assured having boiler 
policies can be congratulated. 


Giving Complete Coverage 


CasuaLty men have taken much inter- 
est in the recent decision of the appellate 
division of the Supreme Court in New 
York, where, in addition to the regular 
compensation liability, a corporation was 
held for damages at common law. The 
decision was that of Fontanello against 
New York Central Railroad, 186 App. 
Div. 588. This case involved an accident 
to an employe who received the regular 
compensation allowed by law. In this 
case, however, the jury rendered a verdict 
against the railroad company amounting 
to $20,000 on the ground that the assistant 
Station master was negligent in failing to 
send for an ambulance promptly after the 





employe was hurt. The Appellate Division 
reduced the verdict. to $12,000, but in 
every other way upheld the decision. The 
TRAVELERS in commenting on this case 
says that stock companies generally cover 
in addition to the compensation obligation 
whatever further obligation may exist in 
the way of damages at common law for 
injuries to a person. It declares that 
state funds cannot furnish this protec- 
tion. It has usually been claimed by the 
advocates of state funds that the protec- 
tion was practically without value. The 
New York case, however, is worth citing 
to show the possibility. It pays to 
have dependable protection at all times. 


R. Gilmore Close, manager of the 
claim branch of the industrial depart- 
ment of the General Accident at the 
United States head office in Philadel- 
phia, has been allowed a three months’ 
leave of absence on account of ill 
health, resulting from close application 
to business. Accompanied by Mrs. 
Close, he is recuperating at Wellsboro, 
Tioga county, Pa., his old home and 
birth place. Manager Close has been 
actively engaged in underwriting lines 
for the past twenty-three years at El- 
mira, N. Y.; Boston, Mass., and Phila- 
delphia. 


Warren Griffith, superintendent of 
agents of the commercial accident and 
liability departments of the Continental 


‘Casualty, has been made vice-president 


of the H. G. B. Alexander & Co., in 
charge of production and underwriting. 
Mr. Griffith will continue his duties as 
superintendent of the Continental Cas- 
ualty. 

G. A. Lowrance, of Yoakum, Tex., 
who shot and killed W. M. Dutton, an 
insurance man of Chicago, by mistake 
in a hotel at Houston, Tex., on the 
night of April 29 last, has made a set- 





tlement with Mr. Dutton’s widow and 
her little son by agreeing to pay $21,- 
000 damages. Of this amount $5,000 
represents a cash payment, while nego- 
tiable notes are given for the re- 
mainder. Mr. Dutton was auditor of 
the Hartford Accident & Indemnity. 

Mrs. Dutton brought a friendly suit 
in the district court at Houston 
through the attorneys of the Hartford, 
and the settlement for damages re- 
sulted. 


W. I. Burke, superintendent of 
agencies of the American Bonding & 
Casualty of Sioux City, Ia., has resigned 
to become executive manager of the 
insurance department of the Trustees 
System Service Corporation of Chi- 
cago. This organization is similar in 
its operation to the Morris Plan Bank. 
An insurance service is being inaugu- 
rated and Mr. Burke will have charge 
of this feature. 

Mr. Burke has had an extensive casu- 
alty insurance experience, having been 
with the Travelers and Fidelity & Cas- 
ualty in various capacities. He has 
done valuable work in building up the 
agency plant of the American Bend- 
ing. 
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MUTUAL SECTION’S PROGRAM 





Excellent Series of Events Arranged 
for the Annual Meeting to be Held 
Sept. 2 





The Mutual Section of the Health & 
Accident Underwriters Conference will 
meet at Niagara Falls, Sept. 2. Elmer 
Loucks, president of the National 
Travelers Benefit of Des Moines, is 
president of the Mutual Section. Its 
program is: 

“Would Health Companies Benefit by 
Affiliation with Dental Societies in 
Spreading Propaganda on Mouth Hy- 
giene?’ Dr. William F. Jarvis, president 
of the Fraternal Protective, Bosten; dis- 
cussed by Dr. C. C. Criss, secretary of 
the Mutual Benefit Health & Accident, 
Omaha, and Dr. F. L. Jenney, medical 
director of the Federal Life, Chicago. 

“What Have Been the Distressing Fea- 
tures of Health and Accident Business 
the Last Two Years?” E. C. Bowlby, 
president Fidelity Health & Accident, 
Benton Harbor; discussed by C. 
Brackett, president Hoosier Casualty, In- 
dianapolis, and C. A. Nesbitt, secretary 
Commercial Travelers Health & Accident, 
Cleveland. 

“What Have Been the Exhilarating 
Features of Health and Accident Busi- 
ness the Last Two Years?” W. T. Grant, 
secretary Business Men’s Accident, Kan- 
sas City; discussed by W. R. Sanders, 
secretary American Liability, Cincinnati, 
and S. W. Munsell, general manager 


Masonic Mutual Accident, Springfield, 
Mass. 
“Referring to Questions Two and 


Three, Did One Offset the Other? If so, 
to Advantage or Disadvantage?” Reed 
Robison, superintendent of agencies, Na- 
tional Masenic Provident, Mansfield, 
Ohio; discussed by G. A. Fairly, secretary 
National Travelers Benefit, Des Moines, 
‘and O. L. McCord, secretary [Illinois 
Mutual Casualty, Peoria. 

“Salesmanship Articles,’ C. B. Royer, 
president Central Business Men’s, Chi- 
cago; discussed by Paul Kirkpatrick, 
field manager Southern Surety, Des 
Moines, and John Blanchard, director 
Towa State Traveling Men’s, Des Moines. 

Open discussion on “Monthly Pay Poli- 
cies.” 


General Accident’s Health Rates 


The General Accident has increased its 
health rates on new business from July 
10. The new rule does not apply to re- 
newals. For $7,500 principal sum for ac- 
cident and $25 weekly indemnity for 
health its $6@ policy is raised to $65. Its 
$70 policy goes to $80 and its $75 policy 
to $85. 











FORM CASUALTY CONFERENCE 





Detroit Organization Starts Out With 
Initial Membership of Twenty- 
two Companies 





The Detroit Casualty Conference hag 
been organized with twenty-two com- 
panies represented. This is one of the 
largest initial organizations of the acci- 
dent and health men ever fermed, al- 


thouzh many of them have reached 
greater proportions by future growth. 
While new, it is also ene of the most 


enthusiastic. The men present at the 
first meeting demonstrated this by the 
great interest taken in the work that 
was marked out for them. 

BE. Anger, president, and Jesse C. Green, 
treasurer of the National Ageney Man- 
agers Association ef Health & Accident 
Insurance, were present and made stir- 
ring addresses which awakened all to 
the necessity of a live local organization. 
They told of the work of other confer- 
ences and of the activities of the na- 
tional organization. 

Officers elected are as follows: 

President—L. H. Westerman. 

Vice-President—Charles F. Sullivan. 

Secretary—George B. Graves. 

Treasurer—Wade Hampton. 

A vigorous policy is to be pursued by 
the new conference. Through the infor- 
mation secured from various sources, the 
officers are ready to begin their work in 
real earnest. The watchword will be a 
clean business from clean agencies, and 
those who follow any other course will 
in all probability have rough sailing. 

The annual convention of the National 
Agency Managers Association of Health 
& Accident Insurance will be held at 
Hotel Statler, Detroit on July 25-26. 





The Federal Accident of Lincoln has 
been granted authority by the South Da- 
kota insurance department to write health 
and accident risks. 


Are Watching the Claims 


Casualty companies are watching their 
claims these days, especially any depart- 
ment involving automobile collision and 
property damage or accident to persons, 
to see whether the absence of intoxicat- 
ing liquor will have any effect. Many 
underwriters feel that claims will de- 
crease materially, especially where they 
have been affected by persons under the 
influence of liquor. 

A careful study is also being made ef 
compensation claims to see if liquor haa 
any effect on employes in making them 
less careful. It is predicted that the 


reckless and careless driving of automo- 
biles will be minimized with liquor out 
of the way. 
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Capital 
$500,000.00 
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Lines 


Fidelity & Surety Bonds 
Plate Glass, Burglary 
Health and Accident 
Automobile Liability 
Property Damage and 
Collision Insurance 
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AUTOMOBILE AGENTS WANTED—Licensed in Neb., Iowa, Kans., Mo., 
Texas, Utah, Mont., Calif., N. Dak., Minn., S. Dak., Mich. 


LION BONDING & SURETY CO. 


HOME OFFICE: OMAHA, NEBRASKA 


Assets 
$1,000,000.00 














Branch Offices 
Minneapolis 
Grand Rapids 
Great Falls 
Dallas 

St. Louis 
Kansas City 
St. Paul 

San Francisco 
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Meeker-Magner €o., 
Insurance Exchange, 
Chieago, IIL 


The Roberts Co., 


Roberts Bldg., 
Milwaukee, Wis. 


io inten Trust Bldg. > 





GENERAL ACCIDENT 


Fire and Life 


ASSURANCE CORPORATION 


General Building, Philadelphia 
Begs to announce 


Marked Reductions in Automobile Rates 


Agents and Brokers may promote their own and their clients’ interests by 
consulting the Corporation’s General Agents 


H. C. Borhus, 
Plymouth Blidg., 
Minneapolis, Minn. 


Neale-Phypers Co., 
1249 Huron Road, 
Cleveland, Ohio 


W. E. H. H. Neale & Co., 
Empire Bldg., 


Ltd. 


T. re Slaughter, 
Todd Bld 
pote Ky. 
H. S. 
603 Fran “Blag., 
St. Paul, Minn. 


American Insuranoe Agency 
Globe Building, 














gt ng Ind. Detroit, Mich. St. Paul, Minn. 
| C. A. CRAIG W. R. WILLS Cc. R. CLEMENTS 
President Vice-Pres. Sec’y and Treas. 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


OF NASHVILLE, TENNESSEE 


Capital, $300,000.00 








Record For Money-Making Contracts 
Growth Unsurpassed For Good Agents 

















Chas. L. Nicholson, President 


Harry R. Wood, Secretary 


THE INTER-STATE SURETY COMPANY 


REDFIELD, SOUTH DAKOTA 
WE ISSUE 


DEPOSITORY, FIDELITY B JU 
WAREHOUSE 


PLATE GLASS and BANK BURGLARY INSURANCE 


DICIAL, OFFICIAL and 
MISCELLANEOUS 











SOUND 
ENTERPRISING 
LIBERAL 
PROMPT 











PLATE GLASS, 


THE METROPOLITAN CASUALTY 


INSURANCE Co. OF NEW YORK 
Home Office: 47 CedarSt., New York City 


BURGLARY, 


ACCIDENT, 


HEALTH INSURANCE 

















ia WORKMEN'S COMPENSATION | 








WISCONSIN RECORDS BROKEN 





Premiums for 1918 as Reported by 
State Board Show Big Increase 
Over Previous Year 





MADISON, WIS., July 8. — All 
records have been broken for the 
amount of compensation insurance 
written in Wisconsin. The annual 
statement of the compensation insur- 
ance board shows that during the year 
1918, the net premiums for compensa- 
tion were $3,858,967 as compared with 
$2,487,497 for the year previous. The 
amount of earned premiums for the 
year 1918 was $3,679,007 as compared 
with $2,258,040. Losses and expenses 
incurred by all compensation insurance 
companies operating in Wisconsin 
during 1918 were $2,838,458, which is 
77.2 per.cent of the earned premium. 
The expenses and losses incurred dur- 
ing 1917 were $2,300,373 or 106 percent 
of the earned premium. The actual 
losses incurred in 1918 were $1,767,432 
as compared with $1,661,534 in 1917. 
The actual expenses incurred in 1918 
were $1,071,026 as compared with $728,- 
839. The loss percentage incurred in 
1918 is 48 percent of the earned pre- 
mium as compared with 74 percent in 
1917. The percentage of expense in- 
curred in 1918 of the earned premium 
is 29.2 percent as compared with 32 
percent for 1917. 


—_——-—- 


COMMITTEE OF NINE NAMED 





Casualty Men Who Will Devise Plan 
for Centralized Rate Making 
in Compensation 





The committee of nine to devise a 
plan for the centralization of work- 
men’s compensation rate making and to 
draft a constitution for the National 
Council of Workmen’s Compensation 
Insurance so that it can take care of 
its increased activities is as follows: 
A. Hi. y ner ad New York State In- 
surance Fund; E. C. Higgins, secretary 
Aetna Life; ra 'E. Jewett, vice-presi- 
dent Royal Indemnity; E. S. Lott, 
president United States Casualty; T. S. 
Sampson, vice-president American Mu- 
tual Liability; W. S. Bucklin, president 
Liberty Mutual Liability; William Luf- 
ley, New York Insurance Department; 
E. H. Downey, Pennsylvania Insurance 
Department; L. S. Senior, manager 
Compensation Inspection Rating Board. 

In the effort to bring about a central- 
ized system of rating, the mutuals feel 
that they will get a squarer deal than in 
the past. The mutuals have always ob- 


_jected to the National Workmen’s Com- 


pensation Service Bureau rating ma- 
chinery on the ground that classes 
largely in the hands of mutuals had 
their rates put down to a point where 
the stock companies were writing these 
without profit with the hope of dislodg- 
ing the mutuals. The stock companies 
deny that any such discrimination was 
made. However, the mutuals are very 
‘strong in their convictions along this 
line. 





Wants Zurich Penalized 


MADISON, WIS., July 8—The compen- 
sation insurance board has recommended 
to Commissioner Whitman that the Zur- 
ich General Accident & Liability, Chi- 
cago, be fined $500 for failure to file 
reports with the insurance board as re- 
quired by law. Commissioner Whitman 
said that a hearing would be given upon 
the matter within a few days. 

The board’s action grows out of the 
issuance of a policy to the A. J. Linde- 
mann & Haverson Company of Milwau- 
kee, The board says: 

“According to the correspondence re- 
ceived this policy binds the insurer to 
indemnify the assured to the extent of 
which the assured’s losses will exceed 
$15,000 during the policy period. While 
this is only partial protection it never- 





theless must be treated as compensation 
insurance, and is so considered by the 
Compensation Insurance Board and by 
the Wisconsin Industrial Commission. 
The rates employed by the company 
were not filed with this board and the 
policy was not reported as the statutes 
prescribe.” 





Threshermen Are Organizing 


WATERTOWN, S. D., July 8—The 
threshermen of the state are organizing 
the South Dakota Brotherhood of Thresh- 
ermen for the purpose of becoming a 
unit in the South Dakota Protective As- 
sociation, through which they may meet 
the requirements of the state workmen’s 
compensation act. The individual fee for 
threshermen operating one or more rigs, 
corn shredders, huskers, road machines 
or plowing outfits, is $33 with a $500 
payroll or less. Of this, $25 is deposited 
with the state for a guaranty fund and 
the balance goes to the brotherhood. 
Brown county’s membership is now 250 
against 100 last year. 





Aliens Seek Lump Awards 


PHILADELPHIA, PA., July 8.—Harry 
A. Mackey, of the workmen’s compensa- 
tion board, announced today that aliens 
are besieging the board requesting lump 
awards. With the war over they want 
to return to the old country, and Ameri- 
can money buys larger accounts in for- 
eign coin at present rates. Mackey op- 
poses such action. The decision is still 
pending. 





Threatens to Disbar Attorneys 


NEW YORK, July 9.—The supreme 
court of New York has threatened to 
disbar attorneys guilty of overcharging 
claimants before the state industrial 
commission. The law provides the limit 
of the fee in such cases, but attorneys 
have been evading it by making ar- 
rangements with third parties. 





Burhop Quits Wisconsin Board 


MADISON, WIS., July 8—W. A. Burhop 
has resigned as a member of the Compen- 
sation Insurance Board to accept an ap- 
pointment with the Employers Mutual 
Liability at Wausau. It is understood 
that Thomas W. Broughten, Milwaukee, 
chief inspector of Wisconsin Compensa- 
tion Rate and Inspection Bureau, will be 
appointed by Governor Philipp to suc- 
ceed Mr. Burhop. 





Iowa’s New Law in Effect 


DES MOINES, IA., July 8—Iowa’s new 
compensation law is in effect. Along with 
other statutes enacted by the recent legis- 
lature, it became effective July 4. The 
new law is considerably more liberal than 
was the old and it is anticipated that rates 
on this class of insurance are due for a 
boost in Iowa in order to meet the con- 
ditions, 





Ohio Referendum Fails 


COLUMBUS, O., July 8.—Attempts to 
bring about a referendum on the Miller 
senate bill, making appointments to the 
state industrial commission (under which 
the compensation law acts) subjects to 
confirmation by the senate, has failed. 
Officials of the Ohio State Federation of 
Labor, which was behind the movement, 
did not get signatures enough. 





Decides Compensation Point 


COLUMBUS, O., July 8.—The Ohio su- 
preme court has affirmed the judgment 
of the Mahonny courts in a case involv- 
ing a disputed point in the workmen’s 
compensation law. A workman was sent 
by his foreman to get a certain utensil. 
A fellow-workman objected and a quar- 
rel followed. The first workman was 
killed. The widow sought compensatien, 
but the industrial commission refused, 
claiming that the man was not in the 
course of employment at the time he was 
killed. The courts hold, however, that 
under the circumstances the husband did 
meet death while in the course of his 
employment. 


In celebration of signing of the peace 
treaty, the directors of the Ocean Acci- 
dent & Guarantee authorize Charles H. 
Neely, United States attorney and general 
manager of the corporation, to pay all 
employes a 5 percent bonus of their an- 
nual salaries. 
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THE NATIONAL 








Special 
“Speci 


open. 


22 STATES 


and some undeveloped territo: 
ma. 


Agents wanted for our 
al Farmer’s Policy”, 


in Illinois, Indiana and Ohio. 
District Managers territory 


Most complete line of 


special policies on the market. 
Cash Capital $200,000.00 


Net Surplus 97,000.00 
Admitted Assets 367,475.00 


INTER-OCEAN CASUALTY 
COMPANY 
CINCINNATI, OHIO 














AMERICAN 
SURETY 
COMPANY 


NEW YORK. 


100 Broadway 





SURETY BONDS 


BURGLARY 
INSURANCE 














ME 






| INDIANA, mn 


PENNSYLVANI 
KENTUENY 


Accident and Health 


RICAN LIABILIT 
COMPANY | 


$100,000 Insurance Dept. Deposit 








CLAIM SUPERVISION 
The busy claim executive likes to feel that the cases 





he refers to a field representative will be promptly aad 
efficiently handled without further cueren. ” 
R. L. NASE 
A dj PY for Cc. Ity Cc, p 2. 
Liability, 1109-10 Mutual Bldg. Territory 
po spans tion Richmond, Va. — 
Heaith Claims No. Carolina 














THE 
JIFFY 
PEN 


The word “Jiffy” de- 
notesspeed and action. 


The shape and bal- 


ance resembles the dip 


penholder. 


It is built 


for those who appre- 
ciatea properly shaped 
and balanced pen. 
Prices from $2.50 up. 
Self-filling without a 


rubber sac. 


Send for descriptive 


J 





Sioux City, 


matter. 


IFFY PEN CO. 
Dept. No. 2 
406 Pierce Street 


Iowa 
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AMONG SURETY MEN | 











WATCH CONTRACT BUSINESS 





Much Public Work Is Being Done— 
Companies Expect Building Boom 
Later On 





Surety men who are keeping in close 
touch with the situation say that the 
big boom in contract bonds has not 
arrived with the exception of roads 
and public buildings. There is more 
or less industrial building being done, 
hotels are being erected, school houses 
are being put up. But apartment 
houses, office buildings, residences and 
so on have not been started to any ex- 
tent. In some of the large cities bunga- 
lows are being erected. It is a question 
in some of the cities whether the apart- 
ment house proposition is a good in- 
vestment. Some of the insurance men 
say that there are more apartment 
houses on the market to be sold in 
Chicago at the present time than ever 
before. In spite of the increase in rents 
it is claimed that the net earnings are 
far less than ordinarily on account of 
the higher price of coal, repairs and 
salaries for help. The labor situation 
involving strikes is handicapping build- 
ing in many cities. 

Surety companies as a whole, how- 
ever, are showing an increase in 
premiums. There is plenty of little 
stuff going the rounds even if the large 
bonds are few and far between. 





Discuss Blanket Bonds 


NEW YORK, July 9.—The Surety Asso- 
ciation of America met today in New 
York, with E. D. Livingston, of the 
‘Royal Indemnity, presiding. The North- 
ern Casualty resigned, as it has rein- 
sured in the Interstate Surety of Red- 
field, S. D. The main discussion centered 
about bankers’ blanket bonds. 





The first bond issued in South Dakota 
under the new state bond law passed dur- 
ing the 1919 session was issued to Miss 
Whitney, deputy in the state game depart- 
ment, who secured policy No. 1. Under 
this act the state carries its own Official 
bonds for state and county officers, the 
premium being paid by 
state. 


CONNECTICUT RECORD 


(CONTINUED FROM PAGE 20) 
Companies of Other States 


the county or 





American Mut. Liability.... 24.6 60.8 
Continental Casualty ...... 28.6 67.8 
Contractors’ Mut. Liability. 28.6 54.5 
Employers Indemnity ...... 14.0 21.0 
Fidelity & Casualty........ 25.1 54.0 
Fidelitv & Deposit......... or ened 
Globe Indemnity .......... 24.0 55.9 
Great Eastern ............. 12.0 12.0 
T.iberty Mutual ............ 22.5 61.5 
London & Lancash. Indem..1342.7 1495.1 
| Manufacturers’ Liability ... 29.4 47.5 
Maryland Casualty ........ 26.1 65.9 
Massachusetts Bonding .... 66.7 71.2 
New Amsterdam Casualty.. 32.5 60.1 
N. J. Fid. & Plate Glass.... .... aria 
Preferred Accident ........ rere eacada 
Royal Indemnity .......... 26.6 73.3 
Standard Accident ........ 20.0 66.9 
Tinited States Casualtv..... 30.8 57.1 
United States Fid. & Guar.. 28.7 45.2 
Companies of Other Countries 
Emplovers Liabilitv ....... 24.0 52.2 
General Acc. Fire & Life... 29.7 52.2 
T.ondon Guar. & Accident... 29.1 80.2 
Ocean Ace. & Guarantee.... 27.0 69.5 
Zurich General Accident.... 29.1 90.7 
PPOUGME ecivinaswecneceees 26.0 61.1 


Dooley to Philadelphia 


BOSTON, MASS., July 8.—H. Jordan 
Dooley has been appointed by United 
States Manager Samuel Appleton of the 
Employers Liability Assurance to active 
association with the middle department 
general agency of the company at Phila- 
delphia, with W. A. L. Laughton, the 
name of the firm becoming W. A. L 
Laughton & Co. Mr. Dooley was in the 
Philadelphia office of the Employers from 
1909 to 1915. when he was transferred to 
the head office at Boston. He has since 
been supervising special agent there. Mr. 
Laughton, senior of the firm, began his 
insurance career at the home office in 
Boston in 1889, being given the general 
ageney for Pennsylvania, New Jersey and 
Delaware in 1892. The annual writings 











, of the office are at the rate of $1,500,000 
and steadily increasing. 
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Southern Surety Co. 


Des Moines, Iowa 


C. S. Cobb, Pres. J. H. Huckleberry, Vice Pres. 
E. G. Davis, Secy. Jno. T. Suggs, Vice Pres. 
M. H. Cohen, General Counsel 





Capital $1,000,000 Surplus $482,067.36 





Entered in 24 States 
Writes ‘‘All Casualty and Surety Lines’’ 
Agents Wanted in Unoccupied Territory. 








“$2,500 FOR $1.00” 


Today See, Write or Phone 
R. W. HYMAN & COMPANY 


1916 Insurance Exchange Building, Chicago 


About the new and original CONTINENTAL AUTOMOBILE PERSONAL 
ACCIDENT policy sold at an annual premium of $1.00 to persons who buy a 
CONTINENTAL AUTOMOBILE LIABILITY policy—it’s a BIG BUSINESS 
GETTER and is sold only by the 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President - General Offices, Chicago, IL 

















Interstate Casualty Company 


Home Office: Birmingham, Ala. 


Capital, Surplus and Reserves, $682,633.18 


Specializing in Automobile and Public 
Liability and Excess Insurance 


General Agents 





STATE AGENCY THE AGENCY COMPANY 
Imsurance Exchange, Chicago Salt Lake and San Francisco 
CRAIG BELK & Co. FERGUSON & HARRIS « 


Chronicle Bldg., Houston, Texas Columbia Bldg., Louisville, Ky. 


> 


‘ 














THE NATIONAL BUSINESS MEN’S ASSOCIATION 


A. R. SMITH, Secretary Cleveland Ohio 





Unrestricted Accident and Health Insurance for business and profes- 
sional men; cost $9.00 quarterly. No other Company writes our 
-INCOME policy. Ask for folder describing it. Prompt and liberal 


claim settlements made. : : : : : : : : ! 2 $: ¢t ¢ ¢ ee? 





Representatives Wanted in Ohio 











‘THE HOOD AGENCY, Inc. 


Largest Insurance Agency in the Northwest 
Specializing in Workmen’s Compensation, Casualty, 
_ Fire and Tornado and Surety Bonds 
GENERAL AGENTS 


THE OCEAN ACCIDENT & GUARANTEE CO., Ltd. 
Phoenix Building, MINNEAPOLIS, MINN. 
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Chicago Bonding & Insurance Co. 


LINES OF INSURANCE WRITTEN 





Bonds 
Fidelity 
Official 
Judicial 
Contract 
Depository 


Miscel- 
laneous 








Assets . 
$1,780,412.00 

















Capital 
$500,000.00 





Insurance 





Accident 
Health 
Liability 
Automobile 
Plate Glass 


Burglary 








Surplus to 
Policyholders 


$1,402,255.00 








O. F. ROBERTS, Vice-Pres. and Gen. Mgr. 


Home Office:-—CHICAGO, IIL. 

















CAPITAL ONE MILLION DOLLARS 


Emory H. English, President 


HOME OFFICE: 715 Locust St., DES MOINES 


FIDELITY AND 
SURETY BONDS 
BURGLARY 


Ad: PT ee 
Liabilities and Reserves ......... encnsseseccscese cocve ce coccscee \ 
Paid Up Capital ..... EoEeseeShsSbaaLaRbanaaaee scacccccescesvence 1,000,000.60 


UD ceccccccccceecs 


$1,016,800.00 in Approved Securities on Deposit with Insurance Department of lowa 











Joel Tuttle, Secretary 


COMPENSATION 
AUTOMOBILE 
PUBLIC LIABILITY 


401,267.26 








Bring Home the Bacon 


THE $10,000 PARAMOUNT ACCIDENT 
OR DISABILITY POLICIES OR THE 
AUTOMOBILE ACCIDENT POLICY FOR 
$5 PER YEAR 


American Casualty Company 


READING, PENNSYLVANIA 
WRITE FOR PARTICULARS 


By Selling 














The Mutual Plate Glass Insurance Co. 


HENRY WENTZ, President 


The only Ohie Company Specializing on Plate Glass Insurance. 
SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 


Shelby, Ohio 
Organized 1883 


L. A. DENNIS, Sec. and Gen’l Agent 
Not on Experiment. 











“WITH BURCLARY UNDERWRITERS 
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WILL ATTACH BANK RIDER 

Casualty Companies Interested in Let- 

ter Sent Out by United States 
Fidelity & Guaranty 





To reassure any who may be uncer- 
tain in view of the recently issued cir- 
cular letter of the United States Fidel- 
ity & Guaranty, regarding the claim of 
the Baden Bank of St. Louis, as to the 
extent of the coverage afforded under 
bank burglary insurance policy forms 
authorized by the American Bankers 
Association, the latter body has pre- 
pared an endorsement for attachment 
to its contracts; which endorsement 
reads:—‘‘Section (1) of General 
Agreement B. of this policy is hereby 
amended to read:—‘From within the 
banking enclosure reserved for the use 
of officers or office employees of the 
assured, or from within any locked or 
unlocked safe or vault located within or 
opening directly into said enclosure, 
provided at least one officer or office 
employee of the assured is present and 
regularly at work in the premises.’” 


The Maryland Casualty, Fidelity & Cas- 
ualty, the American Surety and possibly 
other burglary companies, have each ad- 
vised their agents in response to the 
United States Fidelity & Guaranty letter. 
While denying the need for any such 
endorsement as that prepared by the 
American Bankers Association, each of 
the offices expresses its entire willing- 
ness to attach the rider to any of its 
contracts if the assured so desires. 

President Stone, of the Maryland Cas- 
ualty, sharply challenges the inference 
drawn by President Bland, of the United 
States Fidelity & Guaranty that the for- 
mer company defended the claim of the 
Franklin State Bank of Alabama against 
it upon a technicality, declaring posi- 
tively that its refusal to pay was upon 
meritorious grounds, and its position was 
fully sustained by the court. The Mary- 
land Casualty, Mr. Stone continues, never 
denies liability upon technicalities 
merely, but has ever interpreted its con- 
tracts according to their spirit. 

American Surety, writing its field force 
upon the same subject, says in part: 
“No endorsement is necessary to cover 
stch a loss, but in the event that the 
nerves of any of your clients have been 
‘set on edge by the advertising campaign 
of the United States Fidelity & Guaranty 
Company, in which they exploit as a 
virtue that which is only the fulfillment 
ef distinct contract obligation, we are 
putting you in a position to relieve their 
uneasiness, and you may issue such an 
endorsement where there seems to be 
any demand for same.” 





Go After $1,000 Policy 


Since the $500 burglary policy was 
practically eliminated by the Burglary 
Insurance Underwriters Association most 
offices say they are able to change poli- 
cies to $1,000. In Chicago the $500 policy 
was very popular and was sold largely to 
residents of apartments. The companies 
have been badly hit by losses under these 
policies. Under the new rule if a policy 
less than $1,000 is written the coinsur- 
ance clause must be used. Agents fear 
that there will be more or less misunder- 
standing if the coinsurance clause is used 
on dwelling policies and hence are re- 
commending the $1,000 policy. The New 
Jersey Fidelity & Plate Glass is writing 
the $500 policy and withdrew from the 
Burglary Underwriters Association. The 
various sensational bank robberies in the 
outskirts of Chicago have caused almost 
all banks to carry the full limit of in- 
surance. 


Small Town Bank Robbed 


Agents selling burglary insurance fre- 
quently are confronted with the argu- 
ment on the part of bankers in the 
smaller cities and towns that there is no 
need of carrying a great amount of bur- 
glary insurance, inasmueh as it is the 
suburban banks or those in near prox- 
imity to the large cities which are the 
victims. However, there are many banks 
robbed these days in the smaller points, 
as is witnessed by the plight of the 











Lakewood State Bank, southeast of Pana, 





Ill., which lost several thousand dollars 
in Liberty bonds and currency this week, 
due to daring bandits. Owing to the 
fact that bank robbers can make an easy 
escape with a high-powered automobile, 
the distanec from large cities does not 
cut the figure that it formerly did. 


London Guarantee’s Change 


Maxson and Perdue of Cleveland, Ohio, 
have been appointed general agents of 
the London Guarantee & Accident for the 
northern section of the state. T. W. 
Frier, formerly of Frier & Huggins, who 
have represerated the London Guarantee, 
goes with Maxson & Perdue as manager 
of the casualty department. 


Claim Men to Meet 


The International Claim Association 
will hold its next annual meeting at 
the Hotel Chamberlain, Old Point Com- 
fort, Sept. 22-24, according to announce- 
ment just sent out by President James G. 
Madigan. 


New Pennsylvania Special 


The London & Lancashire Indemnity 
has appointed Franklin J. Moore, Jr., its 
special agent for Pennsylvania. Mr. 
Moore is a son of Franklin J. Moore, a 
former United States manager for the 
General Accident of Scotland. 





Ward J. Cornell Promoted 


BOSTON, MASS., July 8.—Ward J. 
Cornell has been appointed manager of 
the Boston department of the Hartford 
Steam Boiler to succeed the late C. E. 
Roberts. Mr. Cornell came to Boston 
some fire years ago as assistant to Mr. 
Roberts. He is a native of New York, 
spent some years in newspaper work 
and became special agent for the Hart- 
ford Steam Boiler in the New York de- 
partment in 1907. 


Business Men’s Accident Association, 
Kansas City, Mo.—The company is cele- 
brating its tenth birthday. Since organi- 
zation it has paid to members more than 
$2,000,000 covering accident and health 
claims and is now taking in $1,000,000 a 
year in premiums. The new business for 
June was a little more than 50 percent 
greater than that for the same month of 
last year. Claims for the first half of 
1919 amounted to $331,303, which is above 
normal. 


. 


Casualty Notes 


The Equitable Accident of Boston has 
been licensed in Minnesota. 

Joel Rathbone, vice-president of the 
National Surety, has returned to New 
York, after a six weeks’ visit to England 
and France. 

The Employers Mutual Liability of 
Wausau, Wis., has established an office at 
1618 Pioneer building, St. Paul, Minn, 
with J. M. Sexton in charge. 

C. W. McKnight, manager of the Los 
Angeles branch office of the General Ac- 
cident for the past two years, has re- 
signed to engage in another line of 
business, 

The British Trade Corporation has es- 
tablished the Trade Indemnity Co., the 
object of which is to insure merchants 
and others against bad debts. The pur- 
pose of establishing this credit indemnity 
company is largely to assist in the recon- 
struction movement and to aid in stabil- 
izing business. 


Officers Not Employes 


COLUMBUS, C., July 8.—Attorney- 
General Price, in an opinion, rules that 
officers of a corporation are not em- 
ployes, as such, in the operation of the 
workman’s compensation law. Special 
circumstances may, however, make them 
employes in addition to their official 
capacity. There are questions of fact for 
the industrial commission to answer in 
each case. Ruling specifically upon 4 
point raised by the Union Central Life, 
he holds that general and special agents 
are not employes. 


A live one—The Casualty Review. 
An illustrated monthly magazine for 
accident and health insurance sales- 
men. Send ten cents for sample copy, 
or one dollar for a year’s subscription 





to 1362 Insurance Exchange, Chicago. 
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Over $700,000.00 in 
approved securities 
ondeposit with Iowa 
Insurance Depart- 
ment for protection 
of Policy -holders. 











CKGUALT/ COMPANY 


{OUR CITY 


SURETY |CASUALTY 
BONIS INSURANCE} 


Sioux City, Iowa 
GUS A. ELBOW, President 





Assets, Dec. 31, 1918 
$1,365,275.23 





AMERICAN BONDING? 
CASUALTY COMPANY 











Writing Surety and 
Fidelity Bonds, 
and miscellaneous 
Casualty lines in 
fourteen States. 











Place Your Reinsurance With | 
A U. S. Company © 


CASUALTY REINSURANCE 
ACCEPTED ON OPEN TREATY 


Acquaint us with your requirements 


Employers Indemnity Corporation 
NEW YORK KANSAS CITY CHICAGO 


35 Nassau St. Commerce Bldg. Insurance Ex. 


. 











Business-Builders 


The Sign of Good Casualty Insurance 


Developing 


Fidelity and Surety Bonds, Automobile, 
Elevator and General Liability, Accident, 
Health, Burglary and Plate Glass Insurance 


Appreciate the co-operation of the 


Massachusetts Bonding 
& Insurance Company 


BOSTON T. J. FALVEY, President 


Paid-in Capital $1,500,000 Write for Territory 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORD'S 
TEAMS ELEVATOR 
COMPENSATION GEN’L LIABILITY 


ESTABLISHED 1865 


London Guarantee & Accident Company, Ltd. 





OF LONDON, ENGLAND 


passe — aa 





HANSEN & ROWLAND, Inc., Gen. sat Wash., 
THE MERRILL, DODGE & JACK 
O'CONNOR BROS.-McCUNE Ai 


hats. SO. Ohio, 1217- 


Agts., 


"Northeastern Ohio, Leader-News &B 

18 First Nat. Bank Side , 
214-Tacoma Bldg., Tacoma; 1708 L. C. Sm 8 , 
— ny Mesccwse Gen, Agts., Lucas we Produce Exch. Bldg., ‘Toledo. Ohio 


Savings Bidg., Lima, 


Ohi 


wh W. eons General anager 


Chicago 
ne Minneapolis 
General Agents, \ eaten Michigan. Tree at aes Detroit 

‘ Wt 














GEORGIA CASUALTY COMPANY 


Surplus and Reserves to 


Policy Holders, $2,030,162.08 


MACON GEORGIA 





Agents: If you desire connection with a Company rendering REAL 
SERVICE write to one of the following agencies in your territory: 


P. A. COOLING CO., 


Indianapolis, Ind. 
OSCAR R. WITTE & CO., 


ouis, Mo. 


General Agents, 404 Amer. Central Life Bldg., 
General Agents, 403-6 Wainwright Bldg. 


St. 
FRANK V. SMITH & BROS., General Agents, 428 Reserve Bank Bldg. 


Kansas City, 
E. J. MILLER, 


nver, Colo, 


JOPLING & WHITESIDE, General Agents, 305 Hoyt Bldg. 


ichita, Kansas 


(For Other States Write Home Office) 
We Specialize in Accident cnd Health, Plate Glass and Automobile Insurance. We Write All Casualty Lines. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 


Capital, $300,000 


General ymatny °311 Gas & Electric Bldg. 


Assets, Over $1,500,000 











AMERICAN INDEMNITY COMPANY 


HOME OFFICE: GALVESTON, TEXAS 
Financial Statement as of March 3lst, 1919. 


Ge WOW oo clcsccccccssccddecacceuesaasecadesesadeves $ 500,000.00 
Rete ee OMMNR IN gos is lelaeinns Sd sasiccandcasseuesscawswessccunes 500,000.00 
NEF ADMIPFED ASSES: « «<<< 5 occcs occccssccanccectas over 1,700,000.00 
OFFICERS: ; ; 
SEALY HUTCHINGS, President JOHN SEALY, Vice-President 


GEO. SEALY, Secretary J. F. SEINSHEIMER, Gen’l Mgr: 
A Multiple Line Company writing Casualty Lines (except Workmen’s 
Compensation and Accident and Health) and all forms of Fidelity. and 
Surety Bonds. 
Responsible Agents Wanted Where Not Represented. 











‘The American Credit-Indemnity Co. 


of NEW YORK 











gc ut serves to prevent losses. 


R. J. LYDDANE, General Agent 








CREDIT INSURANCE ONLY 
E. M. TREAT, President 
= American’ 's Unlimited Pelieg: not only provides absolute protection against abnormal loss on 


Ps youarea anaes or jobber, write for the full particulars of this service, 
|} 415 Locust St., St. Louis, Mo. 


91 William St., amend York 


OFFICES IN ALL PRINCIPAL CITIES 
1140 Marquette Bldg., /Clieiag 

















TheRepublic Casualty Co. 


PITTSBURGH, PA. 


. Writes All Lines of Casualty Insurance 







Local and General Agents Wanted in Ohio and Pennsylvania 



























































One person - 
Two persons 


HOTEL FONTENELLE 
OMAHA, NEB. 
H. EDGAR GREGORY, Manguep 


330 Rooms—330 peat 


RATES 


= > $2.50 


-. $3.50—$7.00 























The Money Saving Service 


Friend Insurance Agent :— 


In speaking of the need for Appraisements, 
in our last chat, we said that, 


“Delays are Dangerous.” 


They are apt also to be Expensive. 
We also hinted that you and your clients 
probably deemed it wise to await the return of 


“Normal Values” 
(so called) 


before having appraisements made. 


Now, 
regarding “Normal Values,” as the farmer said 


upon seeing the Hippopotamus for the first 
time: 


“Gosh Ding It, There Ain’t No Such Animal.” 


You doubtless have in your minds the val- 
ues immediately preceding 


The Great War. 


They will never come again, or at least not 
for many, many years. 


In the Meantime, 


business must be carried on in every line and 
will be carried on either upon a sound or an 
unsound basis. 


A Sound basis is the 
Present Day Value 
of the Property. . 
Costs should be Based Upon It. 
Insurance should be Placed Upon It. 
Depreciation should be Measured by It. 


The Insurance Companies 


will most certainly use it in each and every ad- 
justment of damage or loss. 


A Rude Awakening 


awaits you and your clients, if you do not real- 
ize this, and 


Act Accordingly. 
The Only Way 


to avoid such a Rude Awakening and a loss 
financially is to have 


An Appraisement 


properly made now and the same kept up from 
year to year by 


Annual Revision 
at small cost. 


Advise Your Clients 
that at the present time the net cost of ap- 


praisements and of annual revision is purely 
Nominal. 


That being the case, 


Why Hesitate? 
If you wish to render a service and to save 
them money, advise them that 


Now Is the Time 


Apply the Acid Test and see if these argu- 
ments are not one hundred percent sound. 


“Delays are Dangerous” 
Come On! Let’s Go! 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 
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CHICAGO 


BRANCHES: Cincinnati, Cleveland, Detroit, Indianapolis, 
Milwaukee, Toronto, Pittsburgh, St. Louis 
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Double Indemnity for Accidental Death 























AH! HERE YOUARE ~THE HOTTEST LITTLE CORNER IN THE PLACE. 
7 : 











Total Disability—Sickness or Accident— 
Pays Insured Income During Disability 


Feat At Death—Face of Policy, Paid Within 24 Hours 
— Without Deduction For Disability Payments, 


WRITE US TODAY—We have territory open in Ohio, Pennsylvania and South Dakota 


Reserve Loan Life surance Company 


INDIANAPOLIS, INDIANA: 


Our Policy {As Dest Payments Waived During Disability 




















LIFE INSURANCE SECTION 




















SOME OF THE INNOVATIONS INTRODUCED BY THE EQUITABLE DURING ITS 


Sixty Years of 


Shortening, Simplifying and Liberalizing the _— 
Contract 


Immediate Payment of Death Claims 
Incontestability After First Policy Year 


Group Insurance for Employees 
A Corporate Policy to Protect Business Interests 


A Convertible Policy Adaptable to Altered Circumstances 


Public Service 


Free Health Examinations for Policyholders 


A Home Purchase Policy 


A Refund Annuity Guaranteeing Return of Entire 
Principal 


An Income Bond to Provide for Old Age 


New and Improved Forms of Accident and Health Policies, 
thus completing the circle of protection against 
the hazards of Life, Accident and Disease. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


W. A. DAY, President 


120 BROADWAY 


- NEW YORK 
































pm you begin to figure up your earnings and 
rec 


all the several reasons for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such failures. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a ,direct cooperative spirit 
generously given. 


Inter-Southern Life 


JAMES R. DUFFIN, President 





The Close of the Day’s Work 


All this and more we constantly strive to give our 
agents. This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, KENTUCKY 























MR. SUCCESSFUL LIFE INSURANCE AGENT 


De you want to secure a General Agency for yourself? Fd so, read this, it is 
A $5,000 policy in the United Life and Accident Insurance Company guarantees— 


FIRST, se, $5,000, the face of the 
SECOND, that in case of death from any ‘ACCIDENT, . ,000, or DOUB 


THI ‘tha’ dea 
FOURTH, that in case of total disability as a result of accidental 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167. 10. 
Twenty Year Endowment, $235.16. 


D accident, $15,000, - THREE 


WORTH KNOWING 


Poli hoy @ will be paid. 
the face of me. Ja. will be paid. 
MES the face of the — will be paid. 
= Company will pe pay direct to the insured at the rate of $50 PER WEEK Loa | 
e rate of $25 PER WEEK throughout the period of disability. Can insurance do MORE 


General Agents wanted in the following states: Pennsylvania, Delaware, Kansas, Mich igan, Ohio and the District of Celumbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 
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ENTHUSIASM BIGGEST 
ASSET FOR NEW MAN 


Great Amount of Technical Infor- 
mation Not Necessary When 
Agent Starts In 


MAY GIVE HIM TOO MUCH 


Salesman Needs Knowledge of What 
Life Insurance Does Rather 
Than What It Is 


PHILADELPHIA, PA., July 8— 
William S. Ashbrook, agency secretary 
of the Provident Life & Trust, says 
that in training new agents the tend- 
ency to supply the new man with too 
much technical and actuarial knowledge 
must constantly be guarded against. 
To merely supply the new agent with 
life insurance information will never 
make of him a_ successful salesman. 
Knowledge is not enough. Life insur- 
ance is not sold because of the sales- 
man’s knowledge of the subject. It is 
sold on enthusiasm, and unless in the 
course of his training, the new man ab- 
sorbs a genuine enthusiasm for the life in- 
surance business, he is not likely to go 
far in his new work. 


Mr. Ashbrook says that too much 
value is generally attached to the 
technical side of life insurance. Agency 


managers and officials seem to feel that 
the agent who has not a comprehen- 
sive grasp of the life insurance busi- 
ness, and is not able to explain all of 
the ramifications, cannot become a first 
class salesman of life insurance. 


Enthusiasm Comes First 


Familiarity with the details of the 
subject Mr, Ashbrook believes to be 
entirely secondary to a wholesome en- 
thusiasm for the business. The man 
who is thoroughly converted to life 
insurance, has become enthusiastic for 
it, and believes that every man should 
carry some life insurance, can go out 
and by virtue of sheer enthusiasm get 
the business. It is not necessary for 
such a man to load up his mind with 
actuarial science. To do so would dull 
the edge of his canvass. With a knowl- 
edge of what life insurance does, not 
necessarily what it is, the enthusiastic 
salesman can paint a picture that com- 
pels attention and gets the signature. 

As a matter of fact, such a selling 
talk supplies the prospect with only 
the interesting points. Just because 
he may buy a life insurance policy, a 
man does not necessarily Want to know 
about the whole structure of life in- 
surance. He is not interested in every 
detail of the business, or in knowing 
why the company is able to supply the 
policy he desires at the rate quoted. 
Actuarial phraseology has no moving 
force in a description. The agent may 
talk to the prospect about the chem- 
istry of food, and leave him cold, but 
he can describe a dish as it comes 
smoking to the table, and make the 
same man’s mouth water. That is an 
Instance of plain enthusiasm versus a 
technical and detailed selling talk. 


Sells Without Technical Knowledge 


As an example of how far the agent 
May go without the knowledge of what 
many would regard as the fundamentals 
of the business, Mr.. Ashbrook tells of 
a case of one of the successful agents 
of the company who has for several 
years been producing a very sizable 
volume of business, but who has never- 
the less not absorbed a deeper knowl- 
edge of the business. This man was 
making a special drive to establish a 
record during a recent ‘month, and in 











GREAT GAINS IN PAST SIX MONTHS 


_| 








Life insurance companies that have 
been able to complete their records 
for the first six months show a remark- 
able increase in new business. The 
first six months of the year were 
phenomenal from a life insurance 
standpoint. Never before have the 





productive forces of companies gar- 


nered such a bounteous harvest. Life 
insurance has made tremendous strides. 
Many causes have contributed to this 
end. Seemingly there is plenty of 
money in the country, the farmers are 
very prosperous and business is being 
sold in every direction. The follow- 
ing are the early returns showing the 
first six month’s record. 


New Business 
lst 6 mos. 1919 


New Business 
Ist 6 mos. 1918 


Increase in 
Ins. in force 
1st 6 mos. 1919 


Increase in 
Ins. in force 
Ist 6 mos. 1918 





Ayer. DING COhes ieee ccs $ 1,677,000 
yo A | ere er 2,859,500 
pS Ee ere 42,000, "000 
Bankers Res. Life.......... 7,304,490 
Boston Mutual ............ 3,278,036 
BE ei i one occ eae 23,135,223 
Columbus Mutual ......... 3,189,000 
Commonwealth Life ....... 6,609,677 
Des Moines L. & Annuity... 3,511,000 
Farmers National ......... ,375,10 
Fidelity Mutual ........... 16,067,739 
WPOMME EAle onc ccccce cece 14,569,491 
Great American Life....... 1,868,875 
Idaho State Life........... 3,784,932 
Inter-Mountain Life ....... 1,916,586 
Lineoln Natl. Life..... 18,534,694 
Lincoln Reserve Life... - 1,622,000 
Lutheran Internatl. Life.... 955,000 
Mass. Mutual Life ........ 58,648,827 
oo ae ee 1,621,050 
North American Life....... 8,500,000 
Old Colony Life ........... 3,004,488 
Pacific Mutual Life ........ 27,528,095 
Phoenix Mutual Life ....... 30,305,000 
Ca A repr 1 270,700 
Provident, IN. Be ccccdwcscs 3,476,242 
Provident Life & Trust..... 44721, 000 
Public Savings Life ....... 7,130,479 
Shenandoah Life .......... 1,534,500 
State Life, Mont........... 1,023,500 
rau Bh 2°. See 1,393,500 
Western Life 2,517,000 


$ 724,500 $ 1,196,804 $ 94,609 
2,019,000 1,638,934 668,232 
22,000,000 == ncedecse «we wevcee 
4,117,467 grrath 1,882,765 
2,688,180 1,302,5 $32,094 
12,612,351 18, 010, 993 7,652,793 
1,289,000 2°752,000 862,000 
4,495,500 2,113,977 7 170,000 
"619,000 2,888,000 619,000 
1,488,500 2,407,775 743,000 
8,102,049 11, (002, 316 2,661,495 
8,321,956 8,800,000 4,700,000 
947,50 914,625 669,000 
2,678,225 2,639,802 750,975 
1,087,180 1,227,942 252,670 
10,277,764 12,828,509 6,120,201 
888,000 1,027,000 491,000 
496,000 610,500 249,500 
Scene C wwe 06 CeO 
1,248,750 589,852 1,006,276 
Reeeee 8 = kcaeceee 6Cyl 
2,009,975 1,664,660 1,050,505 
15,367,420 12,160,675 4,286,730 
17,162,000 19,000,000 8,000,000 
447,500 939.404 688,020 
2,500,750 1,727,000 1,848,000 
26,977,000 BS aoe eee 
7,596,507 3,321,105 2,554,943 
619,528 1,000,000 300,000 
578,000 721,000 363,000 
356,000 982,500 186,500 
1,832,000 1,600,000 750,000 








agency department, to inquire whether 
the company provided extended insur- 
ance in a policy. He said that he had 
come into a case of competition where 
the policyholder seemed attracted by 
this proposition offered by a rival com- 
pany, and although he had sold the 
business without knowing whether the 
policy contained extended insurance, 
he was interested in finding out about 
it. Other similar cases Mr. Ashbrook 
says may be cited by any agency di- 
rectors of most of the companies. 


New Man Often Confused 


Undoubtedly one reason why some 
men become discouraged with the life 
insurance business so early in the game 
is that the agency manager who has 
been taking them through the training 
course has been overgenerous in sup- 
plying life insurance information. The 
new man gets the feeling that the sub- 
ject is beyond him. He becomes over- 
whelmed and confused, and feels that 
he can never absorb as much of the 
business as is necessary to insure a 
big production. 

On the other hand, it is possible to 
provide the new man with only a 
sketchy outline of the business, but 
one that compels enthusiasm. Once 
the new man has become stimulated 
and enthused, he loses interest in the 
finer points of the business. He has 
learned what life insurance does, and 
his interest does not extend much be- 
yond this. The rest can be acquired as 
he goes along. If the successful life 
insurance agent can impart some of his 
enthusiasm to the new man, he has 
taught him the most important part of 
the life insurance business. The rest 
will follow along in a more or less 
natural way. The various phases of 
the business may be explained as a 
specific case arises. 


Experience Gives Finishing Touch 


Some might complain that if they 
were to act upon this s suggestion, they 
would be sending new men into the 
field untrained and unequipped. This 
is not true, for the reply might prop- 
erly be made that the man who has in 
his possession all of the actuarial sci- 
ence of life insurance and yet lacks 
enthusiasm is just as unequipped as the 
man who is without the finer points, 
but has enthusiasm, as his chief asset. 
The happy medium can only be struck 





the height of his campaign came to the 


after a man has had some real: prac- 














tical experience. No man can be sent 
out into the field a well-rounded sales- 
man. Experience puts on the finishing 
touches, and an inexperienced man is 
not, no matter what his knowledge, a 
100-point salesman. 


Seeks to Withdraw Securities 
AUSTIN, TEX., July 8—The Two Re- 
publics Life of Texas has become in- 
volved in a peculiar situation. Some time 


ago it deposited $100,000 in securities 
with the State of Kentucky and now 
wishes to withdraw same. The Ken- 


tucky department holds 
cannot be withdrawn by the company 
under the laws of that state and the 
Texas department has been asked to aid 
in a solution of the matter. The Ken- 
tucky law permits the securities to be 
deposited in that state or some other 
state. The Two Republics now proposes 
to transfer the $100,000 to the state treas- 
ury of Texas. It may put up $100,000 
with the Texas treasury and then with- 
draw the securities in Kentucky. 
Governor Hobby has submitted to the 
special session of the Texas legislature 
the subject of an amendment to the stat- 
utes of that state governing the securi- 
ties deposited by life companies. Sena- 
tor Harry Hertzberg of San Antonio 
offered a bill under the submission pro- 
viding that foreign companies taking 
over companies in Texas shall not be re- 
quired to maintain double reserves. 


the securities 


Schools for Negro Fraternals 


LITTLE ROCK, ARK. July 8—A 
school of instruction was held last week 
by Commissioner Bullion for the benefit 
of the representatives of negro fraternal 
organizations. An effort is being made 
under the New York Conference bill, 
which is now a law in Arkansas, to 
raise the standard of Arkansas negro 
fraternals. The school was conducted 
by F. M. Speakman, expert actuary, of 
Philadelphia. 

The commissioner has authorized the 
Modern Order of Magians, a negro fra- 
ternal of Newport, to do business in the 
state. 


Lott Joins Great State Life 


J. A. Lott, who has been one of the 
leading producers in Kansas for the New 
York Life, has gone with the Great State 
Life, which is being organized at Wich- 
ita by James P. Sullivan. Within four- 
teen months Mr. Lott has a production 
of $600,000 of paid for business to his 
ecredit.. Mr. Sullivan plans to write $20,- 
000,000 ‘of new insurance. in the Great 








State Life the first. year. 








SERVICE SHOULD BE 
AGENT’S CHIEF AIM 


Greater Tendency Now to Look 
After Individual Needs of the 
Policyholders 


EACH CASE NEEDS STUDY 


Man Who Writes Merely for Commis- 
sions Called Really a Detriment 
to the Business 


PHIALDELPHIA, PA. July 
In discussing the trend of the times 
the other day, William S. Ashbrook, 
agency secretary of the Provident Life 
& Trust, said that as time goes on it 
is possible to observe an inclination on 
the part of the better agent to render a 
type of service to policyholders not 
dreamed of twenty or twenty-five 
years ago. In the earlier days it was 
considered more or less of a triumph 
for the soliciting agent to insure a man 


— 


at all—no matter what the form of 
policy, and even though rather un- 
suited to the particular need of the 
newly acquired policyholder. There 


were so many objections offered, and 
so many obstacles in the way of the 
life man of a decade or two ago, that 
the securing of the application was the 
main feature of the day, and little 
thought or study could be given to the 
especial need of the case. 


Giving Service Helps Agent 


Mr. Ashbrook believes that the one 
thing that has firmly intrenched the 
soliciting agent in a_ strong position 
in American business life is the splen- 
did development of the service-giving 
idea. The progressive and foresighted 
agent no longer is content to merely 
write an application. On the other 
hand, he studies over and shapes up a 
comprehensive life insurance program. 
He offers a plan to a prospect that bears 
every indication of individuality. The 
personal service rendered, and the in- 
dividual thought given to each case, 
makes the life agent a valuable and in- 
dispensable adjunct of the business of 
life insurance, and permits the render- 
ing of a service that an impersonal bu- 
reau could never provide. 


Meet Policyholder’s Needs 


Just at this time, Mr. Ashbrook be- 
lieves that there should be an even 
greater effort on the part of the agent 
in every way and under all circum- 
stances to meet the needs and require- 
ments of policyholders, particularly 
after the business has been on the 
books for several years. This may be 
illustrated in several ways. For in- 
stance, a business man takes out $50,000 
of life insurance payable to his three 
children. The years pass, and one of 
the daughters marries into a wealthy 
family. The son becomes successful 
in business, but the third daughter is 
an invalid. While an equal distribu- 
tion of the proceeds of the policy may 
have been all right at the time the 
business was written, this case now de- 
mands a revamping of the contract, so 
as to divert the largest part of the 
policy to the invalid daughter. A case 
of this kind is to a large extent typical. 


Change If New Conditions Arise 


Mr. Ashbrook believes that in selling a 
policy the agent should suggest that the 
policyholder indicate the option desired, 
but always with the privilege of chang- 
ing if new conditions arise. It should be 
further suggested that a survey of the 
situation be made every four or five 
‘years, and it is largely up to the agent 
to see that such a-.review of conditions 
is made. It is perfectly legitimate, and 


(CONTINUED ON PAGE 5) . 
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ADVERTISING PLANS 
THAT BRING RESULTS 


Various Methods That Are of 
Actual Assistance in Closing 





New Business 


HELPFUL SUGGESTIONS 





Comments and Ideas on Practical Busi- 
Getting Aids Used by Success- 
ful Life Men 





What is the best form of advertising 
that the life insurance man can invest 
in? Each year hundreds of thousands 
of dollars are wasted in ineffective and 
poorly planned advertising campaigns. 
Live life men are constantly casting 
about for some new idea, or some novel 
scheme that will attract attention, and 
be of actual assistance in closing busi- 
ness. Many have given it up as a bad 
job, declaring that there is no form of 
advertising that actually helps to get 
the name on the dotted line. At the 
same time others have a feeling that 
advertising is “a good thing,” feel that 
they should spend a certain amount of 
money in publicity work of some kind 
and without giving the matter the 
thought that it merits spend $50 or 
$100 in pencils, erasers, blotters, paper 
weights, letter openers, pen holders, 
memorandum books, rulers and_ the 
like. For all the good that campaigns 
of this sort do, the money might just 
as well be thrown out the window, yet 
it is idle to say that the life insurance 
man cannot advertise his business and 
advertise it with good results. Few life 
insurance men will agree as to what 
really constitututes good advertising, 
but here and there are to be found life 
men who have gotten good results 
from some particular scheme or other. 
Their ideas are interesting only be- 
cause their plans have brought new 
business. 


Urges Use of Letters 


A western general agent for one of 
the big eastern life companies says 
that letters may be used with good re- 
sults by the man new to the business. 
His plan is to have the man who has 
only been carrying the rate books two 
or three weeks write out a letter to the 
prospects he intends to call on within 
the next two or three days. The let- 
ter contains no particular closing point, 
but is designed to have the prospect 
connect the agent with the company. 

aving sent this letter, the new man 
is able to walk into an office and as 
his opening remark say, “How do you 
do Mr. Smith, did you get my letter?” 
In other words, it provides him with 
something to say. He does not simply 
have to burst out nervously, “I am 
Mr. Brown of the Climax Life Insur- 
ance Company,” and then be all 
through. The letter gives him some- 
thing to talk about. While the pros- 
pect is replying, he can compose himself 
more or less. The opening remarks 
are difficult for the new man. The 
letter to a certain extent paves the 
way, and for the part that it plays in 
the selling interview is valuable. 


Drew’s Views of Memorandum Books 


A. A. Drew, recently appointed Chi- 
cago general agent for the Mutual Ben- 
efit and for twelve years superintendent 
of agencies at the home office of that 
company, says that it has been his ob- 
servation that a good advertising nov- 
elty may be used to advantage by the 
man making a straight canvass. Mr. 
Drew does not believe in cheap adver- 
tising novelties. He is strong in the 
conviction that whatever is given cut 
as advertising material must be of good 
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CONSERVING GOVERNMENT POLICIES | 














HE JOHN HANCOCK MUTUAL 
Tas been encouraging soldiers and 

sailors to hold their government 
insurance certificates and continue that 
form of indemnity. It has been the 
practice of the John Hancock to issue 
to such persons applying for insurance 
only when it was sure that in issuing 
such contracts it was doing no violence 
to its pledge of support to the govern- 
ment. It has now provided a supple- 
mentary statement blank to cover the 
situation which is as follows: 
To the Applicant: 
This company desires to assist the gov- 
ernment in its efforts to induce holders 
of war risk insurance certificates to con- 
tinue payment of premiums and to 
change to some permanent form. The! 


advantages which they fairly earned by 
their war service should be retained so 
far as possible. 

To this end we ask you to answer the 
following questions: 

1. Were you insured by the war risk 
DUBAI? a5 oicses aca clog has once tae ee eee 
2. If so, is that insurance still in 
SOGOOT bons cb sccwce ec eepnceeendsn Heb wwRS 
3. Is it your intention to keep it in 
force in addition to the policy now be- 
ing applied for in this company? ........ 
4. Are you familiar with the privileges 
enjoyed under the government con- 
<1 11 6) i a em A erp eee een urn aire eee 
5. If you have dropped your govern- 
ment insurance or intend to do so, will 
you please give us your reasons for dis- 
continuing? 
Date 


Applicant. 








Benefit tried the experiment of using 
high class leather bound memorandum 
books, and they were found to be very 
effective with those doing straight can- 
vassing. They provided the man out 
on such work with an opener. They 
placed the prospect approached mo- 
mentarily under obligation. The use 
of them permitted the salesman to get 
away to a good start and to launch 
into a life insurance canvass before 
the prospect realized what was going 
on. 

Birthday Letters 


Many life men have used with suc- 
cess some sort of a birthday con- 
gratulatory letter. A number make 
the mistake of congratulating the 
policy holder upon his birthday in the 
first paragraph and making a solicita- 
tion for more life insurance in the 
second. A letter of this kind does not 
get the results. It is too mercenary. 
Those who have used birthday letters 
most effectively simply send out a 
short one paragraph letter of con- 
gratulation to the policy holder. The 
message does not contain any mention 
of life insurance, but is a pure and 
‘simple letter of congratulation. How- 
ever, the same policyholders one month 
or two weeks before their age changes, 
are sent a short letter soliciting addi- 
tional insurance, pointing out the age 
change and inclosing a return card. 
A particularly good line used in such 
a lettet is something to the effect that 
additional insurance should be con- 
sidered “before you become a year 
older in one night—so far as life in- 
surance is concerned.” 


Community Advertising 


Daily newspaper advertising has not 
been found a paying proposition for 
the individual. In those cities or 
towns where community advertising 
campaigns have been conducted they 
have brought results to those who have 
closely followed the campaign. Some 
cities combined under the auspices of 
the National Association to conduct a 
community campaign and many were 
successful. Advertising of this kind 
simply comprises once or twice a week 
an editorial or essay in advertising 
form on life insurance. Each time 
some new feature of the business is 
presented in language that the layman 
can understand, and the whole cause 
of life insurance is boosted for a period 
of a month or two. Such advertising 
is not individual. It does not have the 
appearance of any one life man grind- 
ing his own ax. Life insurance as a 
business proposition, as a great Amer- 
ican institution, is presented and the ma- 
terial is read because of the apparent 
lack of individual interest on the part 
of any one life agent. 


Public Mind 


Those in the city where such a cam- 
paign is being conducted, find that 
after a few advertisements have run, 
the public mind is to some extent pre- 
pared. It is the same situation that 
life men found while the government 
life- insurance plan was being so ex- 
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quality. Some years ago the Mutual 








work is done, and it is only necessary 
to drive home the closing points. Com- 
munity advertising written in an at- 
tractive way is undoubtedly one of the 
best business aids to be found for life 
salesman. 

No Direct Results 


Life men who give out pencils, blot- 
ters, calendars, paper weights, key 
rings, and other knick knacks with the 
idea of getting direct results are 
doomed to disappointment. A prospect 
cannot be handed a blotter or pencil 
and then be expected to call up when 
life insurance is desired. This is just 
like planting seed in barren soil. The 
advertising must be intelligent. If 
novelties are to be given out (and 
they sometimes can be successfully) 
they must be distributed intelligently 
and the recipient must not be made to 
feel an obligation. A majority of life 
men seem to be of the opinion that 
various novelties are most effective for 
providing an introduction for the man 
soliciting among strangers. They serve 
to break the ice and get away from the 
stereotyped method of approach. They 
cannot, however, be scattered broad 
cast and made to pay. They must be. 
judiciously distributed and closely fol- 
lowed. 
Old Policyholders 


One Chicago life general agent who 
has done considerable advertising says 
that he has now reached the point 
where he confines all of his advertising 
efforts to old policyholders. He says 
that an old policyholder who receives 
any kind of advertising from the com- 
pany in which he is insured is given a 
glow of satisfaction and made to feel 
that the company has not lost interest 
in him, is taking care of him and is a 
good company to be insured in. In 
other words, the use of advertising 
novelties with old policyholders simply 
enhances the value of the policy owned 
and makes the way much easier for 
the agent hoping to place additional 
insurance. This general agent points 
out that with the old policyholder there 
is no preliminary work to do. The ad- 
vertising material, therefore, it is con- 
tended, is being sent to the place where 
it will do the most good and get the 
quickest response. Once the old poli- 
cyholder has become pleased, en- 
thusiastic over and interested in the 
company in which he is insured, it is a 
poor agent indeed, who cannot increase 
the amount of insurance carried and 
such an increase is secured much easier 
than new business from a new pros- 
pect can be. 


Hart Agency’s Big Showing 


WATERTOWN, S. D., July 8.—The 
G. W. Hart agency of the North- 
western National Life of Minneapolis has 
produced so far this year $3,158,500 of 
business, or a gain of more than $2,000,- 
000 over the same period of last year. 
The agents produced $466,000 for June, 
which, considering the bad roads, due to 
excessive rains, is a credit to them. E. E. 
Chappell lead, with F. E. Sexton a close 
second, and W. A. Erkenbrack, F. 


PROGRAM OF MEETING 


PACIFIC MUTUAL CONVENTION 





Agents of the Company in Big Tree 
Club Will Hold Conclave 
in Pittsburgh 





The Big Tree Club of the Pacific 
Mutual Life will hold its annual meet- 
ing at Pittsburgh, Sept. 25-27. The 
program is as follows: 


THURSDAY, SEPT. 25 


9 a. m.—Opening address by President 
E. K. Price. Welcome to delegates by 
Secretary C. I. D. Moore. Introduction of 
cther company Officers. 

9:30 a. m.—“‘The Pacific Mutual Life— 
Its Policy and Its Policies.” A. G. Hann, 
Actuary. 

10:15 a. m.—Reading of $25 prize paper 
on “Finding Prospects,” followed by dis- 
cussion for 15 minutes. 

10:30 a. m.—Reading of $25 prize paper 
on “How Best to Use the War, Influenza 
and Inheritance Taxes as Reasons for 
Buying Life Insurance,” followed by 15 
minutes discussion. 

11 a. m.—$10 cash prize for the best 3 
minute closing demonstration. 

11:45 a. m.—Presentation of 3 and 4 
year trophies. Luncheon together. 

2p. m—“Things That Make a Medical 
Director Smile and Things That Don’t.” 
Dr. W. W. Beckett. 

2:30 p. m.—‘How to Make More Than 
a Living in the Life Insurance Business.” 
Ed. W. Maxson. Discussions—3 minutes 
each. 

3 p. m.—Blackboard demonstration on 
“How to Present Endowment at Age 65.” 
3:30 p. m.—‘“Policyholders’ Picnics.” 
J.J. Maurin. ‘“Policyholders’ Banquets.” 
Sam Garber. “Policyholders’ Moving Pic- 
ture Theatres Parties.” (Comments.) 


FRIDAY, SEPT. 26 


9:30 a. m.—“OQur Non-Cancellabel In- 
come Policy.” Vice-President D. M. 
Baker. 

10 a. m.—$10 prize for the best human 
interest story in canvassing—limited to 
16 speakers—3 minutes each. 

10:30 a. m.—‘‘Should an, Old Policy- 
holder With Less Than $5,000 of Insur- 
ance Be Urged to Leave That Sum Pay- 
able in a Limited Number of Install- 
ments?” Jas. L. Collins. Fifteen minutes 
general discussion. 

11 a. m—“The Multiple Protection 
Monthly Income Policy—How to Present 
at.” 

11:30 a. m—‘How to Use Canvassing 
Literature in the City and the Country.” 
11:45 a. m.—‘“‘Business Insurance.” 

2 p. m—“Life Insurance as a Social 
Factor.” Secretary C. I. D. Moore. 

2:30 p. m.—$25 prize for the best paper 
on “Service—the Pacific Mutual Agents’ 
Watchword.” Reading of paper followed 
by 15 minute discussion. 

3 p. m.—‘“Pacific Mutual Business In- 
surance.” 

3:30 p. m.—‘“Women as Life Insurance 
Agents.” Mrs. Cora B. Fithian. 

4 p. m—“Observations of a New Re- 
ecruit.’” Miss Julia Tubbs. 


FRIDAY EVENING 


Big Tree Banquet 
Toastmaster — Vice-President D. M. 
Baker. 
Speakers—Edward A. Woods, manage? 
Equitable of New York; John Newton 
Russell, Jr.; Secretary C. I. D. Moore. 


SATURDAY, SEPT. 27 


9:30 a. m.—“‘The Doubling Benefit—Its 
Value to Cld Policyholders and New.” 
Vice-President D. M. Baker. 

10 a. m.—‘“‘Peddling vs. Selling.” 

10:30 a. m.—Presentation of resolutions. 
Election of officers. 

Saturady afternoon free. 

Saturday evening—Jinks. 


Charles Dignan, formerly with the Lin- 
coln National Life in Fargo, S. D., and 
South Bend, Ind., and more recently 0 
Chicago, has returned to Fargo and will 
become identified with a bond and mort 
gage company that is being organized bY 
western North Dakota financiers. 


Edward O. Weiters, for 32 years in the 
service of the Metropolitan Life and for 
some years past manager of the claim an 
investigation division, has been. elect 








tensively advertised. The preliminary 





Powers and Jean A. Norris following. 


as assistant secretary. 
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AS able him to school the children and carry Totals ....2<- ocees + 15.73 -50 -O1 2.62 6.25 72.10 2.79 Salesmanship Research of the Car- 
a out those ambitions that every true __ | negie Institute of Technology. This is 
stall- mother has for her children. ; Ff ; the plan created by Walter Dill Scott, 
nutes debts in case of her death, and provide | the value of personal service more appa- . . 
although Mr. Russell has instituted a 
; Soliciting Single Women for her old age if she lives, but in addi- | rent than ever before. The agent who | fe. changes to make the scheme more 
petion ca Ge whe Cee, the pent | Oe Se Dee Re oe eee et Serene | wines Sonat mately fay the See 66 applicable to the life insurance busi- 
resent prospects are among teachers, nurses, | @!Sa@bility. Even a $1,000 policy will pay | earning a commission should be more <i ? 
; stenographers and other office employes. her an income equal to the income on | generally frowned upon by life insurance ness. ——— 
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ntry. extremely careful in my approach. With _My advice to the agent who wants to analysis, he is a detriment to the busi- The Phoenix Mutual has had the 
ee married women the approach is usually | WTite this class of prospect is to approach | ness. This type of man leaves a policy-| system in operation for just about a 
Socia made through the husband and is with enthusiasm, explain with enthusi- | holder who has been oversold or incor- At the h 

d g is more ' glib ea Paper po pabae : ; year. At the home office and at each 

easily made. I bear in mind the old say- | 28™, close wi enthusiasm, and above | rectly sold, which is just as bad, with a general agency where it is used, a 
paper ing that “A woman convinced against all, close on first interview. After aj] hostile feeling toward life insurance, as epee ie . f ’ 
gents her will is of the same opinion still,” ana | W°™an once puts off her decision, she is | conducted by the companies today. The rating committee of from three to 
llowed as long as she is of the same opinion likely to continue the process indefi- | agent who permits a policyholder to se- | five men is formed. All candidates are 

she is not going to sign an application. I nitely, so for her sake and your own get | lect the improper form of protection does brought before these men separately 
ss In- ay “ her name on the dotted line the first | as much harm as the agent who recom- | and they are rated upon their appear- 

, therefore, very careful at the start a a . f - ee ppea 
not to get her into an antagonistic frame | t!me you call. It will be good business | mends and urges a policy unsuited to the} ance and manner, convincingness, in- 

urance of mind. and it will stay on the books. case. a . dustry, character, personal history, 

- — There exists at this time more than] reports and general value to the organ- 

w Re- Twenty-Year Endowments SERVICE SHOULD BE ever before a need for intelligent life ee In «Adlai to this iam ane 
: : in ’ 

I usually sell a single woman 20-year ee ke psd cn forced to pass certain mental tests, 
endowment insurance, as in most cases ) ore : - 1. | which indicate nimble mindedness, gen- 
the insurance feature is only incidental AGENT S CHIEF AIM The brash writings of superficial think- eral intelligence, quick adaptability oe 
and the thing that really appeals to her NUED FROM PAGE 3 ers has made the word service something : 5 ’ - 

M. = ae (CONTID ) i But what is d a general mental alertness. The company 
D. is the money that is saved for her at the i of a misnomer. But what is Cesized is 8 i 
end of the term. I show her that the fact | 48 Much to the policyholder’s interest as | genuine cooperation of agents with poli- feels that part of the value of both 
anager that she would get a $5 a month increase the agent’s, for the agent to get an inter- | cyholders and an endeavor on the part of forms of tests is in the training it gives 
Newton in salary would not mean that she would | View every few years for the purpose of | the soliciting agent to visualize the] those, who do the rating in pre-selec- 
pore. have any more money saved up in 20 | 80ing over the policyholder’s life insur- | policyholder’s requirements, and to pro-| tion. For instance, if the examiners 
years from now, nor would her folks | 2nce affairs with him. To be sure, such | vide a contract that suits the case. Once| reach the point in the information 
fit—Its be any better provided for in case of her | 4 Call may perhaps be primarily made by | the agent has in various ways made clear] }jank where it is apparent that the 
e New? death, but that much laid aside in 20-year | the agent for the purpose of increasing to the policyholder that he isa life insur- ratings are to be too low, they do not 
| New. endowment insurance will mean $1,500 in | the business, but if in canvassing the | ance counsellor and adviser, and will proceed any further. Those who are 
; cash to her at that time, or in case of | Situation it develops that the insurance | suggest something not for the mere sake it tl ahd 
Ce her death, even the first week, her | a8 carried is entirely unsuited to the new | of earning a commission, the agent will quite irate unable to pass..mus- 
lutions. mother or other beneficiary will have | conditions, the agent renders a service by | occupy a decidedly more important place | ter, are not a owed to take the entire 
the whole $1,500 anyway. I also show her | remoulding the contract and providing | in the community. Perhaps this is more | test. The company has given these 
that if she places her money with us she | 2nother option. or less of an ideal, but it is being more| tests to 77 prospective agents. The 
not only will have a way of saving sys- Every life insurance man knows that | nearly attained by the great mass of life | lowest marking on the mental test is 
tematically, which is about the only way | the policyholder will not voluntarily take | underwriters as the years go by. 18.1, the highest 98.6. The average of 
the Lin, @ person on an ordinary salary will save | 4 Serious ay rea —s = “aa oe the 77 is 74.1. The average on the 
D., an at all, but her interest will be looked | ance carried unless urged to do so by ; rating scale, 71.3. Those reaching 98.6 
enily o after by the insurance department of | the agent. It is this personal contact, | |. ee ae ‘a : an Wildes on the mental test were rated by the 
and > each of the states in which we do busi- | and more or less genuine interest on the | or ‘that new company, who was in Des | -ating committee at 86. and those se- 
nd be by ness, which is a protection that she | part of the agent that is one of the most | Moines last week in the interests of tht | uring a marking of 48.1 on the mental 
mized" couldn't get in any other kind of an in- } valuable features of life insurance today. | concern. He was formerly in Des Moine: | ~ & 4 : 
vestment she might make for the Equitable of New York and late: | est were recorded as 56.3 on the rat- 
. Personal Service All-Important agency manager for the Iowa Life 03] ng test indicating that there is a close 
rs in the Provide for Old Age At a time like this, when there has de- | Waterloo. o-relation between the mental test and 
. and b Then I show her the beauty of having | veloped in the country something of a The South Dakota insurance epartmen’ he rating selection process. 
“” Leted a policy that not only will pay her fu- | sentiment in favor of government life in- | pas granted authority to write in that 





heral expenses, doctor bills and other 















































surance, it behooves the agent to make 











state to the Montana Life of Helena. 








Contrary to the view held by many, 
the home office official or general agent 
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THE OHIO NATIONAL LIFE 
INSURANCE CO. 


CINCINNATI, OHIO 
ALBERT BETTINGER, President 


THE COMPANY WITH THE BIG SURPLUS 































Management Progressive, Yet Conservative 
Complete Protection Low Cost Policies 


$5,000.00 20 Payment Life Pro- 
vides the Following Benefits: 


$ 5,000.00 death from natural causes 


10,000.00 death from accidental 
causes 
25.00 per week for temporary 
disability 
50.00 per month for life for total 
permanent disability and the face 
of the policy at death 


Premium age 30, $175.34 


JO, 
Writing at the Rate of $8,000,000 New Business in 1919 


a Openings in Ohio, Kentucky, West 
i 


rginia and Michigan 


Aden in confidence if desired 


T. W. APPLEBY 


Secretary-Agency Manager 





































HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 


BASIL S. WALSH, Pres. JOSEPH L.DURKIN,Secy. JOHN J. GALLAGHER, Treas. 
























Calfornia State Life [Insurance (Company 


SACRAMENTO, CALIFORNIA 
MARSHALL DIGGS, President 


Capital and Surplus $700,000 Assets over $3,000,000 
Insurance in force over $28,000,000 


PRODUCING AGENTS WANTED IN CALIFORNIA AND TEXAS 











J. R. KRUSE, Vice-President and General Manager 











conducting the rating test, does not 
sit at his desk with a pencil and pad 
in front of him, The applicant is never 
conscious of the fact that he is being 
subjected to the most careful scrutiny. 
The ratings are not made hastily. The 
applicant is given plenty of time to 
talk, the subject and prospects are 
gone into thoroughly and the applicant 
marked under the various heads only 
after the examiner has had ample op- 
portunity to observe all of his strong 
points and shortcomings. Of course, 
when the preliminary discussion is 
over, and the applicant is asked to take 
the mental test, he is thoroughly con- 
scious: of the fact that he is being put 
on the grill and that the result of the 
test, may win him favor or count 
heavily against him. 
Considered Under Five Heads 


Briefly explained, an applicant is con- 
sidered under five heads: In measur- 
ing the standard that the applicant 
comes up to the examiner has as a stan- 
dard five men ranging from the best 
type to the worst. For instance, under 
the first head the applicant is con- 
sidered as to physique, appearance and 
manner, bearing, facial expression, 
neatness, voice, cheerfulness, self con- 
fidence and courtesy. The examiner 
gives a good or bad mark, as the ap- 
plicant has these qualities in propor- 
tion to the standards represented by 
the five men, by whom the applicant 
is being measured. The second item 
is convincingness, including tact, clear- 
ness and force; the third, industry, 
energy and perseverance; the fourth, 
character, which takes into considera- 
tion ambition, honesty, thrift, loyalty, 
spirit of service, freedom from drink- 
ing, gambling and other immoral acts; 
the fifth, general value to the business. 

Human Element Considered 


Mr. Russell says that many have the 
idea that companies or general agen- 
cies, using this method of selecting 
new men, rely entirely upon the result 
of the test and rating, and in so doing 
eliminate the human element and the 
human touch. This is not the case. 
These tests and ratings simply furnish 
a good basis, and foundation for judg- 
ment. They certainly eliminate the 
man entirely unfitted for the life insur- 
ance business. By casting out the in- 
competent and unequipped applicant, 
they economize the time of the agency 
organizer. The man who has a pleas- 
ing personality and an engaging man- 
ner, may monopolize much of an 
agency manager’s time, but in the end 
prove to be incompetent to carry a 
rate book. Had such a man been put 
through some sort of a measuring 
course, no time would have been 
wasted with him. Mr. Russell says 
that the day has passed when anyone 
can walk into a life insurance office, 
and ask, “What have you to offer?” 
Nowadays, the life insurance company 
may ask the applicant for an agency 
the same question. The process has 
been reversed. 

Business Doubled 


When a company puts into use some 
sort of a common sense system for 
examining applicants for agencies, it 
simply is an indication that that com- 
pany has decided to stop fooling itself, 
to no longer hand a contract to any- 
one who asks for it and to save time 
and money in the appointing of new 
agents. The Phoenix Mutual with one- 
fourth of the agency force it had in 
1912 is doing over twice as much busi- 
ness as it did in that year. It has cut 
off the barnacles, eliminated the non- 
producers and incompetents and gotten 
down to rock bottom. This company 
not only believes in the plan, but makes 
it work. It has introduced it in all 
but a few of its supervising agencies 
and the remainder will take it up with- 
in a short time. The results have 
given the company confidence that it 
is working along the right lines and 
hence the plan will be extended. 


Starkweather & Shepley, the well known 
insurance agents, have brought all. their 
employes in the Providence, Boston, New 
York and Chicago offices under a'contract 














of group insurance with the Travelers. 





NEW BILL IS VETOED 





NO WISCONSIN FEE INCREASE 





Governor Philipp Disapproves Higher 
Compensation for State Life 
Solicitors 





MADISON, WIS., July 9—Goyv. 
Philipp has vetoed the Masiakowski 
bill designed to build up the state life 
insurance fund by permitting a larger 
fee for the solicitation of state life in- 
surance. Under the terms of the bill 
the commissioner of insurance would 
appoint a solicitor in each county. The 
solicitor so appointed would receive as 
a fee 50 cents on each $100 of insur- 
ance written plus 10 percent of the first 
annual premium. 

“The bill not only provides for 
greatly increased commission,” says 
the veto, “but makes no provision to 
take care of this extra compensation. 
The only fund from which this com- 
mission can be taken is from the sur- 
plus fund which has been built up by 
present and past policyholders and out 
of dividends which belong to them. 

“This bill is inconsistent with the act 
establishing the life fund. If this bill 
should become a law, the result would 
be that the present policyholders would 
be compelled to bear the burden of 
the additional commissions either from 
the surplus which belongs to the pres- 
ent policyholders or by way of re- 
duced dividends. The effect of the bill 
would be to decrease the security of 
present and future policyholders and 
the ability of the life fund to mature 
its contract. In other words, if these 
extra commissons are paid, there is 
no fund from which the money is ob- 
tainable excepting from the surplus or 
from dividends, both of which belong 
to past and present policyholders. 

“T take the liberty of calling your 
attention to what I said in my mes- 
sage to you on this subject: ‘If this 
enterprise (state life insurance) is to 
prosper and grow, as it must to have a 
normal experience, it must have an or- 
ganization for soliciting business. If 
the expense of such an organization is 
incurred, the fund can offer no induce- 
ment not offered by privately managed 
life insurance companies and fraternal 
societies.’ ” 


On July 12 a delegation of 17 agents 
from the Sioux Falls agency of the Mu- 
tual Life leave for the annual convention 
at Portland, Ore., via St. Paul, where they 
will take a special west. Only those who 
produced $100,000 during the past year 
are eligible. A number of agents will 
take their wives, making a party of 27, in 
charge of John K. Cressey, the agency 
manager. 





DRIVING POWER 


It’s driving power that gets 
there—driving power—and every 
man can generate it. 

Necessary to generating, driv- 
ing power is well organized ma- 
chinery, whether of metal or 
mental parts. A low power en- 
gine never can become, as you 
know, a high power engine. But 
a low power producer of policy 
sales can become a high power 
sales producer. 

Why, then, doesn’t every low 
power producer speedily become 
a high power producer? Per- 
haps its because he’s always re- 
peating to himself, “I’m going to 
—I’m going to”—but doesn’t. He 
has only to shut off that “I’m 
going to” song and start right 
now making it good—in order to 
become a high power producer. 

“T’m doing it”’—not “going to 
do it”—is what will make him, 
what as a matter of fact he really 
wants to be, a high power pro- 
ducer. 

Begin proving it this very day! 
—International Lifeman. 
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UNIQUE INSTITUTION 





COMMENT ON TEXAS COMPANY 





Unusual Features of American National 
Life of Galveston—Ideals of 
President Moody 





GALVESTON, TEX., July 9—In 
Texas there are many unusual and in- 
teresting features in regard to life in- 
surance. The home of the famous 
Robertson Law presents many life in- 
surance novelties, to those visiting 
Texas for the first time. By no means 
the least interesting of the Texas life 
insurance institutions is the American 
National Life of Galveston. This com- 
pany occupies a unique position in that 
it virtually dominates the industrial 
life insurance field in Texas. Upon the 
passage of the Robertson law, the big 
eastern industrial companies withdrew. 
This left the American National with 
practically a clear field. The First 
State-Prudential of Galveston writes 
some industrial business, but its opera- 
tions are comparatively limited, so that 
to make a general statement, the Amer- 
ican National has Texas to itself so 
far as industrial life insurance is con- 
cerned. 

Large Industrial Writings 


The company has built up a $20,000 
industrial debit in the state. The com- 
pany writes colored business under 
special forms. The mortality on this 
class is about 150 percent in most sec- 
tions of the south, but the rates charged 
and the policies written, take into con- 
sideration the high death rate, so that 
the company has. been able to show a 
profit on its colored business. The 
company has built up several large in- 
dustrial staffs. In Houston, for in- 
stance, there are 45 men attached to the 
American National office. There is still 
much cultivation work to be done, 
however, as there are many of the 
smaller towns in which the company 
is not operating, some with as many 
as 10,000 population. 

Views of President Moody 


W. I. Moody, Jr., president of the 
company is a man of great wealth. He 
is one of the prominent financers of 
the south. He is a man of high ideals 
and although he has large financial in- 
terests outside of the, American Na- 
tional, he has given considerable atten- 
tion to the upbuilding of the company. 
The erection of the company’s hand- 
some home office building is an ex- 
ample of Mr. Moody’s spirit. Galves- 
ton is situated upon an island with an 
uncertain sand foundation. As a result 
there are no tall buildings in the city. 
Builders hesitate to erect large struc- 
ture because of the weak and uncer- 
tain foundation. Mr. Moody was deter- 
mined that Galveston Should have a 
handsome home office structure and 
had the plans drawn up for the build- 
ing that now stands. It was necessary 
for the excavators to dig 40 feet be- 
fore striking solid clay. Then great 
Piles were driven into this foundation 
and the eleven story building went up. 


As Permanent Monument 


Mr. Moody wanted the structure 
erected as a lasting monument to the 
American National. When J. S. Rice 
of Houston, Tex., put up the celebrated 
Rice Hotel, he told the architects to 
add 33 percent to the original esti- 
mate in order to insure stability and 
solidity. When the architects sub- 
mitted their figures for the American 
National building Mr. Moody asked 
that 66 percent be added to the charges 
Presented in order to have the build- 
ing ot the most solid and lasting con- 
Struction possible. 


Building for Future 


In operating the American National, 
Mr. Moody believes in building for 
Permanency. He believes nothing is 
accomplished by making a dazzling 





showing if a company cannot go right 
on making an even greater showing. 
He says that the American National 
Life is to be constructed stone by stone. 
The company, which will be 15 years 
old next year, will have $100,000,000 
of insurance in force by the close of 
this year. It is one of the progressive 
and aggressive life companies of the 
southwest. 








How Net Income Has 
Been Greatly Reduced 


| 

HE man who is hunting for rea- 
[sons why he should not buy life 

insurance often grabs that old in- 
vestment and interest argument. He 
will soar right up into the clouds with 
his theories. He will assume that he 
can invest any amount from ten cents 
up to ten thousand dollars at 5, 6, 7 
or even 8 percent. He will never guess 
wrong or lose any of his interest or 
principal and his inexperienced bene- 
ficiaries will have the same wonderful 
good luck. 








* * * 

Years ago the Marshall Field mil- 
lions were invested in Chicago real 
estate, most of it in the so-called loop 
district where values are probably as 
sound as anywhere in the world. The 
shrewd investors of these millions de- 
cided that they would give 99 year 
leaseholds, netting them 4 percent. The 
tenants or lease owners assumed all 
the expenses, such as repairs, real es- 
tate taxes, etc., and it was reasoned 
that an absolutely safe 4 percent in- 
vestment for a period of 99 years was 
quite good. With all of their experi- 
ence and business acumen they did not 
seek 6 or 7 percent returns. 

ee 

Quite recently the Chicago “Tribune” 
called attention to the fact that all. the 
central realty holdings of the Marshall 
Field estate were for sale. The trus- 
tees have run into the unexpected. 
War taxes and the income taxes on 
big incomes have reduced the net in- 
come in some instances to 1.32 per- 
cent. As a consequence the trustees 
of the estate are seeking to dispose of 
their 4 percent investments. so that the 
funds can be put into tax free securi- 
ties—Field Notes. 











the Income Policy 





| 
+ Point Is Made for | 











In a recent advertisement a New 
York trust company quotes the follow- 
ing remark made by a young business 
tian: Mir: ©. o.ccce wast 

“T feel fairly secure about my wife’s 
future. I carry $18,000 of life insur- 
ance. Invested at 5 percent it will pro- 
duce $900 a year.” 

A friend replied: 

“Wee. Ms: ©: icc0% will do very 
well for about seven years—then what?” 

In explanation, he called attention to 
the following paragraph in a life insur- 
ance folder: 

“The average estate lasts from seven 
to nine years following the death of the 
creator. Ninety percent of estates over 
$5,000 are dissipated within seven 
years.” 

The advice given by the trust com- 
pany is that this Mr. C........ should 
create a trust for his $18,000. This is 
sound advice. But every agent knows 
that this young man has another alter- 
native—he can instruct the insurance 
company to pay the proceeds of his 
policy on the income plan. 

This story teaches every agent two 
lessons: 

1. Sell insurance for family protec- 
tion on the income plan. 

2. Advise existing policyholders to 
provide for the payment of their insur- 
ance on the income plan, inserting the 
spendthrift clause in the contract.— 
Agency Items. 














Great Southern Life Insurance Company 


Dallas, Texas 










O. S. CARLTON, 
President 
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Great Southern Life Building, Dallas, Texas 
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‘THE FARSEEING AGENT KNOWS, 












The demon- 
that his strated values 
abilities linked offered your 
* SMT: t 
up with the Se MOTUAL akeaun HIS 
policies of WIFE INSURANCE COMPANY CONFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 














The Minnesota Mutual Life 
INSURANCE COMPANY 


E. W. RANDALL, President T. A. PHILLIPS, Secretary-Actuary 


We have just entered 
THE STATE OF KANSAS 
We are looking for one or two capable General Agente 


A REAL OPPORTUNITY 


For Particulars Address 


E. S. ALBRITTON, Supt. of Agencies, Saint Paul, Minnesota 
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Need Sufficient Surplus 


CoMMISSIONER MANSFIELD of Connecti- 
cut in referring to the influenza epi- 
demic, in his annual report, said that 
this was a very severe test of the life 
and health companies. Every com- 
pany writing either life or health busi- 
ness felt the effect of this dire scourge. 
Mr. MANSFIELD says that many health 
companies found it advisable to in- 
crease rates. He commends the com- 
panies for this action, saying it is not 
a sign of weakness, but a recognition 
of the necessity of putting the business 
on 2 more secure foundation. Here- 
tofore competition for this class of 
business has forced rates down to what 
might be termed a rock bottom basis. 
The recent epidemic has undoubtedly 
?brought about a change which 
eventually put the business 
stronger foundatign. 

Commissioner MANSFIELD asserts that 


will 
on a 


Interested in the Controversy 


Lire insurance men are interested in the 
controversy that is going on in Congress 
over the effort of the officals of the War 
Risk INsuRANCE BurEAU to amend the 
war risk act so that enlisted men carry- 
ing government insurance in converting 
their policies to permanent forms can have 
the option of having their life policies 
payable in a lump sum instead of in 
monthly installments as at present pro- 
vided. The War Risk INSURANCE Bu- 
REAU finds that many men are refusing to 
convert their insurance because of the 
monthly payment feature. 

Inasmuch as professional life insurance 
men are recommending the monthly pay- 
ment income plan the public may receive 
a wrong impression as to lump sum pay- 
ment system. As a matter of fact the ob- 
jection to the monthly plan of the War 
Risk Bureau policies comes from those 
who can afford to convert only $1,000, 
$2,000 or so. These men feel that since 
their beneficiaries can only get $5.75 a 
thousand per month for twenty years, the 
monthly stipend is too small to cut any 


Using Death Claim Lists 


SoME agents are using to great ad- 
vantage these days the list of death 
claims paid by their companies. These 
lists are. peculiarly valuable at this 
time because they are long and show 
the devastating effect of the influenza 
epidemic. The statements issued by 
companies covering the claims paid out 
the last three months of 1918 and the 
earlier months of this year, speak in a 
living language. They not only prove 
the value and stability of life insurance 


two lessons which the epidemic has 
taught have been the need of substan- 
tial surplus funds for both life and 
casualty companies and the need of 
increased rates in case of companies 
writing health insurance. The com- 
missioner says that the need of am- 
ple surplus is shown by the conditions 
which have been in operation during 
1918 and the first part of 1919. It has 
been very easy on the part of many 
to criticize the accumulation of large 
surpluses in case of insurance compa- 
nies and to demand their distribution, 
especially by the mutual companies. 

Commissioner MANSFIELD says that 
experience shows that after all those 
companies which have created large 
funds in excess of normal demands 
have builded not perhaps better than 
they knew, but certainly better than 
many of the critics knew. 


figure. They feel that their needs could 
be better taken care of if the beneficiary 
had the full $1,000 at hand after death. 
Men who can carry $10,000 are not ob- 
jecting to the monthly payment plan. The 
small policyholder finds in the monthly 
payment plan a system that does not 
meet the needs as he foresees them. The 
War Risk Bureau, as we understand it, 
is not objecting to the monthly payment 
plan as a splendid system of life insurance 
payment, but does feel the option should 
be given to those converting their insur- 
ance to have the lump sum settlement if 
they desire it. 

However, during the time of the war 
the lump sum settlement opened the way 
for speculative insurance. Undoubtedly 
the air-tight measure providing only for 
monthly payment settlement was the 
proper one. Otherwise outsiders would 
have paid premiums, taking the chance of 
the man getting killed during the war 
and thus profiting greatly by the insurance 
received in a lump sun, all of which 
might be dissipated in a short time. 


but they also show that a sweeping 
epidemic is no respector of persons and 
can play havoc in a community. 


THE more you know about a prospect 
the more certainly you will be able to 
convert him into a satisfied policyholder. 
From whom can you learn most about a 
prospect? From the prospect himself. 


Hence the agent who is not a good list- 





W. B. Folmar & Son of Troy, Ala., 
are an insurance family of note in the 


south. Besides conducting a large 
banking and farm land business—the 
firm owns 10,000 acres of land and is 
working it—they have the state agency 
for Alabama for the Franklin Life of 
Illinois, writing new business at the 
rate of $5,000,000 a year. Frank P. 
Folmar, the eldest of the sons, is of 
the third generation to be mayor of 
Troy and is cashier of the bank, which 
occupies its own building. Max 

Folmar is still a member of the firm, 
but has recently become assistant man- 
ager of the Canada Life at London, 
Ont., with 80 agents working under his 
direction in Canada. Emory Folmar 
is the general manager of the insur- 
ance department and writes about a 
half of million of new business each 
year besides managing the agency. Re- 
cently a branch office was established 
in Montgomery in the Bell building 
under the charge of Capt. William 
Lawrence, recently returned from the 
army and himself originally from Troy. 
Max Folmar is field agent for the 
agency and is now president of the 
$200,000 and $300,000 clubs of the agents 
of the Franklin Life. The Franklin 
Life has paid more than $500,000 to 
beneficiaries in the Alabama territory. 
W. B. Folmar & Sons, of whom there 
are six, all in the business together, 
are representatives of the new spirit 
of enterprise in the south and factors 
of importance in their city and state. 


President John M. Stahl of the Farm- 
ers National Life of Chicago says he 
appreciates highly indeed the nice 
things said about him in connection 
with the gratifying amount of very high 
class business the Farmers National 
Life has put on its books this year, but 
he must give the greatest part of the 
credit to George H. Barmore, agency 
director. Mr. Barmore was the first 
man to make a contract to work in 
the field for the Farmers National Life. 
He took the first application for that 
company in Illinois and the policy that 
resulted is yet in force. For three 
years past he has been at the head of 
the agency and the renewal depart- 
ments of the Farmers National Life 
and has demonstrated that his choice 
for those positions was a fortunate 
one for his company. 

Mr. Barmore had ten years’ experi- 
ence in the field as agent or district 
agency manager before he came with 
the Farmers National Life, hence knows 
well the problems of the agent in the 
field. This is doubtless one reason for 
his popularity with the agency force of 
his company. Another reason is that 
he is always ready to aid the agent 
in every reasonable way. 


James M. Cowan of Aurora, Ill., gen- 
eral agent of the Northwestern Mutual 
Life, reports that his agency for the 
first six months of the year paid for 
$407,300 in comparison with $173,100 
during a similar period of 1918. Last 
year was the best year Mr. Cowan’s 
general agency has experienced. It 
will be seen, however, that for the first 
six months of the present year it paid 
for considerably more than the entire 
year of 1918. 


Vice-President R. W. Stevens of the 
Illinois Life has now brought in “Pro- 
hibition” as one of the big factors in 
life insurance success. He tells all 
agents the three “P’s,” Peace, Prohibi- 
tion and Prosperity, "and three “E’s,” 
Energy, Enthusiasm and Endeavor, 
will make any man 100 percent efficient 
these days. 


Otto H. Augustine of Peoria, Ill. 


manager of the Illinois Life. developed 
into not only a strong agency organ- 





ener can never be a good salesman. 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 















ducers of the agency. He is now going 
strong for the presidency of the $100,- 
000 Club, although he has a handicap 
of $201,250 against him, owing to be- 
ing a previous president. During the 
eleven months of the club year ending 
June 30, he wrote 373 separate appli- 
cations for $932,500. With the month 
of July yet to hear from his company 
predicts that Mr. Augustine will round 
out a million dollars. 

The company says that the club year 
period covered war, plague, armistice 
and peace negotiations, hot weather, 
biting weather, heavy rains and im- 
passable roads, yet steadily through 
each of these phases Mr. Augustine’s 
business has been substantial with the 
thermometer of his success mounting 
higher and higher as business condi- 
tions and working conditions have 
grown more favorable. 


Vice-President Edwin A. Olson of 
the Mutual Trust Life of Chicago is 
attending the annual state convention 
of the Connecticut agents of the com- 
pany at Savin Rock, New Haven. 
From that point he will sail Friday 
of this week on a business trip of 
about two months to England, France 
and the Scandinavian countries. Tlie 
Connecticut agency produced over a 
$1,000,000 of business during the first 
six months of this year. This is dou- 
ble its record for the similar period 
of last year. 

J. D. Ahrens of Little Rock, Ark., 
manager of the Manhattan Life in 
commenting on a recent article in THE 
NATIONAL UNDERWRITER as to life in- 
surance conditions in that state says 
that the New York Life was the state 
leader last year, it writing $5,006,413: 
the Home Life & Accident was second 
with $3,107,180; the Jefferson Standard 
third with $2,868,250 and the Aetna 
Life fourth with $2,850,238. He states 
that no company will pay for $10,000,- 
000 in Arkansas in 1919 regardless of 
the prosperous conditions. In com- 
menting on the conditions as to roads 
Mr. Ahrens says that the roads are 
100 percent better than they were a 
year ago and taken as a whole they 
are better than the roads in Illinois. 
However, Mr. Ahrens gives it as his 
opinion that neither state has roads 
worthy of the name. 

As to rural life insurance business 
he says that it has increased at least 
500 percent in Arkansas in the last 
three years. In his opinion 75 per- 
cent of the life agents in the state are 
in towns of less than 2,000 population. 
He feels that over 75 percent of the 
life men doing business in Arkansas 
and carrying rate books are on the 
part time basis. 


Assistant Actuary Oliver Winfred 
Perrin of the Penn Mutual Life was 
overwhelmed by an avalanche of let- 
ters and telegrams from his friends in 
insurance circles conveying hearty con- 
gratulations when it became known 
that he had entered the nuptial realm 
on June 28. The happy bride was Miss 
Renee Barrie, daughter of Mrs. George 
Barrie, Narberth, Pa. The honeymoon 
is being enjoyed at various points in 
Maine. 


J. O. Gable, southern Michigan man- 
ager of the Fidelity Mutual Life, is one 
of the successful life insurance men 
that came into the business from fire 
insurance. For 15 years he was a 
special agent in the fire insurance busi- 
ness and appointed and supervised fire 
agents throughout Michigan. In De- 
cember, 1917, he went into the life in- 
surance business in his present post- 
tion. He had studied the business very 
thoroughly but had had little actual con- 
tact with it. Within a few months he 





izer but one of the big personal pro- 





was going in good style and his agency 
is one of the most successful of the 
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Fidelity Mutual. Six agents from his 
staff made the Fidelity Leaders Club 
which is a $100,000 organization, and 
two elected themselves officers. Meyer 
Frank is vice-president and Jacob 
Golden succeeded in becoming a di- 
rector. 

Mr. Gable’s wide acquaintance with 
insurance agents throughout Michigan 
made it possible for him to convert 
many into good producers of life in- 
surance. 


Capt. F. P. Anderson, superintendent 
of agents of the Wisconsin Life, who 
has been overseas with the army of 
occupation, sailed from Brest July 6. 
Immediately upon his discharge he will 
again take up his duties with Wis- 
consin Life. 


The La Fayette Life of La Fayette, 
Ind., having properly dedicated its new 
building is now occupying the 10th 
floor. The building is one of the most 
impressive in its section of the state. 

















LA FAYETTE’S NEW BUILDING 


The La Fayette Life deserves particu- 
lar credit for beautifying this building 
site with its own handsome and com- 
modious structure. It not only fur- 
nishes the company a fine home, but 
the offices in the building are particu- 
larly desirable. 


The Bankers Life of Des Moines 
celebrated the 40th anniversary of its 
founding on June 30, and in honor of 
the event, the field force produced over 
$1,000,000 of business which was re- 
ceived at the home office on “Anni- 
versary Day.” This was the first mil- 
lion dollar day in the history of the 
company and sets a new record in 
Iowa life insurance. The production 
for June, which was obstrved by the 
field force as “Anniversary Month,” 
amounted to $8,200,000, which is a new 
record not only for the Bankers Life, 
but also for Iowa life insurance. 

The total business for the first six 
months amounts to $42,000,000, as com- 
pared with $22,000,000 for the first six 
months of 1918. The field force has 
achieved an average production of 
$7,000,000 a month for the first six 
months of the year, and it is confi- 
dently expected that the company will 
eclipse its proposed total of $80,000,000 
of business for the current year. 


The fortieth anniversary of President 
Morgan G. Bulkley, with the Aetna 
Life, was observed July 7. A _ basket 
of forty roses greeted the Senator on 
us arrival at the office. The various 
omcials of the company extended their 
— of the day without ceremony. 

\ce-President J. L. English, of the 
Same company, recently commemorated 





his fifty-second anniversary. 





Polienpined—the Unique Manual and the 

i 24 1olders’ Digest—under the title of 

$2.50 nique Manual-Digest. Order now at 

att ber copy. The National Underwriter, 
enhofer Bldg., Cincinnati. 





HIGH RECORD IIS SET 


AMERICAN CENTRAL BOOMING 





Agency Secretary Tells Men They Are 
Piling Up Precedents Hard to 
Live Up To 





INDIANAPOLIS, IND., July s.— 
American Central Life agents have so 
acquired the habit of breaking all previous 
records month by month during the past 
half year that Agency Secretary Roy 
Hunt has almost felt that he must warn 
them that they are piling up precedents 
which will be hard to live up to in the 
future. During the first six months of 
1919, in every month but February, the 
best previous month in the history of 
the company for business written was 
beaten. In April, 1918, the American 
Central wrote $2,048,000 of new busi- 
ness, the best month up to that time. 
In December, 1918, this was beaten by 
a $2,381,000 record, but since then, Feb- 
tTuary is the only month that fell be- 
low that figure. By months 1919 so far 
shows: January, $2,503,000; February, 
$2,171,000; March, $2,844,000; April, 
$2,954,000; May, $2,700,000; June, $3,- 
342,691. 

Six Months Total $16,339,000 


The total for the six months was 
$16,339,000. This is far above any pre- 
vious six months of the company. Mr. 
Hunt states that there has been no 
drive for agents but only the normal 
increase in the field force. 

“I attribute the gain largely to the 
attitude of our agents to the business 
and their opportunities,” he said. “We 
have laid considerable stress in our 
communications to the field on the 
‘passing of the $1,000 prospect.’ We are 
urging agents to regard all prospects 
as at least $5,000 cases. This is reflected 
very clearly upon the volume of busi- 
ness. In June, for example, there was 
not such a notable increase in the num- 
ber of applications but those that did 
come rolling in were for $2,500, $5,000 
and better with very few small ones. 
Our agents are finding out that they 
can write bigger business and are go- 


Ling after it.” 


Talk Language of Farm 


Mr. Hunt related also how agents 
are using the increased value of farm 
products to good advantage. The 
agents are instructed in the effective 
art of converting the cost of life in- 
surance to terms of hogs, acres of corn 
and wheat, bales of cotton. The farmer 
who is slow to let go of actual money 
will respond to the suggestion that the 
premium on a twenty-pay life policy 
for $2,500 will cost him only the value 
of a good-sized hog or that a bale of 
cotton will buy a $5,000 policy. The 
American Central field and home office 
representatives are very optimistic over 
the outlook for the future of the busi- 
ness. The $100,000 and Quarter Million 
Clubs will meet at Clifton Hotel, Ni- 
agara Falls, Ont., on July 23. Thirty- 
seven agents have qualified for the 
first and nine for the second club. 
Guests and officers will swell the party 
to about seventy-five. 


Sills at Montreal Meeting 


RICHMOND, VA., July 8.—Neil D. Sills, 
Virginia manager for the Sun Life of 
Canada, and former president of the 
National association, was scheduled to 
make an address in Montreal this week 
at the annual convention of the Macaulay 
Club, which corresponds to the $100,000 
Club of other companies. The subject of 
Mr. Sills’ address was “Ethics of Life 
Insurance.” Three members of his agency 
qualified for membership in the club this 
year, as follows: J. B. Wood, Lynchburg; 
L. E. Warren, Richmond; S. P. James, 
Mathews county. Mr. James gained a 
place on the honor list by writing 122 
applications and paying for $152,000 of 
business. 


The Security Life of Chicago has been 
licensed in Minnesota. 








2 Agency Supervisors Wanted 
in Indiana 


Although we lead all com- 
panies for production in our 
home state, we are not yet 
satisfied. We have two terri- 
tories which must be better 
organized: one southeast 
and one southwest. 


We write both Par. and Non-Par. 
insurance on all Standard forms 
of policies. Our sub-standard 
department has cut the rate of 
our rejections down to one of the 
lowest in the country. It means 
practically 7% greater income 
for our agents. 








For 2 men with records as personal producers and organ- 
izers we have an attractive Salary and Commission con- 
tract with an opportunity to build a large renewal ac- 
count. We want proved General Agency men. 


NOW OVER $85,000,000 IN FORCE 


LINCOLN NATIONAL LIFE 


FORT WAYNE, INDIANA 


From Pennsylvania Across to Idaho 




















THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 


Owned and operated exclusively by Masons (only one of its kind in 
the world). 


COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. No advances. No first 
year premium notes. Cash Business. All Physicians must be Masons. 


M. E. Callane, Secretary. Bertram Day, President. 
FLETCHER TRUST BUILDING - - INDIANAPOLIS 

















tel Ia Salle (2 


Chicago’s Finest Hotel 


ERNEST J. STEVENS, Manager La Salle at Madison Street, Chicage 


WHERE INSURANCE MEN MEET 


Hotel La Salle ranks first among Chicago 
hotels for its perfect service, elegant equip- 
ment and comfortable accommodation. Lo- 
cated at the center of the insurance 
district it is the most convenient stop- 
ping place for the busy man. 
RATES: 
ONE PERSON 


Room with detached bath - = = « $2to 
Room with private bath « <= = « $3 to 


Room with detached rh Ay oo" $3 to aay 
im - 7 - se 
Rooms with private bath - <= ¢ » } Hog -f oad 4 


Connecting rooms and suites as desired 


All rooms at $5 or more are the same price 
for one or two persons. 


Hotel La Salle gives more for the price 
you pay than any other hotel in Chicago 
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EQUITABLE | LIF EOFIOWA 


Announces New Policy Forms 
INCORPORATING: 


lncownnidl Total Disability Benefits 
Double Indemnity Benefits 


f and 
Other Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 


For Agency Connections, Address HOME OFFICE, DES MOINES 


1919 























ORGANIZED 
1850 


under our direct general agency contract 
Our Policies provide for: 


DOUBLE INDEMNITY, 
DISABILITY BENEFITS, 
REDUCING PREMIUMS. 


See the new low Rates. 
John F. Roche, Vice-President. 


The Manhattan Life 


2 
Insurance Co. 
66 ar - NEW YORK 














A MUTUAL COMPANY 


National Life Insurance Company 
MONTPELIER, VERMONT 


FRED A. HOWLAND, President 


Which for 
SIXTY-NINE YEARS 





EDWARD D. FIELD, Superintendent of Agencies 


Has protected the 
HOME AND FAMILY 











Ambitious, productive and Trustworthy Life Agents 





may be BENEFITED by corresponding with the 





WwW. D. WYMAN, President 


Berkshire Life Insurance Company 
Of Pittsfield, Massachusetts — 


Seamgabenal 1851 


New Policies with modern provisions 
Attractive literature 


W. S. WELD, Supt. of Agency 

















FROM MUTUAL 

















10 So. LaSalle St. 
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CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 

Our references cover eighteen years of satisfactory service, and we apeuidiy solicit your Hatronage. 


THE OTIS HANN COMPANY, Inc. 


Chicago, Illinois 








Are you reading Dr. Muhlberg’s not- | 


able series of articles in the Insurance 
Salesman? Dr. Muhlberg is home office 
medical director of the Union Central 


Life and for over a year past has been ! 


conducting a department on “Border 
Line Cases.” It is alone worth the 
subscription price of the Salesman, 
$1.50 per ‘year, or $1 in combination 
with THe National UNDERWRITER. 


| Company 


The Insurance Salesman is not de- 
voted merely to’salesmanship; it takes 
up every educational and_ technical 
phase of life insurance from the field 
man’s standpoint. THe NaAtionaL UN- 
DERWRITER is the newspaper, the Insur- 
ance Salesman the magazine of the life 
insurance business. Send for a sample 
copy to The National Underwriter 


or Rough Notes Company. 


Write Him Before His Age Changes 


As every agent knows, the age to be 
considered as the prospect’s insurance 
age is that at his nearest birthday, but 
it may not be clear.to every agent just 
which birthday is considered by this 
company the nearest in certain in- 
stances. This is. determined by the 
day of the month and not by the day 
of the year. For instance:—if the 
prospect’s birthday is the first day of 
January, his age will change on the first 
day of July, and not on the third day 
f July, even though the second day 
of July is nearer to his last birthday 
than to his next birthday if measured 
by the number of days in the year. 
Similarly, if a prospect’s birthday is 
the 28th of August his age will change 
on the 28th day of February, and if it 
falls on the 30th or 31st of August his 
age will change on the 28th of Febru- 
ary, or the 29th if it should be leap 
year. 

Do you keep track of the ages of 
your policyholders and prospects? In 
your file of these names you will find it 
advantageous to keep a birth record. 
You can then address an envelope to 
each of these, and inclose a card that 
bears a friendly birthday greeting. By 
indexing each envelope according to 
the date of the birthday, it will come 
in proper order, and you can mail it 
at the proper time—say, the day be- 
fore the birthday. 

Some time afterwards call on your 
client and point out to — the advan- 
tage of insuring now, or, if already a 
policyholder, of i Sescemaniiinies his insurance 
now, before his age changes. When 
he realizes that you can save him 
money this year, and each year here- 
after, by writing him at the present 
lower premium rate, he will be im- 
pressed by your care for his interests. 


Sort Out Your Knowledge 


Sometimes we hear that an agent 
can know .too much about life insur- 
ance to be a good salesman. It isn’t 
true. It is true, however, that the 
newcomer to our business who studies 
its science learns a foreign language, 
and he is liable to forget that his pros- 
pect hasn’t learned it, can’t understand 
it, and will, therefore, be dazed in- 
stead of sold if the agent uses it. The 
fault is not in the representative’s tech- 
nical knowledge, but is in his inability 
to put himself in the other man’s place. 
Paper and ink are valuable aids to 


SUGGESTIONS TO SALESMEN 


LIFE POINTS 








paper, and will set down in one col- 
umn the headings of his technical sub- 
jects, and will set down in the other 
the motives that cause men to insure 
and the merits of our contracts; and 
if he will then study the two columns, so 
that the two classes of subjects may 
become clearly sorted in his mind, he 
will be able the easier to refrain from 
technical talk in his canvassing, and 
will not suffer from possession of his 
technical equipment. Technical infor- 
mation should never be given unless it 
is asked for. 

So far from fullness of knowledge 
being a drawback, an interview is sure 
to come some day when the agent will 
be able to close an unusual case because 
he had answered promptly a question that 
would have puzzled a salesman who 
knew only the usual selling arguments. 
And the man who knows why legal 
reserve life insurance is sound is able 
to talk with an enthusiasm that is not 
restrained by an inward fear that 
somewhere the system has a flaw. 

+ = * 


Disability Benefits 


Waiver of premium is—waiver of pre- 
mium. It does not guard the insur- 
ance from surrender for cash, or from 
reduction through a loan, if disablement 
comes. The disability benefit, however, 
continues all or a part of the income 
that disablement’ had stopped—helps 
to pay the bills of the present, while 
leaving the policy intact for family 
support after the insured has gone. It 
is the true insurer of insurance—with- 
out it, neither a single sum payment 
nor a life income might be eventually 
forthcoming. Trifling additional cost. 

* +e 


Yes, But What’s the Income? 


He thay“be feeling a bit chesty be- 
cause he is carrying a $5,000 policy. 
But he never has figured out its in- 
come, nor realized that only income 
counts in a case where sufficient in- 
come can be paid for. “Five per cent 
on $5,000 is sixty-nine cents a day— 
could your wife and children live on 
that?” 

* Ok Ok 


* He Has Graduated 


The high cost of living and the high 
figure of wage and salary compensa- 
tion, the example of the amount of his 
son’s war insurance, and the general 
financial standard of the times, have 
lifted him out of the $1,000 class, the 





mental fixation and discrimination. And 
so if the student will take a sheet of 


$5,000 class, and $10,000 class. Have 
we kept step with him? 








FAMILY A BUSINESS ENTERPRISE 








BUCKNER of.the New York Life 

says that the family should be con- 
sidered ‘in the light of a business. In 
commenting further he says: 

“One of the signs of the times is 
that several universities of the country 
have departments of insurance. Insur- 
ance is more and more entering into 
the economic life of the nation as the 
stabilizer and-equalizer.of a career 
which partakes, if in a different way, 
of many of the hazards of a balloon 
trip. The balloonist may come through 
his experiences alive, while the voy- 
ager on the trip of life knows full well 
the inevitable end that awaits him. As 
a business proposition he should there- 
fore equip himself somewhere on the 
journey with the ‘safety device’ called 
life insurance. 

“The principal address at a recent 
session at the University of Pennsyl- 
vania was made by Dr. Solomon S. 
Huebner, head of the Department of 
insurance, who spoke on ‘Conservation 
of the Financial Value of Human Life.’ 
In the course of his address Dr. Hueb- 
ner declared that the time had come 


\/ BUCKNER of the THOMAS A. 





to ‘capitalize the human family and 





conduct it on the basis of a business.’ 
In arguing on the benefits of life in- 
surance, he said: 

“A human life has three values, 
namely: Its relation to the family, 
its relation to a business, and its rela- 
tion to an institution. Every one of 
these values should be insured against 
loss from premature death. The fam- 
ily must be viewed like a business, for 
the average man’s first and most im- 
portant business is his family. It 
should be conducted like a business, 
and protected against bankruptcy.’ 

“How few men regard their families 
as a business! And yet, when you stop 
to think. of it, that is just what the 
bringing up of a family, or the taking 
care of dependents, or taking care 0 
one’s own after years, amounts to. It 
is a business of the most serious na- 
ture that may be any moment intef- 
rupted by death and plunged into bank- 
ruptey. I think Dr. Huebner’s thought 
is a very good one to put before the 
very next person you solicit.” 








The Watertown District of Life Under 
writers has suspended meetings unti! O& 
tober owing to the hot wealther. 
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NEWS ABOUT 


LIFE POLICIES 








| 


in Policy Literature, Rate Books, etc. 
Digest” and ‘Little Gem,” 





New Policies, Premium Rates, Dividends, Surrender Values and all Changes 


Published Annually in May. 


Supplementing the ‘‘Unique Manual- 
PRICE, $2.50 














Provident, Bismarck, N. D. 


The Provident of Bismarck, N. D., on 
June 1, issued its new perfected protec- 
tion policies, which provide not only for 
life income disability, but have the dou- 
ble indemnity feature also. The dis- 
ability benefits cover up to age 60. Not 
only are premiums waived after disabil- 
ity, but the company will pay to the 
insured a sum equal to one-tenth the face 
of the -policy during the life time and 
complete disability of the insured, with- 
out reducing the amount of the final 
settlement. The double indemnity benefit 
is the usual form of this clause. At age 
35 the premiums are: Twenty payment 
savings accumulation policy, without dis- 
ability or double indemnity, $38.34, with 


disability $39.95, with disability and 
double indemnity, $42.23; ordinary life, 
without $22.83, with disability $24.34, 
with disability and double indemnity, 
$26.34; twenty payment life, without 
$30.90, with disability $32.51, with dis- 
ability and double indemnity $34.79; 


twenty year endowment without, $45.35, 
with disability $46.23, with disability and 
double indemnity $48.23. 


Endowment Commissions Increased 


The Penn Mutual Life announces that 
in order to stimulate and encourage the 
issuance of long term endowments which 
have been uniformly associated with a 
favorable mortality and persistency there 





THE OLD LINE 


CEDAR RAPIDS | 
LIFE INSURANCE CO. 


FOR GOOD MEN 
CBRobbins, Pres. CBSvoboda, Secy. 
HOME OFFICE 
CEDAR RAPIDS. IOWA 








shall be granted to the company agents 
under endowment policies maturing in 
from 30 to 35 years, first year’s com- 
missions of 45 percent, and on endow- 
ment policies maturing in 35 years or 
longer first year’s commissions of 50 
percent. 


Mutual Life 


The question has arisen several times 
as to whether or not the Mutual Life 
will continue to pay dividends on a 
policy after the insured becomes perma- 
nently disabled and when the premium 
Waiver clause applies. 

Of course, while the insured continues 
to pay his premiums, the dividend which 
he receives each year is made up in part 
from that portion of his premium called 
the loading; and when he becomes dis- 
abled permanently and is not required 
to pay further premiums, that element 
of the dividend is no longer available, 
and from that time the dividend is caleu- 
lated the same as in the case of paid-up 
policies. It simply consists of excess in- 
terest earned over 3 percent on the re- 
serve at the beginning of the year, or, 
rather, the terminal reserve of the year 
previous plus the net premium put up 
by the company at the beginning of the 
year. At the present time the interest 
factor used is 1.4 percent. 





Western States Life 

The Western States Life is now putting 
an aerial navigation provision in its poli- 
cies, providing that the limit of the 
company’s liability in case the insured 
meets death while engaged in aeronau- 
tics during the first two policy years will 
be the return of the premium with inter- 
est. 


N. A. Life & Casualty 


The North American Life & Casualty 
of Minneapolis is getting out a new ac- 
cident policy. The company has discon- 
tinued its war clause and is planning 
many important changes in its life pol- 
icies. These will be ready for announce- 
ment shortly. ‘ 


Midwest Life 


President N. Z. Snell of the Midwest 
Life of Lincoln states that after national 
prohibition has gone into effect the com- 
pany will not write a man a standard 
policy who has been in the liquor busi- 





GLOBE MUTUAL LIFE 
INSURANCE ASSOCIATION 


431 S. Dearborn St. Chicago, Ill. 
Gain of the Globe for Year 1917 


Increase in Assets ........... 90 percent 
Increase in Premium Income. 20 percent 
Increase in Insurance ........ 13 percent 
For the Last Five Years 
Gain in Income ..... eeseceees-230 percent 
Gain in Assets ..........00.00- 190 percent 


Gain in Insurance in Force..160 percent 
Ordinary and Industrial Branches. All 
policies pay Total and Permanent Dis- 
ability Benefit at the rate of $10.00 per 
week. 
All Claims Paid “On Sight” 
T. F. BARRY, Secretary and Manager. 


ness even after prohibition has become 
effective. “Just how we will handle these 
cases has not yet been fully determinea. 
In some instances I apprehend we never 
will write such a person a standard’ pol- 
icy. Each case will be considered rather 
largely on its own merits.” 


Sun Life 
The Sun Life of Baltimore, on June 18, 
by action of its board of directors, de- 
cided that all claims that have risen up 
to that date out of the deaths of its 
policyholders, engaged in military or 
naval service, whether at home or over 
seas, shall be paid in full, regardless 
whether the policyholders applied for a 
permit or not, and also that all extra 
premiums paid by policyholders to keep 
their policies in force be repaid upon 

their return to the states. 

















lowa Life Insurance Co. 


HOME OFFICE 
: WATERLOO, IOWA 


OPPORTUNITY 


2 Supervisor wanted in Iowa Territory 
= Salary and Traveling Expenses 


F. A. Ferguson, President 





Prudential 


The Prudential will not change its at- 
titude in the acceptance of so-called 
“liquor risks” after national prohibition 
has gone into effect. It will continue as 
reretofore, judging individual cases on 
their merit. 


Public Savings 
The Public Savings of Indianapolis has 
under construction at the present time a 
new set of ordinary policies. These will 
shortly be issued from the printers. 














Philip If. Mason, superintendent at Wil- 
mington, N. C., for the Metropolitan Life, 
has been transferred to Norfolk as super- 
intendent there. He started with the com- 
pany at Richmond seven years ago and 
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; was sent to Wilmington from that city. 


The Company that 


Leads them all in Kansas 





Invites correspondence on the subject of Agency connections 
in territory of real productiveness. 


The Farmers & Bankers Life Insurance Co. 


WICHITA KANSAS 








A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issuxd 
. 31—1888.... $ 104,307 889,073 1889-1898... $ 2,128,182 $460,386 
- i. . 321,505 . 8,392,902  1899-1908...... 12,088,346 1,169,329 
1908.... 3,621,170 43,443,633 1909-1918... 35,887,982 2,199,357 

1918.... 15,758,208 145,055,484 


The WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 








The American Home Life 
Insurance Co. 


Topeka and McPherson, Kan. 
J. P. Slaughter, Pres. Chas. H. Sandy, Sec. 


Good contraéts for live agents. Address F. P. Metzger, Agency Director, Topeka, Kan. 











—y-\ 2 a - C—O C1 ©) VA oe 1.107 | os = 10) | 


The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT =“° MONTHLY INCOME INSURANCE. 
s]aseeean LATEST POLICIES AND AGENCY CONTRACT 


Openings OHIO, IND., KY.. MICH. and W.VA. Write Columbus 
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ECRET OF OUR 
UCCESS IS 
ERVICE 


We have a contract for you under which your 
income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 


| FEDERAL CASUALTY COMPAN 


| Cash Capital $200,000.00 V. D. CLIFF, President 


One 


DETROIT 
MICHIGAN 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 
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MERCHANTS LIFE 
INSURANCE CO. 


DES MOINES, IOWA. 





Agency Opportunities 
Nineteen States 








Wm. A. Watts, President. 
Established 1894 








| 
































































AMERICAN 





Insurance Co. 


INDIANAPOLIS, IND. 


Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 




















“LAPSED” POLICY PAID 


SAXON COMPANY GETS $50,000 





Provisions of New England Mutual 
Contract Kept Alive Insurance 
on H. W. Ford’s Life 





The recent payment by the New Eng- 
land Mutual of the Ford claim in favor 
of the Saxon Motor Corporation of 
Detroit illustrates, in a remarkable 
manner, both the happening of the un- 
expected, and the custom of the New 
England Mutual of giving complete in- 
surance. 

On Oct. 23, 1915, the New England 
Mutual issued a commercial policy, 
five-year term, for $50,000, premium 
$675, to Harry W. Ford of Detroit. 
Mr. Ford was at that time president 
of the Saxon Motor Car Corporation, 
which he had founded, and to which it 
was payable. On Sept. 21, 1918, that 
company decided to discontinue the 
insurance, and asked for the then cash 
value of the policy. An effort was 
made by the company’s general agents 
to keep the insurance in force by sub- 
stituting Mr. Ford’s wife as the bene- 
ficiary; and the negotiations were still 
pending when the premium date, Oct. 
23, arrived. The premium was not paid, 
and nothing thus far had been done 
to change the policy. 


All “Through” With Insurance 


Now comes the human interest part 
of the story. The Saxon Motor Car 
Corporation, the insured and his fam- 
ily, it was learned—all had decided to 
discontinue the policy. Everybody, ex- 
cept the New England Mutual, was 
“through” with the insurance. They 
not only neglected to take the cash 
value of $24.50, payable Oct. 23, 1918, 
but they also failed to notify the com- 
pany formally of their final .decision 
so that the dividend of $155 could be 
paid. 

Here is the result of this negligence: 
The policy lapsed on that date, Oct. 23, 
for nonpayment of the premium then 
due. By its provisions, it was kept in 
full force as automatic extended insur- 
ance for the length of time purchased by 
the cash value—twenty days. 


How Policy Was Kept Alive 


On Nov. 12, 1918, the policy would 
have expired absolutely, and Mr. Ford 
would have survived it, thus ending the 
matter—but for three most important 
circumstances: 

First—The policy provided that if any 
share of surplus was not taken in cash 
or used to reduce the premium, it should 
be left the company to accumulate at 
interest to the credit of the policy. 

Second—Under the extended insurance 
nonforfeiture provision, the policy stated 
that it would be continued automatically 
for its face amount as extended insur- 
ance from its anniversary date “for such 
time as the then cash value, together 
with any accumulated surplus held at 
interest,’’ would purchase. As a matter 
of fact, the dividend of $155 purchased 
a further extension of 124 days, making 
with the cash value a total extension of 
144 days. Thus the true expiration of 
the insurance was advanced to March 11, 
1919. 

Policy Paid on Death 


Third—On Dec. 11, Mr. Ford, who by 
this. time was living in New York City, 
was taken ill with influenza. The dis- 
ease progressed into pneumonia, and the 
insured died on Dec. 18, 1918. Thereupon 
$50,000 was paid to the Saxon Motor 
Car Corporation. 

The significant feature of the story is 
the application of the dividend, in accord- 
ance with the specific terms of the con- 
tract, to purchase a further extension of 
the face amount of the insurance. To the 
best of the company’s knowledge, the 
policy contract of the New England Mu- 
tual is, in this respect, unique. Because 
of the absence of a similar provision 
from their term policies, it is understood 
that no less than five companies, carry- 
ing nearly $400,000 on the life of Mr. 
Ferd, were without liability at the time 
of his death. 











tual, giving the insured the benefit of all 
the protection that every dollar would 
buy, thus became the means of creating 
most unexpectedly a valuable property 
for the corporation that he had founded. 





Selling Side of 


Life Insurance 





territory often pass up business 
that lays under their very noses. 
They will go from one small place in 
their territory to another without first 
intensively canvassing the ground they 
leave. This was well illustrated by T. 
B. Hutton, general agent of the Equit- 
able Life of Iowa at Sioux City, at the 
company’s recent agency convention. 
Some years ago Mr. Hutton had a 
partner in his agency and one Monday 
morning as they both set out to beat 
the bushes in the small towns near 
Sioux City they made an agreement 
that neither would return to Sioux City 
until they had written $10,000 of paid 
for business. Both started out and by 
Friday evening Mr. Hutton had round- 
ed up $3,000. He was returning to the 
hotel Friday afternoon preparatory to 
getting a Friday evening train for 
Sioux City when he suddenly realized 
that he had by no means lived up to 
his agreement, and under it had no 
right to go back to Sioux City until he 
had completed his self apportioned 
quota of $10,000. He felt that the town 
had been thoroughly and carefully 
worked, but decided to stay there Sat- 
urday rather than move on to the 
next town. 

He did, and placed $7,000 of paid for 
business in the morning. Under ordi- 
nary circumstances he would have left 
the town to go to the next, where he 
would most likely not have written as 
much as $7,000 in one day. This actual 
experience illustrates how business 
often is left unsolicited and untouched. 


- VERYWHERE one goes he finds 
unused assets. Nature’s unused 
assets are stored away in the earth in 
the form of oil, coal and other prod- 
ucts. These sources of wealth have 
only recently been touched. We find 
many unused assets in the insurance 
field. There are more wealthy persons 
in the world, today, than there have ever 
been before. Each of these persons 
is a good prospect. He needs protec- 
tion and has the money to pay for it. 
What more can the agent ask? It is 
up to the agent to locate the unused 
or uninsured assets and get their names 
on the dotted line. 

Every one has noticed, while travel- 
ing in the country, that there is a por- 
tion of the crops wasted during the 
process of harvesting. For example, 
potatoes are culled and all those that 
do not meet a certain requirement in 
size are thrown into the discard. Thus 
a portion of the harvest is wasted. If 
the culls could be placed on the market 
it would mean quite a saving. 

The same is true in the life insur- 
ance business. Solicitors go out into 
the field to look for prospects and har- 
vest the crop. They return with their 
application blanks filled out and with 
the first premium paid in advance with 
the application. Then comes the weed- 
ing out of the applicants. Many are 
rejected because they do not come up 
to the standard set by the company. 
These are wasted assets. Prospects 
are plentiful everywhere. Substandard 
risks need protection and many of 
them would be willing to pay an addi- 
tional premium to get it. Some day 
this fact will be recognized by special 
provisions on the part of insurance 
companies. 


Ls men who attempt to cover a 








LIFE insurance offers an opportunity 
4 that is equaled in no other profes- 
sion. Take for example the young 
man with a legal turn of mind. He 
must spend four years in a high school 
preparing himself to enter a college or 















The contract of the New England Mu- 


university. After he has completed his 
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preliminary training he must attend an 
institution of higher learning for three 
or four years or spend three or four 
years in attorney’s office. Finally, he 
must take an examination before he is 
admitted to the bar. 

The young man who desires to be- 
come a doctor has almost as hard a 
time. He, too, must prepare himself 
for admission to an institution of higher 
learning. He will have to spend sev- 
eral years and spend a great deal of 
money while learning the profession. 
After receiving his degree he must re- 
ceive a certain amount of training in 
a hospital in order that his education 
may be properly rounded out. Then 
he goes into business for himself and 
he finds that he must spend several 
years in building up a practice. 

This is true of all professional men. 
The engineer, the lawyer, the doctor, 
the architect and all other professional 
men have to spend many years in 
preparation. The young man who se- 
lects the life insurance field has many 
advantages. His brain and adaptability 
are the only capital required. His 
company furnishes the rest. He does 
not have to spend several years and a 
great deal of money while learning his 
profession. He earns while he is 
learning. 

There is always opportunity for pro- 
motion in the life insurance business. 
Many of the most successful managers 
and home office officials started with a 
rate book. Life insurance solicitors 
meet people of many different types 
and the work is always interesting. 
Considering the business from every 
angle no other profession offers so 
many opportunities for the young man 
as life insurance. 





HE man who is filled with good 

cheer, who always sings at his work 
is the one who is satisfied and har- 
monious. He always leaves a splendid 
impression on those with whom he 
comes in contact. Such people make 
themselves agreeable, make friends and 
enrich the world. Joyous people are 
always busy. 

An insurance man in commenting 
on this subject the other day said: 

“The joyous are the busy; the dis- 
satisfied are the idle. Every man who 
works hard knows there is joy in it. 
He is doing for himself and others. He 
is making himself a more agreeable 
animal for folks to come in contact 
with. And he’s making friends, en- 
riching the world. No busy man ever 
wants for pleasure. He is always ex- 
periencing no mean lot of it right 
within himself. It comes of the spon- 
taneous realization that he’s making 
himself of value—being a real man 
among real men. The idle are not 
worth wasting words on. Now’s the 
time to be busier and therefore hap- 
Pier than ever.” 





T HE beginner in the insurance busi- 

ness should first satisfy himself that 
he is qualified for the work and that 
he will like it. Then he must find the 
Tight company, the right policies and 
the right agency organization. If all 
of these conditions are fully satisfied 
the man who is willing to work will 
make good in the life insurance busi- 
ness. 

It is hard work to sell insurance. 
On the other hand it is the best paid 
work in the world. Solicitors who 
Study the business and devote their 
utmost effort are making money. The 
beginner should start to study insur- 
ance and insurance salesmanship as 
Soon as he decides to enter the field. 
It is possible to master the rate book 
in a tew hours and then he is ready to 
egin his active preparation. 

. Suggestion is more powerful in sell- 
ing insurance than argument. It is 
well to write part of the argument out 
in order that the more vital points may 
make an impression on an “eyeminded” 
Prospect. First present the business 
or selfish side of the argument, then 
the sentimental. Convince the pros- 
Pect that your proposition is a sound 
One, then he has no excuse for not pro- 
tecting those dependent on his income. 





INCREASE IS $2,000,000 


INDIANAPOLIS LIFE’S SHOWING 





Gain of $1,904,816 for First Half of 
Year—Counselors’ Club at Lake 
Wawasee 





INDIANAPOLIS, IND., July s— 
The Indianapolis Life increased its in- 
surance in force during the first six 
months of 1919 by approximately $2,- 
000,000. In the half year $2,690,237 of 
new insurance was issued as against 
$1,551,844 for the same period in 1918. 
The insurance in force on July 1, 1919, 
was $17,437,163.22, an actual gain of 
$1,904,816 for the first half of the year. 
During the six months the total death 
claims paid amounted to $54,673.20, the 
total for the same period last year be- 
ing $34,956.66. While the Indianapolis 
Life, with other companies, had heavier 
demands in this connection than usual 
on account of the “flu,” the death rate 
is now about normal. Since organiza- 
tion the company has paid to policy- 
holders $814,543.54, about one-third of 
this being dividends. The assets on 
July 1, 1919, were $1,510,497.35. 

Operate in Three States 


The company operates in Indiana, 
Illinois and Michigan, its field force 
showing a steady growth. It is a 
notable fact that its agency force is 
not changeable in character, a good 
proportion of its representatives having 
been with the company an exception- 
ally long time. All Indianapolis Life 
men are very optimistic over the out- 
look for 1919 and expect even greater 
increases during the last half than were 
made during the first. 


Counselors’ Club Meets 


The annual meeting of the Indian- 
apolis Life Counselors’ Club is being 
held this week at Lake Wawasee, Ind., 
the meeting extending over the five 
days, Monday to Friday. The members 
and company officers began to arrive 
on Monday, the day being devoted to 
registering and social activities. On 
Tuesday there were reports and other 
routine business. On Wednesday there 
was a round table discussion of the 
subject, “Educating Men to Sell Life 
Insurance,” under the sub-heads, “Pro- 
curing Agents, How and Where,” 
“Teaching Agents the Fundamentals of 
Life Insurance,” and “Cooperating with 
New Agents.” At the Thursday meet- 
ing there was to be discussed, “Endow- 
ment at 65,” and on Friday a “Ginger 
Meeting.” All of the business sessions 
were held in the afternoon, the morn- 
ings being devoted to the entertainment 
which the lake resort afforded. Thir- 
teen agents qualified for membership 
in the club this year. The prospect al- 
ready is for a material increase in the 
number for next year. 


Kansas Ruling Modifies 


TOPEKA, KAN., July 8.—A modifica- 
tion of the order that no life insurance 
companies would be permitted to date 
back policies in Kansas, except on bona 
fide substitutions of policies, has been an- 
nounced by Commissioner Travis. The 
original ruling made in June prohibited 
any dating back of policies under any 
circumstances, except where one form of 
contract was being substituted for an- 
other. 

The ruling brought forth many pro- 
tests from different companies. It is 
now announced that the ruling is not to 
apply where a policy is dated back to 
a date that does not make the insurance 
age of the applicant less than it was 
at the time he actually took the medical 
examination; where there is a bona fide 
substitution of one contract for another 
one that is actually in full force and ef- 
fect at the time of such substitution, or 
to industrial policies written on a weekly 
or monthly basis. 


The Perez F. Huff Agency of the Trav- 
elers at New York City has a record of 
over $2,000,000 new life insurance writ- 
ten and issued during June. 











The Prudential Insurance 
Company of America 


Forrest F. den, Home Office. 
a Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 





























































You Can Get Ahead 


Under the direct agency contract we 
make with our agents. They have a 
real opportunity to earn a reasonable 
commission and build up a permanent 
renewal. Why not take advantage of 
this profit-sharing arrangement? 





A solid, safe Illinois Company 


with over twenty millions of business 


e Central Life 


Insurance Company of Illinois 
OTTAWA, ILL. 


H. W. JOHNSON 
Presid 


W. F. WEESE Ss. B. BRADFORD 
lent Vice-President Secretary. 
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Peoples Life Insurance Company 


Frankfort - - - - - - - Indiana 


1,000,000 
10,000,000 


Assets - - - - 
Insurance in force 


Of course we want salesmen 

Of course we will pay the right kind well. 

Nor do we consider former life insurance experience absolutely 
necessary, in order to succeed with us. 

If you are loyal, enthusiastic and industrious we will stand 
back of you. 


E. O. BURGET, 
Secretary. 


W. A. IRWIN, 
Supt. Agents. 











George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our 
Monthly IncomeCoupon Bond Policies are growing in popularity. We 
are also writing all standard forms at low premium rates. If you area 
successful salesman, and a State Agency would be of interest, address 


JAMES A. EDGAR, JR., Manager of Agencies 














Must Be An Ohio Man, =< 
Be ar ce entnaage 
Suvervisor ica’ ; 
for Ohio 


Address 
Security Life Insurance Company of America 
1101 The Rookery, Chicago 











to furnish first class personal and business 
references. 
The Leading Michigan Company 
for the fourth consecutive year led all Michigan Companies in new paid-for business issued in Michigan in 
1918. Over $3,800,000 new business paid for last year. Now has $13,500,000 in force. ; 
A number of counties are open for General Agents and we invite Michigan men to investigate this op- 
portunity. We write Participating and also Non-Participating Insurance, Double Indemnity and Disability. 


Write Direct to 


M. E. O’BRIEN, President DETROIT, MICHIGAN 


Home Office, Blessed Building 














[wma INDUSTRIAL MEN | 


Conservative Life Notes 


Special Superintendent Hilenberger, of 
the Gary and East Chicago districts of 
the Conservative of South Bend, Ind., has 
resigned, having been called east. 
Manager W. B. Lindsey, who has been 
in charge of the South Bend district, 
where he made a very fine record, has 
been transferred to the Calumet district, 
taking charge of Gary, East Chicago, 
Whiting, Ambridge, Calumet and Indiana 
Harbor. 

Superintendent Ada A. Vernon, of the 
Logansport district, was struck by an 
automobile and very badly injured. Miss 
Vernon will be confined to her home for 
several months. 

William M. Williams, who started with 
this company as an agent at Muncie, from 
where he was transferred to Fort Wayne, 
and from which district he joined Uncle 
Sam’s army, returning in March this year, 
taking an agency at Muncie, where he 
has put up a mighty fine record, has 
been promoted to the superintendency at 
Kokomo, succeeding Mr. Wisner, who re- 
signed to take his old agency back. 
Special Home Office Representative S. 
.. Shaffran, who has been doing some 
very fine work in the ordinary branch 
since his appointment, will take charge 
of the South Bend district temporarily. 
A. S. Burkart, vice-president and gen- 
‘eral manager of the company, left for a 
ten days’ business trip in the east. 











Silver Jubilee Celebrated 


Three superintendents of the Metro- 
politan Life have celebrated their sil- 
ver anniversary with the company, they 
being Michael H. Keenan, Dorchester, 
Mass.; Seminole Michael Tower of the 
Narragansett district of Providence, R. L., 
and Frank S. Benninghoff of Stafford, 
Conn. There were suitable exercises to 
properly celebrate each event. 








LOCAL ASSOCIATIONS 




















Sioux City, Ia.—The Sioux City Asso- 
ciation has elected new officers as fol- 
lows: John C. Cook, general agent for 
the Metropolitan, president; J. D. Walsh, 
Bankers Life, vice-president; H. E. Brake, 
Northwestern Mutual, secretary, re- 
elected; W. M. Grandy, National of Mont- 
pelier, treasurer. On the program at the 
meeting were A. H. Bolton, Sioux City 
lawyer, and F. E. Lark, an Onawa insur- 
ance man. Four new members’ were 
taken in and the presiding officer, Frank 
Sioutsky of the Mutual Benefit, an- 
nounced no more meetings until Septem- 
ber. 





A POWERFUL ASSET 


One of the strongest factors in 
business building is the ability to 
make and hold friends, and in no 
business is this truth more sig- 
nificant than in selling of insur- 
ance. It is a mistake to think 
that there is no friendship in busi- 
ness. As a matter of fact, friend- 
ship is the greatest and the most 
effective tool in business. It isa 








fact that, in the banking business, 
for instance, some _ institutions 





Indiana National Life Insurance Co 
INDIANAPOLIS 
Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


©ur policy contracts are liberal and modern, having many Our Home Office is helpful; our agents are pleased wits 
features that appeal to agents and prospects. the treatment accorded them. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, Presiden: 


have built up a large clientele of 
, depositors through the use of this 
factor. 

If “Jones” has any insurance in 

















mind, and he is solicited by 
“Smith,” a friend, and “Brown,” 
a stranger, he will naturally give 
his application to “Smith.” 
Friendship “pulls” as steadily and 
as constantly as the force of grav- 
itation, and the man who recog- 
nizes this as a factor in getting 
applications, as an asset to him- 
self, and as something the use of 
which will pay him mighty well 
is far ahead of his competitor 
who has but a faint perception of 





HOTEL WISCONSIN 


Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Rooms-400 with Bath 


We have something to offer in the way of a general agency that is , 
very attractive to find with an old, conservative life company. It | 
will pay anyone interested to investigate. All communications 


Address 77-P, care The National Underwriter. 


confidential. 








this principle. 

Make it your business to make 
friends, and if you use tact and 
dinlomacy your opportunity to 
serve those friends with their in- 
surance needs will increase many- 
fold.—G. A. Boissard. 
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UESTION.—Can you give us an 
analysis of the amended inher- 
itance tax law of Illinois? 
Answer—On July 1, the new in- 
heritance tax law enacted by the legis- 

lature of Illinois went into effect. 

The law materially changes the for- 
mer statute, increasing considerably 
the levy against some takers of es- 
tates of decedents. 


Provisions of Old Law 


Under the previous law the tax was 
fixed by a percentage levy against the 
estate above the amount exempted 
without a gradation corresponding to 
the method of the federal estate tax 
law. That is, where the heir was a 
wife or child or brother or sister or 
father or mother, a $20,000 exemption 
was allowed and 1 percent levied on 
the excess up to $100,000. For the ex- 
cess over $100,000 the percentage was 
increased so that the increase applied 
to the entire estate. Thus, if the sur- 
viving heir were a son and the estate 
$100,000 above the $20,000 exemption— 
the tax was 1 percent of $100,000; but 
if the excess over the exemption were 
$101,000 the tax was 2 percent of that 
amount. 

Under the new law the tax under the 
excess method applies and hence this 
inequality is removed. Under the old 
law the tax was levied against three 
classes, which might be called direct 
heirs collaterals and strangers. Brothers 
and sisters were included under the 
old law in the first class. 


ILLINOIS INHERITANCE TAX LAW 


By John R. McFee 

















Four Classes Created 


Under the new law four classes seem 
to be created. Brothers and sisters 
composing a second class. Under this 
second class, which includes brothers 
and sisters an exemption of $20,000 is 
allowed under the new law but the 
graded tax is as follows: 


For the excess up to $50,000 over 
$20,000, 1 percent. 

For the excess up to $100,000 over 
$70,000, 2 percent. 

For the excess up to $100,000 over 
$170,000, 3 percent. 

For the excess up to $250,000 over 
$270,000, 5 per cent. 


For excess over $520,000, 7 percent 
is to be levied without further grada- 
tion. 

The third class which includes uncles 
and aunts are now allowed an exemp- 
tion of $500 and the levy is: 


On excess up to $20,000 over $500, 
3 percent. 

On excess up to $50,000 over $20,500, 
4 percent. 

On excess up to $100,000 over $70,500, 
6 percent. 

On further excess, the tax is 8 per- 
cent. 


Under the fourth class, embracing 
strangers in kin, the exepmtion allowed 
is only $100, and the tax as follows: 
On the excess up to $20,000 over $100, 
5 percent; on the excess over $20,100, 
8 percent. 

















HE life insurance agent has one 
T great advantage over the man in 

business. He is never handicapped 
by lack of capital. Time is his capital, 
and he has as much of that as the rich- 
est man in the world. He has all there 
is. 

To the business man, continued waste 
of capital means ultimate failure. It 
means nothing less to the life insur- 
ance agent. Unproductive capital also 
is worth no more to the possessor than 
no capital at all, whether it be in time 
or money. 

The man who succeeds in business 
does not heedlessly waste his capital 
—not even a dollar. The life agent 
who fritters away his time in idle 
dreaming, in pondering on possibilities, 
in waiting for a favorable opportunity, 
is all the while making heavy inroads 
on his capital. 

“After all,” says thoughtlessness, 
“what’s the rush? Suppose one does 
start out an hour late, or does lose a 
day once in a while, or perhaps sev- 
eral times in a while; there are more 
days to come, 300 of them in every 
year—2400 hours, counting eight hours 
aday. At thirty-five one has still 84,000 
hours in which to work before round- 
ing out his three score years and ten. 

Thus sanguine youth is prone to 
gloat over his abundant resources and 
to be lavish in his draft upon them— 
to waste his capital needlessly. Eighty- 
four thousand hours! His possessions 
seem inexhaustible. Not so does the 
case appear to the man along in years. 
Read Dr. Newell Dwight Hillis’ word 
picture of the illusive dream of youth. 

“At best, the longest life is but a 
hand’s breadth. * * * An hour? A 
day? Why, a day is one golden drop 
falling from the end of Time’s finger. 
Seventy years! In childhood they 
seemed as large as rounded stars; now 
they have shrunk to the size of seventy 
flashing beads, strung on a brittle 


thread around a child’s neck. One acci- 

dent, one stroke of life’s storm, the 

String breaks and the beads are lost.” 
7 = s 


A Disappointed Salesman—John Blank 
Was a life insurance agent doing a good 
business. In an evil moment he decided 


SOME SELLING SUGGESTIONS | 


FROM MUTUAL LIFE POINTS 
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THE GUARDIAN 
LIFE INSURANCE COMPANY 
OF AMERICA 


Established 1860 Under the Laws of the State of New York 























New Insurance paid for in 1918.......... $24,657 ,927.00 
Total Insurance in force, January 1, 1919. .179,410,731.00 
| ee ee alee aaa 56,111,806.00 
Surplus assigned and unassigned.......... 4,999,205.00 


New issues in 1919 being paid for at the 
rate of over $33,000,000.00 annually 





For information concerning a direct agency connection, address 


T. LOUIS HANSEN 
Vice-President and Agency Manager 


50 UNION SQUARE, NEW YORK CITY 
































The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 











to quit insurance and go to selling mo- 
tor cars. He had heard that commissions 
were large and the business looked at- 
tractive. In the course of several weeks 
he took orders for two cars and then 
found that the manufacturers could not 
furnish the machines on account of 
pressure of war work. He is back now 
with his life company, where the manu- 
facture of its regular product never 
halts. 
* * - 

New Use for Money—These are good 
life insurance days. Some things, it is 
true, are scarce, among them paper, 
which is high priced. Money, however, 
is plentiful, especially among the farm- 
ers. The Anderson, S. C., Daily Mail 
prints an interview with Mr. Calhoun 
Harris, district superintendent of the 
Mutual Life in that place, in which he 
irefers to a conversation with S. J. Fisher. 
Having occasion to use his glasses, Mr. 
Fisher took something from his pocket 
with which he rubbed them carefully 
before putting them on. Mr. Harris, 
thinking he had used something spe- 
cially adapted to polishing glasses but 
which he had not seen clearly, asked 
him what it was. “That,” said Mr. 
Fisher, “was a twenty-dollar bill, about 
the only kind of paper you can find 
about the place these days.” 

= * * 


At the Bargain Counter—It is safe to 
say that not one insurant in a hundred 
has as much protection today as he 
ought to have—enough to pay for the 
necessaries that his widow and children 
must have in the event of his death. In 
ten years the cost of living has increased 
mot less than 50 percent. Fortunately, 
insurance costs even less now than it did 
ten years ago. That cannot be said of 
any other commodity which the prospect 
has occasion to buy. In many cases his 
income has increased more than 50 per- 
cent in the last decade. He is able, 
therefore, to increase his present insur- 
ance enough at least to meet the in- 
creased cost of living. The forceful agent 
will compel him to do so. 

+ s o 


That Old Policyholder—You wrote him 
several years ago, and since that on two 
different occasions he has taken insur- 
ance in other companies. You don’t recall 
the case? Well, canvass your old policy- 
holders again and you will find him— 
perhaps several of him. Keep in touch 
with all your policyholders in your dis- 
trict hereafter, whether written origi- 
nally by yourself or not. Study ways in 
which you may be of real service to them 








The Toledo Travelers Life Insurance Company 


SECOND NATIONAL BANK BUILDING, TOLEDO, OHIO 
Want Producing Agents for Ohio Territory 
Opportunity for Advancement 
On Agency Matters Address E. W. GAGE, Secretary 

























F. J. Uehling, Secretary 


The *‘Giant of the West’? 





















Pioneer Life Insurance Co. 
of America KANSAS CITY, MO. 


Organized 1907 John W. Cooper, President ‘ 
EVERYTHING NEW BUT THE NAME 




























WANTED —to get in touch with men capable 
of developing General Agencies in north and north- 
western States. 


Our proposition to men of character and ability 
is worth looking into. 





MISSOURI STATE LIFE INSURANCE. COMPANY 


Home Office: Saint Louis, Missouri 
"M.’E. SINGLETON, President. ? 
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FARMERS NATIONAL 


LIFE INSURANCE CO. OF AMERICA 
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Farmers National Life Bldg., ®°v"ecn'u ¢ CHICAGO, ILL, 








“THE WEST COAST LIFE” 


Offers splendid opportunities in the West in alive 
organization that last year produced over Twelve 
Million Dollars in applications for new insurance. 
Ask for the current copy of THE PIONEER. 


WEST COAST SAN FRANCISCO LIFE INSURANCE COMPANY 


376 Pine Street SAN FRANCISCO 
















The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO 


An OHIO Company, writing policies on OHIO people and keeping OHIO 
money in OHIO for the development of OHIO industries 
. Admitted Assets.................55.55- .eeee$ 3,286,468.00 
Insurance in Force............---- tens .... 26,191,875.00 
Surplus to Policyholders. 383,467.00 
New Continuous Monthly Income Poliei 


eaeee er 


Splendid opportunities for AGENTS in mary sections of Ohio We solicit inquision from responsible parties. 
Dr. W. O. THOMPSON G. W. STEINMAN 
President Secretary 
















Combination Accident and Health Policy 
$6,000.00-12,000.00—$25.00 per week 
$24.00 a Year 


Membership 74,296 Claims Paid $1,715,549.36 


Unusual Agency Opportunities at present in 
Wisconsin, Minnesota, Indiana and Iowa 


Our Leading Salesman in 1918 made more than $9,000.00 


BUSINESS MEN’S ACCIDENT ASSOCIATION 


W. T. GRANT, Secretary KANSAS CITY, MO. 











and when they take more insurance it 
will come your way. 
* * * 

Your Vocation?—No, not “Selling Life 
Insurance,” but selling food and clothing 
and shelter for future delivery. Your 
prospect can supply his family with these 
necessaries now, but there may come a 
time when he will not be here to see 
that the house is warm, the larder full, 
and the children warmly clothed. Get 
him to sign up at once for a monthly 
income policy that will make it possible 
for him still to supply the needs of his 
family even when no longer able to min- 
ister to their wants in person. 








Nebraska Agents Meet 


Nebraska agents of the Travelers held 
a conference in Omaha last week with 
Harry B. Gangnagel, manager, presiding. 
The object of the meeting was to pro- 
mote closer cooperation between the 
agents and the home office. Nebraska is 
becoming an important field of operation 
for the Travelers as evidenced by the 
fact that four home officials attended 
last week’s gathering, they being J. O. 
Hoover, agency supervisor; Wycoff Wil- 
son, secretary of the accident depart- 
ment; D. J. Bloxham, agency instructor, 
and B. E. Waite, chief examiner of the 
claim department. 








Joshua Eppinger 


Joshua Eppinger, special agent for the 
Prudential at San Francisco, and one 
of the company’s leading producers here, 
has beez: appointed general agent for 
the Connecticut Life in northern Cali- 
fornia. 


We Believe It 


In an application for life insurance, 
Jess Willard, the defeated champion, in- 
formed the Aetna Life through the ap- 
plication that the July 4 fight was to be 
the last one. 


To Establish Insurance Course 


The Chicago Life Underwriters Asso- 
ciation, at the instance of President E. 
Cc. Platter, is shaping up a course of 
instruction in the School of Commerce in 
‘Northwestern University for life insur- 
ance men. Ralph Emerson Heilman is 
dean of the School of Commerce and 
wants to have an insurance course made 
a part of the curriculum. President Plat- 
ter is giving the subject his individual 
attention. 


Life Notes 


The New England Mutual’s diamond 
jubilee policyholders’ month, observed 
during June, brought in applications for 
og ama to the total of nearly $13,- 


Dr. Wilmer F. Christian of Indian- 
apolis, general agent of the Equitable 
Life of Iowa, has returned from a six 
months’ service in France in connection 
with the educational work among the 
a He was first attached to the 

M. C. A., but after April 1 was directly 
ie ntified with the army. 
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PURE LIFE 
INSURANCE, 








The Dakota Life of Watertown an- 
nounces that the month of July will be 
known as “Secretary’s Month,” in honor 
of the fitting services rendered by the sec- 
retary, Frank L. Bramble. Every possible 
effort will be made to write the largest 
volume of business in the month of July 
that the company has ever written. The 
annual meeting of the agents will be hela 
in August. 








Personality Points 


Do you like to talk to a man— 

Who rambles and wanders men- 
tally? 

Who talks in bunches—in an un- 
prepared, disconnected way? 

Who circumnavigates his subject 
several times before landing on it? 

Who slips in unnecessary side 
remarks, or personal experiences 
when he was a boy, or when his 
Pa was a boy? 

Who, in short, avoids the straight 
and simple road to the climax of 
his subject? 

Wouldn’t you rather do business 
with a man who omits decorative 
trimmings, side issues and remin- 
iscences, and goes directly and 
clearly to the “point”? 

Of course you would. 

And so will the people with 
whom you are to talk today.— 
Agency Items. 



































Many a life insurance agency 
man or general agent has said 


that fire insurance men and men | 


who write miscellaneous insur- 
ance business do not make good 
life insurance producers. And 
they have cited reasons and 
given examples. They have con- 
vinced themselves and many 
other people. 


But 


Actual Facts Won’t Bear 
Them Out 


A careful and accurate study 
of the lines of business from 
which successful producers of 
life insurance come shows that 
none furnishes a larger percent- 
age of the total of successful life 
men than the general insurance 
business. The Carnegie Institute 
of Technology at Pittsburgh 
made a careful research. 


The 
1916: 


institute found that in 


26 percent of the successful pro- 
ducers came from general insur- 
ance and real estate offices 


while only 15 percent came from 
clerical positions ; 


10.7 percent from the ranks of 
salesmen; 


9.6 percent from the banks; 


6.2 percent from the mercantile 
business ; 


5.7 percent from the teaching 
forces; 


26.8 percent from miscellaneous 
lines. 


A new Underwriters’ Hand- 
Book of the Northwest, showing 
all of these general insurance 
men (in fact, all insurance 
agents) in the states of Minne- 
sota, North Dakota and South 
Dakota, has just come from the 
press of The National Under- 
writer. 


Other interesting information 
is the amount of insurance writ- 
ten and the amount in force for 
each company in the three states 
at the end of each year for the 
past six years. 


The directory is bound in kera- 
tol (flexible) and is of a size con- 
venient for either office or trav- 
eling work. 


The National Underwriter 


1362 Insurance Exchange 
Chicago 
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| @One-fourth of our 
new insurance, first 
quarter of 1919, 
was taken by Wis- 
consin people al- 
ready insured in this 
Company. 
Gacdianjite 


IN WISCONSIN ONLY 


C. L. MILLER 


Director of Sales 
MADISON, WIS. 

















THE PEOPLES LIFE 
INSURANCE Co. 


Now convert- 
ing Industrial 
Hi policies to 

, Ordinary. 

&| Splendid op- 
portunities for 
good men. 








President 
Home Office Building CHICAGO 
Chicago 


SRR memcecneaeaguas aay 
FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income’’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent 
Ohio, Illinois and Kentucky 


19,712 LEADS 


were en among Fidelity field men in 1918— 
the result of our direct mail teaver This is agency 
co-operation on a vast scale and exp ins why we are 
writing more business than at any time in our histery. 


The Fidelity operates in 40 states. Full levei net 
premium reserve basis. Faithfully serving insurers 
since 1878. Insurance in force over $150,000,000. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 




















ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


Those who can not only write applications 


but deliver policies, and are energetic in their 
methods. Positions are ready for such 
men. 

Union Mutual Life Insurance 


Company 
Arthur L. Bates, President, Portland, Maine 
Acti aa E. AWDE 
o! 
7 W. Madison s. Chicago, Til. 








Life Insurance 
By States 











IOWA 














New In 
Business Force 
American, Ia. ...... $1,688,852 $11,113,3 
Bankers, Was .¢. <2... 9 
Cedar Rapids 








38 


»752,741 
7,700,61 


9 























Central, Ia. .. 18,431,427 
Des Moines .. 2,045,725 
Equitable, Ia. 44,488,483 
GURFAREF coc. cca 8. 686, 387 
DO aia adidas ot ences 3,081,020 
Merchants, Ia. ..... 600,580 15, 976,578 
Sy ee ae 1,321,908 5,923,215 
Nat’l Fidelity ...... 2,561,662 7,564,556 
Provident, la....... 1,312,583 4,707,597 
Po eer 1,985,073 14,845,910 
Reins. Co. of Amer.. 164,430 164,430 
Royal Union Mut.... 3,137,698 19,924,513 
Western, la. 3 8,304,271 
pO rere 10,501,612 
Amer. Bankers 692,335 
Amer. Cent. 91,4 
Amer. Nat’l 197,500 
Bankers, O. 5,876,512 
| Bankers Reserve ... 90,587 3,461,059 
| BOPNOHire ...< ice: 645,064 1,480,234 
COMUUEE | oe stesicunds 509,095 1,170,595 
Columbian Nat’l ... 97,942 190,769 
Commonwealth 1,510,360 3,482,930 
Camm, WUE. 66... ccc. 2,352,734 12,973, 727 
Continental ........ 15, 78,000 
Equitable, N. Y. .... 3,067,516 17,977, nae 
1, | eee 233,112 31 6,62 22 
Fidelity Mut. ....... 97,502 1,485,190 
Co! =e 10,074 30,7 
GUASGIRW occ cceees 1,059,100 4,343,064 
Po ee eer 576 49,850 
John Hancock Mut. 809,557 2,408,124 
Kansas City ....... 170,825 2,758,387 
Lincoln Nat’l ...... 17,000 16,00 
Lutheran Internat’l. 198,000 198,000 
Mase. Mat. ...cccces 2,171,772 8,342,397 
Metropolitan ....... 2,566,189 13, 888, 917 
Mien. BEUt. 2... .cces 829,299 6,037,753 
eS eee 2,00 ,000 
Pa 42,500 148,000 
eee 471,654 1,926,301 
BGC. BEM ccc ccccces 3,220,932 19,885,026 
Mutual, N. Y ‘ 4,502,681 31,215,760 
— (24 1,286,166 4,423,243 
Na AY aaa ,702,189 11,544,795 
| Hatigenh | or 591,808 4,576,468 
New Eng. ae 1,707,540 ,881,114 
New World ......... 552,751 1,732,501 
NOW YVOPE .,.. sees 4,808,169 38,767,580 
eee 883,790 3,773,794 
N. W. = wae 7,495,200 74,496,176 
oe Ay Oo 1,035,159 2,583,086 
Old aimee awe aaa 26,700 24, 
Pacific Mut. ....... 405,619 3,249,856 
Penn. Mut, ......... 2,550,001 27,743,297 
Do eee 1,066,193 3,511,242 
Phoenix Mut. ...... ,009,448 ,823,094 
BP ly rer 412,000 1,903,532 
Provident ......... 508,523 2,887,754 
Prudential ......... 3,548,735 17,574,945 
PROMGNGCGS ooo cceccccc 57,000 23727,169 
Reserve Loan ...... 196,500 11,00 
St. Joseph ......... 90,50 463,000 
Security Mut. ...... 7,00 62,00 
eee 8,304,545 8,366,349 
MEIN Ga ceaeceecwes 18,0 360,6 
"EVEVOIGED occ csccewe 2,112,622 6,775,082 
UBIOR- CEN. « .ccicee 1,316,915 7189,3 
Union Mat. ...cccccce 29,635 183,718 
United States....... 16,000 224,482 
‘| ~ | 
| IDAHO 
EE EO $ 434,039 $1,595,441 
Bankers, Neb....... 13,226 
Bankers, Ia........ - 846,800 4,149,800 
Bankers Reserve.... 345,341 2,074,888 
Beneficial, Utah..... 1,103,270 ,935,183 
Cal. State........... 27,176 25,398 
Care 884,440 1,482,336 
COMERAL, TR. ic ccsedun 239,337 650,337 
Cent. States, Mo.... 393,625 435,125 
Columbian Nat’l.... 680,686 2,366,750 
Continental ........ 693,325 ,585,096 
Equitable, N. Y..... 1,244,775 5,157,053 
Idaho State......... 3,834,176 9,962,740 
International ....... 225,700 462,561 
Intermountain ...... 294,600 656,810 
Kansas City........ 377,500 888,525 
pa eee ,50 3, 
Metropolitan (Ord.). 908,909 1,819,818 
Metropolitan (Ind.). 541,096 1,343,078 
Merchants, Ia..... “_ 2,000 459,000 
MO. State... ccecccs 5,071 110,217 
DO ere 213,024 558,548 
Mut. Ben., N. J...... 795,301 2,777,938 
Mutual, N. Y........ 1,182,123 ,906,454 
National, U. S. A.... 24,103 624,903 
New World......... 703,071 2,032,798 
‘New York.......... 1,683,212 9,913,478 
Northern, Wash..... 03,000 1,238,500 
= . W..Mut., Wis..... 1,048,900 8,318,382 
W. Nat’l......... 92,66 56,215 
pM Bee weugeatas & 50,500 78,670 
Pacific Mut......... 182,231 595,867 
Penn Mut.....ccceee 181,096 1,538,004 
Prudential ......... 646,313 2,366,747 
Reliance, Pa........ 0,575 82,409 
"ERRVGIOLS 2.06 ccveces 38,304 54,659 
Union Cent., O...... 462,423 1,765,239 
Union Mut......... 5,270 37,060 
West Coast-San Fr. 410,500 541,822 
Western States..... 443,500 2,237,700 
Western Union...... 986,495 .531,611 























The Agents of the 













New England Mutual Life Insurance Company, 


After another Year of Splendid Success, 





Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 








































The Reinsurance Life Company 
of America 


Des Moines, Iowa 


The first strictly American Company in the field doing an exclusive 
Life Reinsurance business. 


REINSURANCE ONLY 


Correspondence Solicited 


H. B. HAWLEY, President F. D. HARSH, Secretary 



























Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force ° « 


$40,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 











































Once an 
Illinois Life 
Man 
Always an 
Illinois Life 
Man 


GREATEST GREATES} 


{LLINOIS {LLINOIS 


COM PANY COMPANY 


WANTS GOOD MEN 
AND 


PAY THEM WE 


WANTS GOOD MEN 
AND 


_. PAY THEM WEL 

























THE NATIONAL UNDERWRITER 


July 10, 1919 




















HE Farmers National Life In- 


surance Company of America 
has openings for general and local 
agents in lowa. Address the 
company, Farmers National Life 


Building, Chicago, Illinois. 











































A Wider Field —An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3.000, to 
young men and young women as young as age 2—protective insurance and Edu- 
cational and Business Start Endowment Insurance. This extension of the age 
limit for Ordinary Insurance down to age 2 “ our Agents considerably, and 
we have other advantages that a more. e provide banking facilities for 
our Agents in the rural districts. e issue Participating and Non-Participating 
Policies. As regards adults, we write contracts with Double Indemnity provi- 
sions covering any kind of fatal accident, or with Double Indemnity provisions 
covering fatal travel accident only, as may by desired. We issue policies with 
waiver of Premium and Disability Annuity or Instalment Payment features. 
We insure ma'es and females at the same rates. If you cannot make a full time 
contract with us we will let you write our insurance for children as a side line, as 
long as your Company does not object. Some are writing as much as $10,000 a 
month of this insurance for us as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 











Southland Life Insurance Co. 
DALLAS, TEXAS 





HARRY L. SEAY, President 


The Progressive Company of the South 












We write all forms of up to date life and accident policies, issuing more than twenty 
different policies in each department. We are looking for a responsible man for 


TOLEDO, OHIO 


We have over two hundred life policies in force in Lucas County. The Company 
will get behind a producing General Agent. If you believe you are the right man, write. 


The Gem City Life Insurance Co. Dayton, Ohio 
I. A. MORRISSETT, Vice-Pres. and Gen’l Mgr. 














MASONIC LIFE ASSOCIATION 


MASONIC TEMPLE (Commenced Business 1872) BUFFALO, NEW YORK 
SOUND PROTECTION AT COST 
Accumulated Surplus Over $400,000.00 
To Free and Accepted Masons Only 
Over $9,000,000.00 Paid in Benefits 
Agents Wanted. Liberal Terms. Exclusive Territory. For Agency or Membership, Address 
NELSON O. TIFFANY, President and Manager 
MASONIC TEMPLE, BUFFALO, N. Y. 
















Passing Comment 








What They Are Talking About 
In Office and Field 






























EXCELLENT OPPORTUNITY for Reliable, Energetic men to 
represent us in the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY OF COLORADO 


THOS. F. DALY, President 
DENVER, COLORADO 











IELD men located in states where 
whisky distilleries formerly in 
operation are finding it no easy task 
to keep up the premium income. Can- 
cellations on whisky lines have been 
heavy. One field man reports that his 
premium income at Peoria is dropping 
off at the rate of a thousand dollars a 
month. 

In many states where whisky was 
distilled some companies enjoyed a 
large income. The business came in 
without a great deal of cultivation and 
its loss is being keenly felt by a num- 
ber of field men. All companies have 
brought pressure to bear upon those 
traveling in the field to keep up with 
last year’s record, and the loss of the 
whisky premiums only means that 
there will be an added effort on the 
part of field men to cultivate what 
have up to date been the unproductive 
branches of the business. The various 
lines are being given attention and 
every possible source of premium 1n- 
come developed. 





How to Be a Big Man 
in the Business 





NE of the greatest mistakes of the 

average life insurance salesman is 
his opposition to hearing or reading the 
experience of the other fellow. An in- 
spirational talk on success or enthusiasm 
makes him tired, A talk on how to sell 
more life insurance, or an analysis of 
sales problems gives him a pain. 

The greatest sales ideas in the world 
are in written form. They are appear- 
ing in insurance journals and in com- 
pany bulletins. The biggest writers of 
insurance in the world read everything 
of this nature that they can find. 

Every advance in the insurance busi- 
ness has been made because of the gained 
knowledge of what was done before. The 
very moment that a salesman insists 
upon confining his mental progress to 
the radius of his own experience, he 
ceases to make progress. 

* * + 

Successful manufacturers are _ con- 
stantly replacing worn-out machinery or 
substituting improved machinery for the 
cld. Growing organizations give con- 
stant study to their office systems and 
realign them at least twice a year— 
oftener if the business grows rapidly. 
The life insurance agent who does not 
constantly add to his mental machinery 
or does not realign his sales arguments 
and system of transacting business, is 
not keeping abreast with the rapid de- 
velopment of greater opportunities. 

Insurance salesmanship is a develop- 
ment requiring constant study and con- 
stant improvement because times are 
changing very rapidly. So it is folly to 
rely solely upon your own individual ex- 
perience for your life insurance educa- 
tion. Denial to yourself of the knowledge 
of the experience of others as an aid to 
your progress, is a denial to yourself of 
real big success. 

Don’t be an average salesman—be a 
big man in the business. Read the in- 
surance journals and the company publi- 
cations.—Pacific Mutual News. 


N. J. Frey Honored 

N. J. Frey, secretary and manager of 
the Wisconsin Life of Madison, Wis., has 
been elected to the board of directors of 
the Madison Association of Commerce to 
succeed former Commissioner M. J. 
Cleary, who has moved to Milwaukee, 
; where he is vice-president of the North- 
western Mutual Life. Mr. Frey was for- 
merly actuary in the state insurance de- 
partment. He is active in his home town 
and is secretary of Kiwanis Club. 


_ The Boston Life Underwriters Associa- 
tion, as a result of the membership cam- 
paign engineered by President Frank H. 

















“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 


DES MOINES (R-T Bidg-) I@WA 
TERRITORY 
IOWA SOUTH DAKOTA 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members 


The Penn Mutual 
Life Insurance Company 
of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 








Siratton, added over 100 members to. its 
local, rolts, in’ June. De ly ; 











ACTUARIES 


— F. CAMPBELL 


CONSULTING 
ACTUARY 





76 West Monroe Street 
Telephone Randolph 918 


CHIGAGO, ILL. 
a J. HAIGHT 


CONSUL1ING 
ACTUAR * 


811-812-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
ULIAN C. HARVEY 


Consulting Actuary 
hemical Building ST. LOUIS, MO 


T J. McCOMB 
e 


COUNSELOR AT LAW 
CONSULTING ACTUARY 











The Law of Insurance a 


Colcord Bldg. 
OKLAHOMA CITY 


J H. NITCHIE 
e ACTUARY 


1223 Assuciation Buildia 
19 S. LaSalle St., CHICA 


— E. VINEBERG 


Feilow Actuarial Society of America 
Fellow American Institute of Actuaries 


CONSULTING ACTUARY AND EXAMINER 
Room 1437 First National Bank Building 





Telephone 
Central 3462: 








CHICAGO 
ERIC S. HINGTON,F.A.L.A 
F SORSULTIEG ACTOABY AND EXAMINER 
; 804-206 Security Building 


DES MOINES, IOWA 
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LIFE 19 














Founded 1865 


The Provident Life 
and Trust Company 


of Philadelphia 





The Thrift Campaign 
reinforces the Provi- 
dent agent's canvass 
for long endowment. 





Northwest corner Fourth 
and Chestnut Streets 

















“SOMETHING 
NEW FOR 
AGENTS” 





National 
American 
Life 
Insurance 
Company 





Burlington, lowa 











LIFE AGENCY CHANGES 




















Pacific Mutual Changes 


The Pacific Mutual has appointed 
Rehse & Robinson, general agents, Mem- 
phis, Tenn. J. P. Collier remains as gen- 
eral agent in the accident department 
at Memphis. James W. Ross has been 
appointed. general agent at Peoria, Ill., 
with office at 701 Central National Bank 
building, and F. R. Dooley was made 
general agent at Providence, R. I., with 
office at 317 Turk’s Head building. 





George W. Loop 


The Farmers & Bankers Life of Wich- 
ita, Kan., has appointed George W. Loop 
as one of its state managers for Okla- 
homa, who has formed a partnership with 
Cc. C. Christiansen to work under the firm 
name of Chirstiansen & Loop. Mr. Chris- 
tiansen has been identified with the Okla- 
homa agency of the Farmers & Bankers 
for two years.. Mr. Loop was for five 
years state agent in Oklahoma for the 
Continental Fire. He has also had five 
years experience with the company as 
special agent in Minnesota and for two 


| years was connected with the western 


department office in Chicago as a daily 
report examiner. 





Fidelity Makes Two Appointments 


Charles E. Thompson and William E. 
Gable have been appointed joint mana- 
gers of the Fidelity Mutual at Peoria, 
Ill. Sol Lewis has been made manager 
for Oklahoma. 


Allen to Northeast Iowa 


The Des Moines Life & Annuity, which 
is writing a great business this year, 
has appointed D. B. Allen of Arlington, 
Iowa, as general agent for northeastern 
Iowa, 


General Agent for Wyoming 


John M. Lindsay has been appointed 
general agent of the Commonwealth Life 
of Omaha for Wyoming. 


Robert H. Manley 


Robert H. Manley, for five years.com- 
missioner of the Chamber of Commerce 
of Omaha, has gone with the Northwest- 
ern Mutual Life as associate general 
agent at Omaha in connection with 
Franklin Mann, general agent. 


Arthur A. Loeb 


Arthur A. Loeb, who was one of the 
star producers of the Mutual Benefit Life 
general agency at Chicago, has gone with 
the Massachusetts Mutual Life general 
agency in that city, in charge of Bokum 
& Dingle. 














NEWS OF COMPANIES 























“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


**Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street, New York City 
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7 
General and Local Agents| 


Contracts With Very Attractive 
Perpetual Renewals 





ee 

















We Can Use a Field Superintendent—Salary, Expenses 
and Over-Writing Commissions 


Write, Giving References. TERRITORY: Indiana 








Gary National Life Insurance Company | 
Gary Theatre Building 
Gary, Indiana | 

WILBUR WYNANT, President 
ee 














HOME LIFE 


INSURANCE Co. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 
The 59th Annual Report of the Home Life 
& ~~ 4 ge gt — ove tag 4 a 
ollars paid to ieyholders i 
ef which over Seven Hundred Thousand 
was in dividends. The influenza pneumonia 
epidemic caused an abnormal mortality, 
Steater than any experienced in the Com- 
pany’s history, but notwithstanding this 
the assets show an increase of more thaa 
4% and are now over Thirty Six Millica 
ars. 
The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Million Dollars. 
W. A. R. BRUEHL & SONS, 





North 
Reoms 601-606 The Fourth New Bank Bldg. 
CINCINNATI, OHIO 


HOYT % . General Manager 


229-232 Leader-News Building 
CLEVELAND, OHIO 








INSURANCE STOCKS 
BOUGHT AND SOLD 


Quotations Furnished 
BABCOCK, RUSHTON & COMPANY 


137 Se. La Salle St. Central 8900 
CHICAGO 














American Bankers Life, Chicago—June 
was the best month in the history of the 
company, it producing something like 
$700,000. President E. W. Spicer antici- 
pates that between $6,000,000 and $7,000,- 
000 will be written this year. The com- 
pany is going fine and the agents are 
making good in every particular. Presi- 
dent Spicer has prided himself on the low 
lapse ratio of the American Bankers’ 
business. He has made a special study 
of that end of insurance and he feels that 
his methods are getting results. 


* *K * 
National Life, Des Moines—It has 
boosted its business in force $7,000,000 
during the past six months, bringing its 














tetal well past the $50,000,000 mark. This | 
phenomenal gain is accounted for by the | 


large amount of new business written, 
as well as a very low lapse ratio for the 
six months period. The agency depart- 
ment is entering the last six months 
campaign of the year with the avowed 
intention of writing at least $10,000,000 
more. An unusually large number of men 
have already qualified for membership 
in the $100,000 Club, some of them having 
written more than $250,000 of business 
during the first six months. 
* * * 

Columbia Life, Fremont, Neb.—The 
company is getting a good agency force 
well organized. It will aim to write 
four times as much new business this 
year as it did last. Another year will 
get it into the million dollar new busi- 
ness class. 
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Stock Salesmen Attention! 


THE GARY NATIONAL ASSOCIATES 
COMPANY 


FINANCED THE 


GARY NATIONAL LIFE INSURANCE __ | 
COMPANY 


We are doing a Mortgage Loan, Mortgage Loan and 
Investment business. 


We have $250,000 6% Participating Preferred Stock to sell. 




















Can use a few high-grade stock salesmen who can 
furnish references. 

















ADDRESS OR CALL 
GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building GARY, INDIANA 























A:FARM: MORTGAGE 


« TA CNA TINDERWRE 
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— BEHIND 


EVERY: POLICY 


Why Our Agents 
Succeed Rapidly—12 Reasons 


1—We Insure Both MEN and WOMEN on equal terms. Women are important factors in 
business today. 
2—We Sell both PARTICIPATING and NON-PARTICIPATING Policies—A Big Ad- 
vantage in meeting competition. 
3—WE INSURE TOTAL ABSTAINERS AT REDUCED RATES—How many Total 
Abstainers could you Insure if you could offer this advantage? How much would it 
help your organization? 
4-—-WE GIVE SERVICE TO AGENTS—Every man is given assistance and instruction 
until he is a success—Every man must make good—He is our partner—His Success is 
our Success. 
5—OUR OWN MEN GET ALL OUR GOOD POSITIONS. 
All promotions are made from the ranks of our own agents—Each man has an opportu- 
nity with us—Something to work for all the time. 
6—WE SELL SPECIAL POLICIES which are up to the minute, giving the agent the ad- 
vantage of the “Best Sellers” in the Insurance Market. Every Policy the best we can 
make it. Special Policies for Total Abstainers. 
7—WE GUARANTEE TO SAVE 4 PREMIUMS on a 20 Pay Policy and give dividends 
besides—This Policy is our G. P. A—It is our best seller—-FOURTEEN MILLION 
OF IT IN FORCE. 
8—WE SELL THE BEST INCOME POLICIES we can make on both Participating and 
Non-Participating plans. A check from beyond the grave is Daddy’s monthly contribu- 
tion to the family. 
9—WE GIVE SERVICE TO POLICYHOLDERS—When the policy is placed our Service 
has just begun. Death Claims are allowed within 30 minutes after proofs received at 
Home Office and check immediately issued. No delay—No red tape. This Service 
makes our agents popular. 
10—WE HAVE A FARM MORTGAGE BEHIND EVERY POLICY. No Investments 
are made in any other Securities (except Liberty Bonds)—Rate of Interest 6.2%. 
11—WE ARE DEVELOPING NEW TERRITORY and making new op- . 
portunities for our agents—WE MAKE THE CHANCE FOR YOU 
TO MAKE GOOD. 
12—We offer to good clean men a LIFETIME CONTRACT direct with 
the Company, giving full advantage of all there is in the business and 
in the best territory in the world. 


To Good Clean Men We Offer Success— 


INSURANCE 


ORIA LIF COMPANY 




















PEORIA —-ILLINOIS 
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